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UNITED STATES RUBBER COMPANY 


SERVING THROUGH SCIENCE 


Fahim 


18 YOUR FATORITE STORM WEATEES SBOP 
Ovwce more gledden your weather eye 


with Gaytees — se smart, se dry, se 
trim. Thanks to the beauty and variety 
with which U.S. Gaytees are styled. 
there's 2 Fashion-over-the-Shee for 
you in town or coustry— ne matter 


what stormy weather type yeu are! 
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WOMAN'S HOME 
COMPANION 


LADIES’ HOME 
JOURNAL 


MADEMOISELLE 
PARENTS 


HARPER'S BAZAAR 


F ashion-Over- The- Shoe 
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10 NATIONAL MAGAZINES 


THE CUSTOMERS ARE WAITING! 


24,435,869 READERS 


FOR 1947 U.S. GAYTEES 


The Best Liked Line of Weather- 
Smart Footwear in the World! 
Sells itself—Also Makes Ad- 
ditional Sales For You 


© Your Gaytees salesman is a merchen- 
dising expert in rubber footwear. He will 
pont Bag he, @ meeting with your 
sales staff to help you in yeur locel 
merchandising preblems. 
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“Dearborn D’Orsay” 


open toe and cross bands 

with pinked edging, ex- 

tension sole, square heel. 
By 


Louckerman & Fox, Ine. 
New York 


Tandrite Calf Color No.572 Town Brown 











:: ANDRI Tk prefers to let others sing its praises. 








Go right down the line 


and judge for yourself. 





INCORPORATED 


Philadelphia 








E. Hubschman & Sons ea 
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THE DESIGNER whochoosesa calfskin worthy 
of realizing his ideas. 


THE CRAFTSMAN who requires the finest 
calfskin to do justice to his skill. 


THE MANUFACTURER who is jealous of 
his quality standards. 


THE RETAILER who is proud of the beauty 
and performance of his shoes. 


THE C@NSUMER who knows through experi- 
ence the fashion and long wear of Tandrite. 


Facts prove that the great majority 
prefer Tandrite Calf 
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Army Russet Oxford, 
Alenite Tip. 
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Twang! She shot an arrow into the air . . . 


it struck the target fair and square. You'll strike your target 






fair and square. too. through more sales with the three nationally 
advertised Holland-Racine lines. For into Pace-Setters, 
Nu-Matics and Doctors. Holland-Racine has built good 
strong sales features. Features that spell the difference 











a 





i 
hetween the shoe and just another shoe. | ~ | 
| 
He 
ee THE 7 
Lge | 
SHOE 














SUPPORTING THE SALES EFFORTS OF 
THE INDEPENDENT SHOE MERCHANT 
MOLLAND-RACINE SHOES, INC 


@eeeeeeeeene1eeeseenseeeoeeeseeeeeeeesee?s: 

PRODUCTS OF PRIVATE ENTERPRISE— FOR INDEPENDENT DEALERS ONLY . . 

Three comprehensive, Nationally Advertised lines— and as the ads say: sold only 
i nt dealers who are professional hands at shoe fitting; double assurance 
customer satisfaction. 


NATIONALLY ADVERTISED IN SATURDAY EVENING 








POST, COLLIERS, LIBERTY, ESQUIRE 


HOLLAND-RACINE SHOES, we. mcwoan 











In the tannery...its GLAZED 
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G. LEVOR & CO., INC. GLOVERSVILLE, N. Y. 


Tanners Since 1876 


























Fine Pennsylvania craftsmanship, as wel! as strong promotion features and 
fine fit, make Pollyanna the dependable bread-and butter of childs’ and misses’ shoe operations 
in so many of the country’s leading stores and departments. Think of this when you want to 


build a children’s business on one brand you can live with . . . and on! 


A.$. KREIBDER SHOE CO. 


NEW YORK CITY SHOWROOM 


ANNVILLE, PA. 
Marbridge Bidg., 47 W. 34 St. 
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PRICE RESISTANCE MEANS 





e Sure the consumer is balking at prices. But 
most of the resistance is aimed at increases 
that are not justified by value. There 
has been no resistance to quality! 
Walk-Over shoes, for example, are 
more in demand than ever! 
Consumer selectivity has merely 
served to whet the retailer's 

appetite for shoes that rise above 
average standards. By consistently 
refusing to compromise on style 

and quality, Walk-Over remains a 
preferred resource among the 


country’s foremost dealers. 


Have you seen our line lately? 


Walk-Over prices from $12.95 


WALK: OVER SHOES 


Geo. E. Keith Company, 
Brockton 63, Mass. 


New York Sales Rooms. 
Marbridge Building—822 and 906 
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‘How a simple sales story 
softened my tough old sergeant!”’ 


RECOGNIZED my old Army topkick the minute he 

walked into the store. Masterson hadn't changed. He 
had on civies, of course. But the old familiar scowl was 
deeper than ever. 

As he brushed past me, I said, “Have a seat, Sarge.” 

Sarge did a sharp about-face. “Smitty!” he rasped. 
“My old K.P. hound. What’ve they got ya doin’ here?” 

“Fitting shoes on lugs like you.” 

Masterson spun me around with a playful blow on my 
shoulder as he sat down. “Better’n peelin’ spuds, heh, 
Smitty?” His face grew serious. “Look, fellow. These 
civy shoes are driving me nuts. Give me something like 
my old G.I.’s, will ya?” 

“We can do better than that, Sarge. Let me check your 
size... Hm... Just like lots of guys when they get out. 
You need a half-size larger. That, and a midsole of Arm- 
strong’s Cushion Cork.” 

Masterson snorted. “Midsoles! I don’t want to know 
how to make shoes. Just give me a pair that won’t make 
me feel like I’ve been drilling all day.” 

I quickly slipped his feet into a smart oxford built with 
Cushion Cork from heel to toe. | shook my head sadly. 
“Never do a sergeant a favor. I should have learned that 
in twenty-two months. But here I am, giving out real foot 


4 * 
_ ADDS COMFORT TO EVERY STEP 





comfort, shoes with a springy, resilient cushion to help 
absorb shocks and jars. And what thanks do I get?” 

“Stop it,” Masterson said as he started down the aisle. 
“You're gonna make me cry.” 

“Tears of joy, no doubt. Just notice how flexible these 
shoes are. Cushion Cork helps make breaking in easy.” 

Masterson stood flexing his new shoes. His expression 
hinted at the real pleasure he felt. “You know, Smitty,” 
he said, “right now you look as good to me as a 14-day 
furlough. These brogans really feel O.K. What'd you 
say was in them?” 

“Cushion Cork. And the extra comfort you feel will 
last as long as the shoes.” 

“You're on, Smitty. You can send my old pair to the 
nearest rummage sale.” Masterson put his hands on my 
shoulders. The scowl was gone. “You know, if you were 
still in my outfit, 'd get the Old Man to kick you up to 
a corporal for this.” 


* * * 


YOU'LL SATISFY even your toughest customers when you tell them 
about the extra comforts of Armstrong’s Cushion Cork. Be sure to 
specify Cushion Cork in your next shoe order. Available > 

in men’s, women’s, and children’s shoes. Armstrong Cork fA} 
Co., Shoe Products Dept., 9609 Arch St., Lancaster, Pa. “4 





ARMSTRONG’S SHOE PRODUCTS 


BOX TOE MATERIALS FLEXICORK* 


FILLERS 


CORK COMPOSITION 


CUSHION CORK 
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Millions of women are 


















Desire for Drew Shoes 
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is reaching new heights. 






“MADE Over see »275 00 
Lasts — oun ; tere, 












They are sales makers 


for the retailer. yO 
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BUCK-O-LURE 
No. 1870 


NYMPH 
No. 1878 


Wore and more women are 
reading about KICKERINOS. 


Wore and more women are 
wearing KICKERINOS. 


Werchants are selling more 
and more KICKERINOS. 


Hit the BIG MASS MARKET? 





Kir 


Does Kickerinos National Advertising 
Cover the Big High School Market? 


Does Kickerinos National Advertising 
Cover the Great College Girl Market? 


Does Kickerinos National Advertising ~” 


Cover the Big Young Married 
Woman Field? 


Does Kickerinos National Advertising 
Reach the Career Girl? 


Does Kickerinos National Advertising _ 
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Kie ceri Division MARILYN SHOE CO., 1229 W. Vine St., Milwaukee 5, Wis. 
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IMPORTANT ANNOUNCEMENT 


Cambridge 


takes pleasure in announcing 
a complete new program for 


Vul-¢ Cork 


wl 4 
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PRE-WAR RUBBER FORMULA 

1. Vul-Cork Soles have returned to their pre- 
war rubber “Air-Cell” formula, which — 
gives HEFTY APPEARANCE and LONG 
MILEAGE plus feather-weight lightness 
and flexibility that will actually float on 
water... insulation against cold or heat 
.. remarkabie resilience which cushions 
rough-underfooting! 

NEW COLORS 

2. Vul-Cork Soles are now supplied in Red, 
Brown and Black — in your choice of 
Smooth-Buffed or Rough-Rib finish. 

NEW LOWER PRICES 

3. Vul-Cork Sole prices are now reduced 
—passing along to Vul-Cork users sub- 
stantial savings in production costs due 
to huge increases in Vul-Cork sales and 
production. 

Vul-Cork Soles are the product of over 10 

years of specialization. They have won their 

outstanding position through sheer merit 

alone. They possess outstanding extra-value 

features unique in the sole industry. 





VUL-CORK SOLES on DISPLAY 
TANNERS’ COUNCIL ALLIED PRODUCTS SHOW 
Rooms 718-719, Hotel New Yorker 
New York City — Oct. 5 thru Oct. 9th 





principle. 
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Compore Hound's 
Pow with Vul-Cork 
Sole note iden- 
tical suction cup 
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ELASTIC 


“BEST BY ANY TEST” 


DARLINGTON FABRICS CORPORATION, 350 FIFTH AVENUE, NEW YORK 1, N. Y. 
Rep. J.M. Perkins & Co., 47 West 34th St., New York 1, N. ¥. + ST. LOUIS: Fred A. Lyons + MILWAUKEE: Frank J. Kelly 
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TAYLORED 
for Heavy Duty 


FEATURED IN COLOR IN 


Collier's 


Sept. 13 issue 


E. E. TAYLOR CORPORATION, MANUFACTURERS . BOSTON, MASS. 
Also makers of the unexcelled Taylored Moccasin 
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° patented for your protection 





million slipper buyers will see PUFFS advertised this fall. 
“11 be asking you for PUFFS. Their satin smart styling— 
4 . eling backs, built uP arch 


you PUF 


cestcr, Massachusetts 


DIvIsiON oF 
_ PFEIFFER Co., Inc., Wor 


B 
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Why 


THESE “SELF-ACTING” 
Slippers by Cambridge 1 
SOLD OUT in 1946 
WITHOUT MARKDOWNS 


—in the Nation’s leading stores —when 









ordinary slipper prices were slashed 


below cost! 





FURST iu Foot Fashior 


See the PRIMA DONNA 
in American Beauty - Royal 
Blue - Black - Red 
Rooms 718-719,-‘Hotel New Yorker 
New York City 
Oct. 5 thru Oct. 9th 









The PRIMA DONA 
—about $2.95 Retail 





BECAUSE ONLY CAMBRIDGE 


— of all slipper manufacturers — makes 





“self-acting™ slippers by the unique Florida Process 





which 

1. Makes counters and Platforms “Self-Acting™ . . . OTHER SLIPPER gives wearers their instant, last- 
give flexibility with every move of wearer, spring ing. relaxing comfort PLUS neat dressy appearance! 
instantly back to shape. SELL SLIPPER BUSINESS-BUILDERS 

2. Ne breaking down of stiff counters — they slip on ee a 
and kick off with a flip. — Always BUY “by Cambridge 

3. They relax the feet neatly . . . like a shoe. 

Slippers by Cambridge quickly become AN INSTI- THE Cambridge RUBBER COMPANY 

TUTION in any store . . . outstanding leaders in 

repeat-sales and in full profit-margin because NO CAMBRIDGE 39,MASSACHUSETTS 
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ALL OVER AMERICA* CUSTOMERS COME IN WHEN THE JOURNAL COMES OUT 


i ‘ In Philadelphia, Penna., 63% of the women shoppers interviewed at 
A. H. Geuting Co. read Ladies’ Home Journal 


‘ In your town . . . in your store... 


i, ot MOST OF YOUR GOOD CUSTOMERS READ <oersnme 


* 61,809 interviews—159 cities—14 categories of stores confirm this fact. Results upon request—-Ladies’ Home Journal, independence Square, Phila. 5, Pa. 
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The difference lies in the 
Tanning Technique 


Naturally, tanners who are jealous of the reputation of their 
products buy the best hides the market affords. . This is cer- 
tainly true of American Oak. 

But from then on the quality of the finished product depends 
on the tanning technique. 
Through more than sixty-five years of scientific research and 
practical experience The American Oak Leather Company 
has developed tanning technique to a superlative degree. 
That’s why manufacturers find that bends tanned the American 
way not only provide better soles for their shoes but also cut 
to betier advantage. 

Retailers find that their customers notice the superior quali- 
ties of American Oak soles, whether the famous ROCK OAK 
vegetable tannages for maximum foot comfort or the moisture 
proof, extra long wearing Chrome Retans. In short they 
have discovered that an American Oak sole makes any shoe a 
better shoe. 


THE AMERICAN OAK LEATHER COMPANY 


CINCINNATI ST. LOUIS 


CHICAGO BOSTON 
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AMERICAN GENTLEMAN DIVISION Croddock-Terry Shoe Corporotic ¢  lynchburg, Vo 
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ANOTHER IMPROVEMENT IN THE UNITED LINE 
OF ADHESIVES FOR SHOE MANUFACTURING 






In shoemaking language, a cement that is clean 
handling—almost colorless, is referred to as “lily 
white.”” United has added six “lily white” numbers for wood heel breasting 
to its extensive line of adhesives. This makes possi- 


. ee PRODUCTS OF B B CHEMICAL CO. 
ble even more exacting selection of ‘‘a cement for a 


particular situation.” —\ 
Selection is made easy by reference to 4 : ‘J ADVANTAGES 
“WAC Adhesives,” a handy booklet ag ALL IN ONE TYPE CEMENT 


1 Excellent break —runs extremely well in solvent coment \ 
ing machines \ 
2 Greater freedom from staining hazards— almost 100% \ 






which catalogs 60 Be Be Bond and Be Be 
Tex Cements plus 28 different Hub 
Adhesives, Pastes and Glues. Every 
superintendent, foreman and buyer of 


colortess. 
3 Drying time and tock periods easily edapted to 










adhesives should have a copy. See your 
United Representative. 


UNITED SHOE MACHINERY CORPORATION * 
BOSTON, MASSACHUSETTS : 
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CHRISTMAS IS REALLY CO 
SHOE STORE THIS YEAR, WIT! 
CHILDREN’S AND MISSES’ 





Here's an extra Christmas bonus for you. 







Every youngster who ever saw a 
Western movie or listened to the Lone 
Ranger will put a pair of Rancher Boots 
at the top of his or her list for Santa 


Claus .. . or just below the pony, at least. 


Pe en 


Goodyear Welts — have oak bend 
soles, Frye craftsmanship, and come in 
several patterns and various color 

combinations. Children's sizes 


8% to 12. Misses’ sizes 12% to 3. 


Get your order in now so 
that you may have Rancher Boots 
on display from the start of the 
Christmas season. For complete 


information write to 
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TOES STYLED WITH 











For style — it’s important to reproduce accurately the toe lines of the last. 


For comfort — it’s important to fuse toe linings permanently in place. 


Both these objectives can be attained with “CELASTIC” Box Toes. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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THE MOST AGGRESSIVELY PROMOTED SPORT SHOES IN AMERICA 
BELONG IN YOUR STORE. ASK ABOUT THEM... 


oF BOSTON 


an two Weel heights about $7.50 


Advertised in full color in Glamour, Seventeen, Mademoiselle and other national magazines. 





amy 


RRREREREREARELRRED SERRUEE 
BERL: < 
Sea e eee LETT ERERREREREREES pESEEEEEE <a 


ig 
24 


E “Winrurop 


Shown here is but one of 48 numbers that have made Winthrop In-’n-Outers leisure leaders. 
This leadership is easily understood when the facts are considered. In-’n-Outers are 
styled right, built right, priced right. They’re smartly styled in a variety of types, 
colors and leather combinations . . . they’re built of quality materials to 
give full value and meet the first requirement of a leisure shoe—comfort 
. - they’re priced for dealer profit and within consumer reach. 
They’re nationally advertised. 

Local leadership for its dealers is always Winthrop’s aim. 
The facts show we have achieved it again in In-n-Outer 

Leisure Shoes. 
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In-’n-Outer Leisure Shoes *$95 
Winturop Suoesfor men — Wintnrop Jrs. for boys 
$795 to $1395 a: $595 to *795 
(SOME HIGHER) (SIZES 1 TO 9) 
Winthrop Shee Co. « Div: International Shoe Company « St. Louis 
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Ped anton : 


A variety of patterns and a wide range of leather and ¢ 


color combinations. . 
Five distinctive, masculine colors — Jamaica Tan, 


Cypress Tan, Cordo Brown, Siesta Beige and Gray. 
Both smooth and suede type leathers. 

A choice of leather, crepe rubber or Neolite soles. 
Contrasting stitching for eye-appeal. 


Nationally advertised in LI F E 


The shoe shown opposite will appear in a dramatic two color half- 
page ad in November 24 LIFE, promoted as the perfect Christmas gift. 
Winthrop also makes available to its dealers a miniature gift package 
for presentation in lieu of the actual shoe. This package consists of a 
miniature Winthrop carton, a miniature plastic 

shoe and a gift certificate. 


Over 26,000,000 potential gift givers will see this 











ad in LIFE. Profit-wise dealers 

will take advantage of the gift e pe 

promotion tie-in. .% 
"— 








| ALWAYS “OFF ON THE RIGHT FOOT” 
IN 
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Offices: New York, Marbridge Building, Room 405- - 
Los Angeles, 219 West 7th Street, Haas Building, 
Room 919 - Phila., Lafayette Building, Room 1025 


GERBERICH- PAYNE SHOE CO. MOUNT JOY PENNSYLVANIA 
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Faith Mulette 


7; 
1. in all colors — of fine 


satin or kid, as well as silver and gold kid. 





Minouerowy Foorwear. Inc. 


MIDDLETOWN. N. Y. ¢ NEW YORK OFFICE—47 W. 34th ST., N.Y.C. 
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Ine Good Look Deserves Another 
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The smooth rolling lines of this smart and experience of United Last Model-Makers. 
closed-toe shoe reveal at first glance the Combine United Last Styling with the fine 
finely styled character of the wood. The _ filling qualities and the result is faster-selling, 
demand for more comfort is easily met with- _ business building footwear . .. shoes with a 


out sacrifice of style by the craftsmanship greater reputation ... today and always. 


UNITED Last CoMPANY 


BOSTON, MASSACHUSETTS 
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and Genuine 
“ELEVATORS” 
Mfd. in U. S. Exclu- 
sively by Stone-Tarlow 
Co., Inc., and, under its 
. in Canada by 
MacFarlane, Lefaivre, (Ltd., 
Montreo! 
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Cc mfto makes the machinery 
thal makes lhe teller shoes 


COMPO 
SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 

















WOHL SHOE COMPANY « SAINT LOUIS, MISSOURI 
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in Rich Black Suede 


6312—Suede Envelope 
Oxford. 

Arrabuk Platform. 
Sizes 4-9 M Widths 





Galures 


by GERDA 
NEW YORK 









6326—Suede Pump. 
Arrabuk Platform. 
Sizes 4-9 M Widths 
$2.35 








6315 — Suede Sandal 
Roller Side Buckle. 
Arrabuk Platform. 
Sizes 4-9 M Widths 









6215 — Suede High 
Wedge Sandal. 
Arrabuk Heel. 

Sizes 4-9 M Widths 
6217—Potent 
Leother 













6321—Suede Step-in, 
Lieutenant Bar, Jester 
Pump. Arrabuk Platform. 
Sizes 4-9 M Widths 
$2.45 













No. 6319 — Suede 
Ankle Strap with 
Gold Ornament and 
Buckle. 

Arrabuk Platform 























Casual sales carry right straight through the seasons with these 
GALURE Casuals in rich block suede with fine, no mark, durable 
soles. They breathe Quality and good taste just os they breathe 
Summer and fun . . . Exactly the fine Casual you would expect from 


Gerda. Packed in the new, attractive GALURE Boxes 









Sizes 4-9 M Widths. 
HOTEL NEW YORKER, Room 1044, October Sth to 9th 
NATIONAL SHOE FAIR 


om Y $2.45 
Room 1452, HOTEL MORRISON, Chicago, October 27-28-29-30 


GERDA fociWiir co., inc. 


158 DUANE STREET * NEW YORK 13, N. Y. 
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America’s most yersatile 
line of women’s shoes... 









“ap gives you everything under one name! 


What exactly does that mean’ Simply this: 
Trim Tred offers you practically everything you 
need to do business in medium-priced women’s 
shoes. The line embraces a compiete selection 
of style shoes, including numérous fashion 
interpretations, heel heights, features, etc. 
Nurse oxfords? Trim Tred includes them. 
Arch welts? They're in the line, too. Cements? 


Definitely. Platform casuals? Yes! Here at 


last, under one nationally-advertised name, 
is a really complete line. \t's SO all-inclusive 
many dealers find it simplifies their problems 
no end. By concentrating on Trim Tred, 
they save hours of time when buying, 
inventorying, bookkeeping, displaying, adver- 
using. Yes, for style, quality, price range, 
valve, and completeness of line, get better 
acquainted with the NEW Trim Tred line! 


Roberts, Johnson & Rand ow. oF INTERNATIONAL SHOE COMPANY « ST. LOUIS 3, MO. 
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FOR ALL THE FAMILY 
ONE NMANME-* ONE 
LINE * ONE MERCH- 
AMDISING.POLIC Y 












































SUNDIAL SHOE COMPANY 


MANCHESTER NEW HAMPSHIRE 
DIVISION OF INTERNATIONAL SHOE COMPANY 
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In this-race for better and mor 

ing footwear, Paralastic is pr 

important. accgssorys It’s al 

thread that makes the goring 

Helps the goring make the shox 
comfortable ...fit better. It’s precision 
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PARA THREAD COMPANY, Inc. 
A Werelstite oem eum } 
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The Woder Elastic “Jhrwad 
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‘Our sole attaching problems are different’’, you say ...and you're 

right! That is why United has sole attaching cements for a wide 

range of conditions. 

How to fit a recommended SUPERGRIP to your particular needs 

. . » how to secure the results you want . . . can be demonstrated 

by men who know the fine points of cement shoemaking. 

This SUPERGRIP service by specialists is available to you ai 
the United branch office. It will help 


you to achieve and maintain bette: 


sole attaching. 


SOPERGRIP 


SOLE ATTACHING CEMENTS 


PRODUCTS OF B B CHEMICAL COMPANY 






UNITED SHOF MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 








AMERICA’S 


Namber One Comfort Shoes! 


PORTO-PED 1s Cauhuaw 


* Yields with every step 
%& Absorbs shocks, jars 
* Keeps you foot-fresh 


4 


\@@ In tune with increasing demands 


~ «4 
LS for true foot comfort 


Every dealer who features Porto-Ped Shoes knows he 
can depend on them for steady repeat profits. More 


and more men demand greater foot comfort—but they 

want smart styling, too. That’s why they come back . 

year after year for the built-in comfort of Porto-Ped’s 

resilient air cushion and flexible Arch Lift — plus the j: (Z i, . SM, we 
distinctive styling, highest quality leathers and expert ~1t? UAMitoH# SHO! [st | 
craftsmanship that distinguish these truly fine shoes. 


This famous line also sold and odvertised 
PORTAGE SHOE MFG. CO. MILWAUKEE 1, WIS. Pamala Dae te 


Division of Weyenberg Shoe Mfg. Co. 


Backed by year-after-year advertising in 
LIFE « THE SATURDAY EVENING POST «+ COLLIERS + ESQUIRE + TRUE + AMERICAN LEGION MAGAZINE 
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WO OWMMT MEANS 


IU 


Style No. 669 
Straight Tip 
Brogue 


When we talk about 
AIR-O-MAGIC’s powerful 
national advertising, 

we mean business. When we talk 


about AIR-O-MAGIC’s top quality and 


craftsmanship, its smooth styling and wonderful 


comfort...we mean business. When we talk about 
out-of-this-world value...we mean business. 
Yes ... AIR-O-MAGIC means business . . . 


bigger and.better business for you! 


MODERATELY PRICED 


WITH U.S. RUBBER HEELS 


MARION SHOE DIVISION, Daly Bros. Shoe Co 
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Fae * " 
Wesfporf Ss. 
is the big new name in Vit 


sport welts and play shoes... 


Westport 


is a big line 





Westport... 


its a Brown line 


lf you'd like to*Go with Westport” write for full details of this new 
Brown tine, to Westport Division, Brown Shoe Company, St. Louis. 






















UyERS 


A INSIDE EVERY SHOE / FOR BETTER a 


FOR HIGH HEELS 
All 3 heights 


per pair $2 -85 


Wholesale Distributors: With shoe forms as with everything else, it’s wise to benefit 
by the experience of the leaders in the field. And with shoe 











li Co. display. men who know best, it’s a well-established fact that 
Fashion Shoe Form & Supply Co. shoes shown on Universal’s Forms sell faster because they fit 
IN NEW YORK CITY better, therefore look better! They're made of a weighted non- 
Nat Siegel, Inc. flammable durable plastic in neutral flesh . . . 3-toe style with 
Jas. B. Williams, Inc. closed top. Order today for better display results next Fall! 
IN DALLAS 655 - 
Standard Fistare Co, Ine. UNIVERSAL FORM CORPORATION Robb 
IN MONTREAL Send mail: 77 Summer Street, Boston, Mass. cludir 
M. J. G. Hogan Showrooms: 337% Se. Hill St., Los Angeles - 30 E. 20th St., New York City | 
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‘IN YOU (R SELLING / 


| for o real ‘“knock-out’’ line 
for that strong wet weather shoe promo- 
tion you're plonning? Well, here it is, and it 
packs enough merchandising wallop to meet 


and beot any competition! Yes, Bata rubber foot- 


i] 


weor is o real champ in any company. Longer 


wearing, faster styling, better fitting and priced right 


, 


] f 


in the bracket thot rings the volume bell. 


Successful rubber footwear selling calls for careful 


i 
: « 


planning. Analyze. your requirements today and 


’ 3-696 — Misses’ — 11 write or wire them to assure delivery of Bata wet 
By. weather footwear in time for the cold, wet: 


Mp6 — Children’s — 
gi 10 


weather which may be only weeks away. 


4, + ome 


VE A 


75 — Men's — 6 to 


6—Boy‘s—1 to 5 
93 — Women’s 3 


§-6640 Black; 
5-3340 Red; 5-4440 
Brown — Women’s—4 


w? Brown—Children'‘t 4 


to 12 


B »: 
655 — Storm Dress as , 
Rubbers, 654_Seni | 659 — Storm 








Rubbers; DO’ - ; 
yeep tats Storm — 6 to 1 ie - 
a _ cluding Half Sizes ri Sey > 
ri Bian @ 
BATA SHOE COMPANY, INC. maryiano 
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Dependable Quality That Men Like 


“Best in the show” is a description 





Pbis style 
bdtal Sho 


often applied to the John C. Roberts 









Shoe these days. Quite a tribute, too, 





for this relative newcomer to the men’s 
field. The John C. Roberts Shoe is 


smart...wears well...has an all- 








round excellence that is gaining new 





friends among particular men every 






day. And it’s nationally advertised. 






Consider its profit possibilities for your 





store. Write us. 







FRIEDMAN-SHELBY DIVISION e INTERNATIONAL SHOE COMPANY e SAINT LOUIS 
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MorningRound 


Australian’s Brilliant 
Shots in Afternoon 
‘Breaks’ Decide Ma 







































OLF FINAL GAINED 
BY SWEENY-DUNPHY 


~ |Meadow Brook Players Defeat 
Ford-De Lucca in Anderson 





By Kerr N. Petrie 
DETROIT, June 24.—Big Jim 
Perrier discovered for himself the 
truth of the saying, “It's an ij) |5¢ 
wind that blows nobody good,” | 
when he defeated Chick Harbert, |a 
of Northville, Mich. 2 and 1, atia 
thirty-six holes over the Plum 
Hollow Golf Club links today and |, 
champion of the Profes- . 

sioral Golfers’ Association of the 
United States. = 
After repeatedly winning all the |°T4 
in his native Australia and 
outgrowing all competition there, 
Ferrier came to America to take 
® whirl at the tournaments here 
@3 an amateur. He won the Chi- 
Cago district title, but when he 
entered for the national amateur 
later that year his entry was re- 
jected, the United States Golf 
sociation evidently consid 
Jim's journalistic activities 
well-worn path lead-| °° far to the left for an 

to the exit gates of the under American rules. 

Plum turned pro and is now 

Golt Club today, 

y thanking the U. 8. G 
One was Lew Worsham, the sage 
on pro 
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: Tourney at Winged Foot 



















Special to Tar New York Trwxs, 
MAMARONECK, N. Y., Aug. 9 
Bob Sweeny, former British 
ateur champion, and Chris Dun- 

Phy of Meadow Brook defeated 
poug Ford, Westchester amateur 
Fhampion, and Charlie De Lucca of 
Green Valley to gain the final of 
the John G. Anderson Memd 
golf tournament at Winged Fé 
arly this evening, 1 up. 
rthur F. Lyncii™ 
h of Winged rot 
with Ted Bish-- 
amateur ch 


= event. 
of No DeBEn to whittle States open crown in a play-off 
darkrn@™ : - ornian’s margin un-| With Sam Snead. 
twenty-t to play the twenty- < —_— eee 274 Mangrum, 
play t " vie, He was only 1 dqwn. ne — _ a Sant 
to del a 7 Ho if he might even erase _ - 


You Swing Into Sale 
with BARBOUR NOTCHED STORMWELT 
































































































This style made by 
pdial Shoe Company 























judges 
youthful styling plus its rugged appearance are at the point where the consumer judg 






a shoe — the Edge — and that means Sales for you. 


i elt 
The custom shoemaking appearance is combined with that solid leather Stormw 







i ini Ids the 
weather-stripping at the vital welt seam — a unique retaining wall that ho 






original lasted shape of the shoe—no running over—no unsightly pulling 


to one side. Barbour Notched Stormwelt means youthful style 
appeal PLUS Repeat Sales to enthusiastic customers 


Rarbou 


BARBOUR WELTING COMPANY 
Brockton 66, Massachusetts ; 
Specializing in the designing and manufacture of Welting exclusively since #994 
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MORE STYLE PLUS WEAR. ccmiiseiiie seemaniiaiiel 






’ £ STITCHDOWN 
DYEAR STORMWELT STOUT-EDGE REVERSE DRESSWELT SNOWFLAK 
at All Barbour Specialty Weltings are patented 
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BOOTS, BOOTS 


moving up and down again 


Traffic is heavy in 
shoe departments. 
Interest centers at floor 
level. Mohawk is ready for 
this constant treading with 


special weaves. 


A good Mohawk carpet gives your 
shop and your shoes an added air of 

smartness. It gives the customer an added 
impression of shoe comfort when she walks on 

its springy surface. It does not show footmarks, 
cleans easily, and retains its style and freshness for 
years. A good Mohawk is not an expenditure. It is an 

investment in smart selling. 


ee 
SNohe 


RUGS AND CARPETS 


Mohawk Carpet Mills * 295 Fifth Avenue * New York City 
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the story of the KANGAROO” 


FREE TO YOU AND FOR DISTRIBUTION = 





LIGHTER 
STRONGER 
MORE DURABLE 


Kangaroo Leather is 
17% stronger, weight for 
weight, than any other 
leather used in shoes. 





0; all the animals that roam the face of the earth, none is stranger, 
nor more unusual, than the Kangaroo. So that you and your customers 
may know more about this remarkable animal, and the fine leather 
that is tanned from its hide, America’s experienced producers of 
Kangaroo Leather have prepared an attractive brochure — “The story 
of the KANGAROO”, It’s yours for the asking in quantities sufficiently 
liberal for distribution to your staff and to your interested customers. 
A postal card mailed to the Kangaroo Association, 9th & Westmoreland 
Sts., Philadelphia 40, Pa.,will bring you a supply. 


SURPASS LEATHER COMPANY 


RICHARD YOUNG COMPANY 
ZIEGEL EISMAN COMPANY 
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by EUGENE J. HARDY 


Continued operation of at least a portion of the nation's war—built 


Synthetic rubber industry is a foregone conclusion. While Congress adjourned 
without writing permanent legislation covering this problem, much of the spade 
work has been done and studies will continue during the Congressional recess. 
Congress will have to act shortly after the second session convenes in January, 
Since the interim legislation, under which the Reconstruction Finance Corpora- 
tion continues to run the plants, expires on March 31, 1948. 








ait, The footwear industry has a very definite stake in plans for con- 
tinuing this vital industry, for as stated by Rep. Paul W. Shafer, R., Mich., 
chairman of the subcommittee that will write the legislation, the final bill 
will without doubt provide for compulsory consumption of a more or less specific 
amount of synthetic rubber, representing the minimum necessary to maintain a 
technically advanced and rapidly expandable industry. 


Effective September 9th, the government removed all controls on the 
use of natural rubber in everything but transportation items. Although the 
rubber controls previously in force affected footwear and other such products, 
they were fairly liberal in content, allowing for certain percentages of natural 
rubber to be used, provided that certain specified percentages of synthetic 
rubber were also used. These specifications applied to rubber footwear, rubber 
soles and heels. 
































While controls on footwear erd related procucts were removed with this 
action, what permanent legislaticn Ccngress will enact is a moot question. 


Rep. Shafer and his subcormittee hope to turn out a bill that will 
call for the barest minimum of government controls and not require the estab-— 
lishment of another government agency. It is hcped that the bill will merely 
set the minimum quantity of synthetic rubber that must be used annually leaving 
the determination as to what products will contain synthetic in the hands of 
industry. 


On the other hand, the Army-Navy Munitions Board, representing the 
government viewpoint, has presented a series of recommendations to Mr. Shafer 
which would create a National Rubber Council with governmental authority to 
issue regulations with respect to the mandatory use of synthetic rubber in 
articles and products manufactured in the United States. 











It was largely because these recommendations did not meet with the 
approval of the industry that Mr. Shafer refrained from trying to push a bill 
through Congress in the dying days of the session recently closed. 


During the recess, Wr. _Shafer’s_sevtccrrittee_will_ bhold_public rearirgs 


and make a complete study of synthetic rubber. in addition, it will make an on- 
the-spot study of the manufacture of all types of synthetic rubber. 





Another prcblem to be stvdied is the diercsa] of certain of the rvhber 
plants and the effect of such dispcsals con ccncentration within the industry. 


Thus, in brief, the subcommittee will conduct hearings this Fall; will 
[TURN TO PAGE 104, PLEASE] 
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HOES FOR CHILDRENS 
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lh of the ih 


ROBERT J. POWDERLY, sales pro- 
motion director of Kresge, Newark. 
New Jersey, told representatives of 
the National Advertising Executives 
Association recently: 

“It is time to apply some clear 
common sense thinking all over 
again to the problems of getting 
business in a market that will be 
more competitive than you've ever 
seen before the war. 





“Sales promotion alone will not 
he able to meet the challenge. It 
will require the all-out teamwork of 
merchandising, of buying, of dis- 
play, of advertising and of news- 
papers themselves to do a good pro- 
motion job in 1947 and in the years 
ahead. The production rate of most 
goods has now caught up with con- 
sumer demand. High inventories 
are a clear indication that more 
goods are flowing in to our stores— 
flowing in faster than they can be 
consumed at present prices. 

Regardless of predictions by any- 
one as to whether business—the re- 
tail business—will be better, worse 
or as good this year as last, we in 
sales promotion can go by only one 
code. We cannot plan to do less 
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business; we must always work to 
do more business. 

“This Fall, for instance, everyone 
who has anything to do with selling 
fashion will have to adopt a new 
brand of philosophy of selling. Noi 
only will we have to sell specific 
items of fashion merchandise, but in 
addition we will have to sell Mrs. 
Consumer a complete new change of 
the fashion book. We will have to 
sell her the idea that last year’s little 
number is deader than Mrs. 
U'Leary’s cow. She has to be told 
and sold on the idea of new silhou- 
ette, longer skirts, more curves, new 
fabrics, rich new colors and, some- 
thing in our favor, more value for 
the money she spends. 

“We've got to dig for news, we've 
got to create desire, we'll have to sell 
with all the power we have to do the 
kind of job we will be expected to do 
in this competitive era.” 


H. N. FISCH of H. J. Justin & 
Sons, Fort Worth, Texas, says: 
“The shoe business looks better. 
Shoe buyers are not buying as reck- 
lessly as they did nor are they buy- 
ing anything and everything that 
they can get hold of. Perhaps they 
will swing to the extreme, but today 
they are buying more cautiously. 
which is a good sign. Yet in some 
instances, it takes salesmanship to 
again sell them on the idea that real 


service to the individual customer 





cannot be given unless the store has 
proper sizes and widths. Doing 
business in large volume, with small 
investment and quick turnover, has 
spoiled a lot of merchants, and the 
first to see the necessity of again 
taking care of the customers with 
narrow feet, extremely large sizes, 
ete., are the ones to gain—in the 
long run. 

“The boot business at Justin’s is 




















still marvelous. Shipments exceed 
eny in our previous history—not 
culy in dollars but in pairage. What 
pleases me most is, folks who are 
making footwear are becoming 
more conscious of their responsibil- 
ity; are becoming more careful, 
more loyal and the result is that all 
of us who manufacture footwear 
are gradually getting back to the 
days when we could really express 
pride in the brand that we make.” 


DALLAS NEELY, manager of the 
Adrienne Shoe Store in downtown 
St. Louis, says: 

“I feel we are going to have a 
bigger season this Fall than we did 
a year ago. One of the contribut- 
ing factors is the cross-up in the 
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weather—a prolonged rainy, damp 
season in May and June, that killed 
the sale of Summer shoes and the 
terrific heat in late July and Aug- 
ust, that deeply curtailed the early 
selling of Fall shoes. The result will 
be that women will be more eager 
for shoes now.” 





YOU'RE TELLING ME 





—We've all got a big job of “tell- 
ing" to do over the next few 


years. 

—And that's where Advertising— 
good advertising fits in. 

—It goes without saying that ad- 
vertising will be one of the great- 
est influences this coming season 
in stimulating merchants to do a 
better and more profitable buy- 
ing job than ever before. 

—Advertising is the natural link be- 
tween source of supply and point 
of distribution. Without adver- 
tising business and ind gen- 
erally would be in a chaotic 


state. 

—Therefore, let's go at this job of 
advertising—"you're telling me” 
and “I'm telling you"—with the 
very definite objective of getting 
more shoes sold right during the 
coming Fall and Winter seasons. 


FU Tie 


President 





WERNER ILLING, president of 
Illing of California says: 

“TI feel that California is the ideal 
place in which to create new and 
different fashions in footwear. Here 
the shoe industry is new and is not 
restricted or hampered by the old 
methods and traditions of design- 
ing and shoemaking, which are ac- 
tually less flexible than most people 
think. 

“California living combines the 
modern and the metropolitan, to- 
gether with a love of nature and 
the outdoors which is expressed 
even at more formal occasions. Our 
dress should capture the casual and 
the free spirit that are synonymous 
with life here. Therefore, I do not 


believe that California-made mer- 
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chandise should be limited to the 
‘play’ creations only. Shoes should 
mirror a well-rounded picture of 
our way of living rather than just 
reflecting one aspect of it. Our de- 
signs should tell a story—one which 
is truly representative of the state 


itself.” 
- + - 


STANLEY C. BERGER, president 
of the Middle Atlantic Shoe Re- 
tailers Association, says: 

“At the present time, the outlook 
for lower prices in shoes and leath- 
er is out of the picture. Although 
unit sales are bound to remain at 
the present level, competition will 
force each shoe retailer to improve 
his service, style and value to en- 
able him to maintain that level. We 
feel that every retailer should insist 
upon the best value in workman- 
ship and materials from his 
sources of supply in order to meet 
competition. Many of the manufac- 
turers have made substantial prog- 
ress in their workmanship and ma- 
terial; however, there are still a few 
who have to make improvements; 
and we would like to suggest to the 
retailers that as long as they have to 
pay top dollar for their merchan- 
dise, they insist that the manufac- 
turer give them top value for their 


money.” 
* = . 


WHEN THE PROBLEMS of the 
shoe industry become heavy and 
cumbersome, Matthew Condon of 
James F. Condon & Sons, Charles- 
ton, S. C., has a wonderful anti- 





dote— a bucolic paradise — his 
ninety-acre farm near Mount Pleas- 
ant. He bought the farm several 
years ago and began to stock it with 
cattle. By selection and selling he 
has narrowed his stock down to 
eieven producing milking short- 
horns. In addition, he has two 
flocks of chickens, Rhode Island 
Reds and White Leghorns. Broad- 
Breasted Bronze turkeys, White 
Pekin ducks, guineas and rabbits 





round out the picture of a well- 
stocked farm. 

Mr. Condon rated quite a bit of 
editorial lineage in The News and 
Courier of Charleston. recently, 
when he acquired two registered 
pedigreed Nubian does, which will 
be the nucleus of the farm’s future 
herd of milch goats. The does ar- 
rived by express from St. Louis, 
where they were purchased from 
the Valley Park Hills farms. Their 
sire is Budlet’s Brutus, imported 
from England in 1945 at a cost of 
$2,000. The Brutus buck is recog- 
nized as one of the two best breed- 
ing sires in America. 

If the leather situation should be- 
come more acute. Matt Condon may 
eventually be a source for some 
really prize goatskin! 










































































Frankly, | don't think the Boss’ kid is sales-minded. 
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ditorial outlook 


To Profit and to Build 


A NEW season invariably brings new hope and a feel- 
ing of increased confidence to an industry whose opera- 
tions are paced by the changing cycle of its customers’ 
seasonal needs. So it is with the shoe trade as it ap- 
proaches the threshold of another Autumn and pauses 
for a moment to appraise the possibilities and oppor- 
tunities that lie ahead. For the present, at least, prob- 
lems and perplexities of a not too satisfactory Summer 
yield to a firm determination on the part of merchants 
to make the most of the chance that remains these next 
few months and close the year with a record they can 
contemplate with satisfaction as they compare their 
final figures with those of previous years. Despite the 
fact that retail sales have slowed down somewhat in the 
Summer months, we believe that most shoe people who 
strive earnestly from now until the end of December 
will find themselves in a position to count 1947 as a 
good shoe year. 

RECORDER staff members who have traveled widely 
during the past few weeks found the shoe trade gener- 
ally optimistic, although well aware of the difficulties 
that may be encountered between now and January Ist. 
Shoe men today are more inclined to address themselves 
seriously to the tasks ahead, rather than complain of 
the hardships they are encountering, and that in itself 
is an encouraging sign. Merchants who came to New 
York for the National Shoe Retailers Association style 
committee meetings the first week in September, and 
manufacturers who were here for the Leather Show 
seemed to share much the.same mood of confidence, 
tempered by an intelligent understanding of what it’s 


all about. 


REVIEWING the record of retail business this past Sum- 
mer, many shoe merchants have found cause for seri- 
ous reflection and an attempt to analyze the causes back 
of the decline in sales volume, particularly in the month 
of August. They realize that August business last year 
was exceptional, and they concede that weather and the 
vacation season may have been factors in this year’s 
less favorable showing. They look forward to Fall buy- 
ing in the hope that it will supply a fresh impetus and 
demonstrate that the Summer decline was merely a sea- 
sonal manifestation and not an indication of a trend. 
At the same time some of them confess a certain feeling 
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of uneasiness as they contemplate new problems of mer- 
chandising that may confront them in the course of the 
season now at hand, particularly in connection with 
advancing prices. 

Most shoe men, we believe, are realists, who are not 
afraid to face the facts of business. They are fully pre- 
pared, from now on, to accept a situation in which it 
is going to be necessary to think a little straighter, plan 
a little more carefully and work a little harder in order 
to produce results commensurate with those they have 
achieved these past few years. Even at that, there may 
be times when net accomplishments may not be quite 
so pleasing, and when sales and profit showings may be 
somewhat less spectacular. That could be, and in spite 
of it, returns could still be regarded as pretty satisfac- 
tory. 


ANY business organization has two main objectives, 
first, to show a profit for the period and, second, to 
safeguard the future position of the enterprise, both 
financially and in the esteem of the customers. It must 
not only pay a profitable return on capital invested, 
but also create prestige as it goes along, and at all times 
maintain a strong competitive position. Retailers haven’t 
had to think quite so much of competition these past 
few years, perhaps, but the time is coming when they 
will, and right now isn’t a bit too early to begin. 
From now on, as we see it, far-sighted merchants will 
give a little more study and attention to the job of 
building a business, and possibly devote a little less 
concentration to the more fascinating objective of try- 
ing to beat last year’s figures. If that is true, we cannot 
help but feel that actual results, even if less spectacular 
and not quite so gratifying in immediate returns, can 
still be counted on the profit side. For building a busi- 
ness involves a lot more than just beating last year’s 
figures. It involves winning new friends and pleasing 
present customers. The business that is doing such an 
efficient job in customer relations that its clientele is 
steadily growing is the business that is really going 
ahead. 
We believe the opportunity to develop a really suc- 
cessful shoe business, despite the problems that face the 
[TURN TO PACE 88, PLEASE] 
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New tubular silhouette developed 
by Monte Sano in this dramatic 
coat in turquoise Hockanum 
tweed shown here with brown alli- 
gator shoe with gold buckles by 
I. Miller, brown suede gloves by 
Aris, a'ligator bag, Alan Miller. 
Photos courtesy of N.S.R.A. 


STYLES and PRICES 


Big Topies at 





Revival of the wraparound coat by 


Superb town suit in gray Forstmann 
flannel by Joe Copeland of Pattullo. 
The matching gray helmet is by John 
Frederics, the classic patent opera 
pumps by I. Miller and the patent 
bag is by Alan Miller. Actual cos- 
tumes from style conference. 


Vincent Coppola in two shades of 
green Hockanum tweed with a dress 
in the lighter shade. John Frederics 
green chenille hat, green calf pumps 
by I. Miller, bag by Alan Miller, 
chamois doeskin gloves by Aris. 





Tes important industry gatherings that will have a 
far-reaching influence on future operations in the shoe 
business were held in the first week of September. Style 
committees of the National Shoe Retailers Association 
met September 3 at the Waldorf-Astoria, in New York, 
to draft a program of men’s, women’s and children’s 
shoe styles for Spring and Summer of 1948. Members 
of the Tanners’ Council of America staged their official 
opening of leathers for Spring at the same hotel Sep- 
tember 4 and 5. While these events were in progress, 
the semi-annual exhibition of shoe materials and prod- 
ucts other than leather which play a part in the making 
and merchandising of footwear was held at the Belmont 
Plaza Hotel opposite the Waldorf on Lexington Avenue. 
Color was clearly the keynote of the Spring leather 
show, forecasting a colorful season in footwear. The 
war years brought a virtual blackout of the brighter 
colors and pastel shades in leather footwear, and not 
until now has the supply of dyes and materials neces- 
sary to produce them been sufficient to make full utili- 
zation of color once more possible as a useful instru- 
ment in shoe designing and promotion. For the Spring 
season of 1948, color will again be pre-eminent. 
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Interest in this leather show, as in the one last Spring. 
centered very largely around the question of price. At 
that time prices were high, and there was a more or 
less general feeling that they might recede. Instead of 
doing so they advanced still further in the interim, and 
at this show they ranged from five to ten per cent 
above the figures when Fall lines opened last April. 

No authoritative spokesman for the industry was 
found willing to hazard a forecast as to where future 
prices will go, but there seemed to be a more or less 
general opinion that a stabilization point is near and 
that some sort of leveling off, at or near today’s prices, 
can be looked for. At the same time it was said that 
prices of leathers at the moment do not fully reflect the 
advances that have taken place in raw materials. The 
same was said to be true of finished footwear in relation 
to leather. 

While conceding that today’s leather prices are at a 
high level, Irving R. Glass, executive vice-president of 
The Tanners’ Council of America, expressed the opinion 
ai a press conference held during the show that industry 
is beginning to recognize the fact that price is linked 
inextricably to costs, and with labor in the tanneries 
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more than 100 per cent above prewar levels, and raw 
materials 100 to 300 per cent higher, finished leather 
and footwear must inevitably command prices that re- 
flect those costs. He expressed the opinion that the 
country as a whole is in the process of exploring a new 
economic level which will eventually determine the 
prices of hides, leather, shoes and most other com- 
modities. 

Effects of the new fashions in women’s apparel, with 
their changed silhouette, longer skirt length and other 
radical innovations, on coming styles in women’s foot- 


Left—Full length flared topcoat by Trigere in 
Hockanum doeskin in pale mauve pink worn 
over a navy blue dress. Navy suede sling 
pumps by Customcrajt, navy kid gloves from 
Aris and padre hat in pink by Mago Hayes. 


Right—S thly lded dress suit of Hocka- 
num navy wool. Draped and dipping skirt and 
bustle bow are Herbert Sondheim's interpreta- 
tion of a dressy Spring street costume. Shown 
with it are navy suede sling pumps by Custom- 
craft, navy bag by Pichel, navy cape gloves by 
Aris and navy straw hat by Emile. 











Npring Leather Show 


Tanners’ Lines Show Increases of 5 to 10 Per Cent Over Prices 
of Six Months Ago—Return of Color the Fashion Keynote— 
Coming Shoe Styles in Relation to New Fashions in Apparel 
Studied Against Visual Background at N.S.R.A. Conference. 


wear naturally formed the topic of prime interest at the 
meeting of the Women’s Style Committee of National 
Shoe Retailers Association at the Waldorf-Astoria the 
day before the opening of the leather show. L. E. 
Langston, executive vice-president of the association, 
introduced an important change in procedure at this 
meeting, recognizing the significant bearing that the 
new fashions are likely to have on footwear by devoting 
the introductory part of the session to a visual demon- 
stration of many of the more important of these devel 
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Dramatic fireman's red flannel 
tunic costume by Bruno shown 
with navy accessories; navy suede 
two-strap booties by Customcraft, 
suede gloves from Aris, navy and 
tortoise shell bag by Pichel and 

navy felt hat by Bruno. 
























INDIVIDUALITY 


Originality and Imagination Have Gone into the Designing of Fall 
Shoes and Nowhere More Than in Those for Wear with Town Suits. 
The Door is Wide Open this Fall for You to Promote and Sell Your 
Customer an Entire Suit Shoe Wardrobe to Complement Her Diver- 
sified Suit Wardrobe with the Rounder, Softer Silhouettes. 


















Extreme left: Designed to follow the new 
fashion silhouette of rounded shoulder, 
slim waist and padded hip, a wine calf 
bag with double top handle and gold 
trim, Surrey. Center: Handsome broad- 
cloth bag with bottom cuff, top handle 
and gold frame, shows the same trend 
to soft draping as appears in clothes. 
Also made in suede. Bienen-Davis. 
Right: Box bag in alligator lizard 
with adjustable shoulder strap and 
wide gussets designed for the 
strictly tailored costume. Gold 

lock attractive decorative detail. 
Deitsch. Choker necklace match- 

ing bracelet and pin and rhine- 

stone flower pin from Coro. 





Double-breasted tailored suit in ligh 
brown men’s wear woolen with 

flap pockets giving a slightly rounded 
hipline. Note dark brown accessories and 
asymmetric line of hat. Suit from Hansen 
Bang’s Fall and Winter 1947 collection. 
























Flattering wishbone sandal, 
time-honored style, with new 
" fashion significance for day- 
y time wear. Sbicca. Tailored 
pump, a classic that is a 
shoe wardrobe must. Flor- 
sheim. Restrained and 
elegant this high-riding 
*s colonial tongue shoe in 
2 biack suede with satin. 
oe Morris Wolock. 


+ 


Both fashion 
photographs 
courtesy of the 
New York Dress 
Institute. 

















a special pleasure in selling, and wearing, 
shoes that do not look just like everyone else’s. That 
is the pleasure in store for you this Fall, Mr. Retailer, 
and for Mrs. and Miss Consumer who shop at your store. 
At long last you have the chance to tell them a real 
style story and to sell them not one but two or three 
pairs of shoes for every type of costume. 

The six shoes illustrated here are a good cross-sec- 
tion of styles that you will be promoting and selling 
during the next two or three months for tailored town 
wear. All six are distinguished looking, fine shoes. 
With the exception of two classic styles, which are 
timeless, they are very new looking both in silhouette 
and in treatment. Not one of them, however, is an 
extreme style that a woman of good taste would hesi- 
tate to wear. On the contrary, shoes this Fall are, al- 
most without exception, noteworthy for their lady-like 
look. In their glove-like fit, feminine softness and fine 






by ELEANOR 
MAUD RUTTY 





KEYNOTES NEW SUIT SHOES... 








detailing they tpyify the fashion trend in clothes and 
accessories as well as in shoes. 

There is a strong affinity between clothes and shoe 
styles this Fall in the actual silhouettes and detailing. 
Curved outlines, soft gatherings and pleatings, asym- 
metric treatments, the decorative use of contrasting 
materials and buttons, as well as other details, all com- 
hine to tell a unified style story. In accessories the 
same thinking is apparent. Handbags, most important 
accessory in relation to shoes, are varied and new look- 
ing. Dressy bags have the softness, that never de- 
generates into fussiness, that is typical also of shoes and 
clothes. Tailored bags, also like shoes and ready-to- 
wear, are more feminine looking but maintain a crisp- 
ness of outline and detailing that belongs with tailored 
types. The same can be said of hats and belts and 


jewelry. Originality and variety have come into the 
style picture again, but not at the expense of good 
taste and restraint. 






The soft rounded look 
in this little jacket 
suit of cyclamen red 
with very full skirt 
from Adele Simpson's 
Fall and Winter col- 
lection for Mary Lee. 






Left: The spat type, one of 
the season's important tailored 
shoes. Ted Saval. Top right: 
Unusual smartness and original- 
ity in this asymmetric tailored 
sandal. Setroy. Bottom: Smooth 
as a glove with a decorative 
backlacing to break its un- 
adorned simonlicity. Newton 
Elkin. 





































Hi-cuts make ideal all-around 

hunting shoes. 16” boot from 

Chippewa Shoe Co., and genuine moc- 
casin from G. H. Bass & Co. 


. 
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PUT i UNTING b (TS BACK On Th E 


Flying Sportsman illustration—courtesy Air Transport 


Association. 


ike it ever occurred to you what a truly strange 
fellow the average retailer is, and at times how 
peculiar his mental processes can be—for ex- 
ample how often he overlooks the obvious solu- 
tion to a problem while searching far afield for 
one? To aman, shoe retailers will agree that the 
extra sale is the very life blood of our business. 
They'll talk “shoe wardrobes,” “right shoes for 
the occasion,” and yet they'll pass up completely 
the profit possibilities of specialty footwear such 
as ski boots, hunting boots and fishing boots. 
The fact of the matter is that most retailers are 
just plumb “scared” of anything that departs 
from the strictest definition of the “dress shoe.” 
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Right: Mishawaka’s Shasta Huntine Socks 
and Insole-Ators—perspiration absorbing in- 
soles for hunting boots. 

The camp moccasin from Bass. 


ESERVATION } 


my 
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True, they do sell rubbers and will on occasion handle tennis, 
yachting and bowling shoes, but each year hundreds of thou- 
sands of dollars or more that should be rung up on a shoe 
store register go by default, some to the nearest sporting 
goods store, more to large mail order houses. The word 
“default” is used advisedly, too, for a great percentage of 
these sales could easily be kept within the retail shoe store. 
Ask any sportsman where he'd logically turn to buy hunt- 
ing boots (unless, of course, he tried and failed), and it’s a 
safe bet he'd say, “A shoe store, of course.” Yet, the retail 


Clockwise: Lighter weight, postwar rubber hunting boots have 

been greatly improved in appearance, too. Left to right: 16” 

Snuglace and 15” blucher hunting boot from U. S. Rubber Co. 

“Oneida” Hi-Lace and “Morgan” Side Lace rubber boots; and 

below them 12” and 16” shoe pacs—all from Mishawaka Rubber 
and Woolen Mig. Co. 


Below: left to right: Genuine moccasins from Bass; and gristle 
sole moccasin-type pacs from Chippewa. 
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“x he: _ Servus Rubber Company's lace-front low — 
Rte ean nnennet 





Paul Bunyan lace-to-toe moccasin pac with full 
grain molded leather counter for extra support 
from Bone Drv Shoe Mfg. Co. 


shoe stores doing a sizeable boot job are pitifully few 


and far between. 

With the exception of his guns, the biggest single 
investment the true Nimrod makes is in his hunting 
boots. And Mr. Shoe Retailer never gets the opportu- 
nity to draw a bead on that important sale. Peculiarly 
enough, it’s not because his sporting goods neighbor 
does a much better job than he does. No, a large part 
of this hunting boot business prize is going to another 
marauder who each month quietly invades your trad- 
ing area. And, the sporting goods dealer and shoe 
retailer are both suffering. If you don’t believe this is 
true, pick up your favorite out-of-doors magazine, and 
look at the page after page of mail order advertising 
featuring hunting clothes and shoes. When a situation 
such as this can exist, it means that something is 
radically wrong with hunting boot and clothing mer- 
chandising. We are not concerned with other hunting 








apparel, but the loss of a single sale of shoes is of 
great interest to us. 

Here are some hunting boot merchandising facts 
which may surprise you. The most expensive hunting 
boot an American sportsman can buy must be ordered 
by mail on a “measure blank” which the sportsman 
must have written for previously. If he shies at this 
type of buying and fitting, he must go without that 
particular boot, which, incidentally, is a beauty. 


Below: Typical of the new lighter weight rubber hunting 
boots are—clockwise: Olive drab bal pac from Endicott- 
Johnson Corp.; five eyelet front lace boot and —— 
duty bal boot from LaCrosse Rubber Mills Co.; 


by JOHN REILLY 
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When the Recorper solicited merchandise for this 
article, another manufacturer asked to be excused from 
supplying it, saying that his whole production was sold 
up through mail orders. Both of these manufacturers 
must have found it far easier to sell boots direct than 
through the retail shoe store. 

Here’s one for the book: Three young women, pre- 
paring to depart on a fishing trip this Summer, shopped 
New York City for women’s hunting boots. They found 
only one store in the whole great metropolis which 
handled women’s boots, and it was completely out of 
sizes. They finally had to content themselves with small 
size men’s work shoes at a very low cost, even though 
they were willing to pay a reasonable price for a sub- 
stantial hunting boot. It takes no particular genius to 
be able to sense that circumstances such as these would 
not exist if manufacturers were alive to the real mer- 


chandising possibilities in hunting and fishing boots. 


Below: Two 16” Hi-Cuts from Wolverine Shoe & Tan- 
ning Corp.—a plain toed blucher with safety toe. 
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< 
4 Selow: Servus’ 15” laced pac and E-J’s hunting pac. 


Two new U. S. Rubber’s 
pecs— leather uppers and 
molded rubber feet and at- 
tractively color styled. 


E-J’s black bal pac with 
heavy gray sole and foxing. 


Let’s admit frankly that boots are a difficult item to 
stock in a store. They take up room and are cumber- 
some, but with a small stock, some common sense and 
cooperative manufacturers, retailers can do a thump- 
ing business. Every shoe retailer has among his cus- 
tomers or acquaintances someone who could be classi- 
fied as a sportsman. This genus, regardless of his cir- 
cumstances, usually is a free spender when it comes to 
his sports equipment. While the snow is still on the 
ground, the fisherman starts to think of new waders 
and boots. While it is still hot weather, the hunter 
starts to check his guns and ammunition and gear. 
While you're reading this article, thousands have al- 
ready planned Fall hunting trips and are the hottest 
prospects you’ve ever seen for new leather or rubber 
boots. An attractive display, even if only some sam- 
ples, in your store will catch the attention of such an 
interested sportsman and will let him know that you 
are willing and able to take care of his requirements 
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Four “Hi-Teen” 
favorites pose in 
new casual shoes. 
“Hi-Teen” promo- 
tion stimulates in- 
terest in play shoes 
all-year-round. 






Busy shoe department at Walker's department store, 

Long Beach, Cal., promotes casual shoes every day in 

the year. The store has made women of the town casual 
conscious. Bill Mortz, buyer, is in the background. 




























HOW TO BUILD 


A YEAR-ROUND 


Sales of Casual Types Need Not Be Limited to Sunny 
Summer Days. Here Is How One Aggressive Shoe 
Merchant Has Proved That There Is a Lucrative Year- 
Round Market for These Comfortable, Smart Shoes. 


was once a time when the term “casual 
shoes” was synonymous in the minds of retailers and 
customers alike » ‘th the long hot days of Summer. 
That these types otfer almost limitless possibilities 
for steady promotion around the calendar was real- 
ized by few shoe merchants. 

One of the few who has done an outstanding job 
in building up casual shoe sales to a high year-round 
level is William Mortz, buyer of Walker's women’s 
shoe department in Long Beach, Cal. Despite the 
fact that sales of casual shoes have taken a tumble 
in the last year in many stores in the country, at 
Walker's, under the guidance of young, aggressive 
Bill Mortz, the pairage and dollar volume in these 
shoes have skyrocketed in the two years that he has 
managed the shoe department. And there seems to 
be no let-up in sight, for each month shows a hand- 
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some increase over the previous month. How he 
has done it makes an ‘nteresting story. 

Mr. Mortz has a consistent, hard-hitting adver- 
tising and promotional campaign that has made the 
women of the seaside city continuous patrons of his 
organization and confirmed wearers of casual shoes. 
regardless of the season or the weather. The two 
are not synonymous in California, where the calen- 
dar may read “December.” but the weatherman may 
say “clear and sunny.” 

This incongruity also works in reverse: May's un- 
expected heavy dews might portend a lush display 
of Summer flowers. But unless a shoe merchant can 
coax the women in to buy his merchandise, he may 
find the Spring shoppers cozily ensconced at home. 
waiting for the sun to shine before they get into a 
casual mood. Even in California a healthy all-year- 
round business in casuals is the exception rathe: 
than the rule. 


Before you start plugging certain products, they 





have to be good, says Mr. Mortz. In shoes they must 
offer good value. In casuals, particularly, they must 


Mother and daughter are fitted in casuals by Mr. Mortz. 
be priced right, if you want to do a volume business. Fitting all feminine members of the family from grandma 
to child of 10 in casuals is a common procedure 
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CASUAL SHOE BUSINESS 


by 
JUANITA SAYER 















Teenagers, W alk- 
ers most avid 
patrons, admire 
casual display at 
entrance to shoe 
department. Pla 
cards bearing ad- 
vertisements from 
consumer maga- 
zines pep up dis- 
plays. 











This Shoe Store 
Was Built by Hand 


a is the mother of in- 
vention and a close relative to busi- 
ness prosperity in the shoe trade, ac- 
cording to Dr. V. A. Knott, chirop- 
odist and owner-manager of the 
New Mexico Orthopedic Shoe Shop 
in Albuquerque. Customers and 
window shoppers in Albuquerque 
who have seen the unusual window 
displays and the elaborate and or- 
nate Western style interior decorat- 
ing scheme of Dr. Knott’s down- 
town establishment are not likely to 
forget that particular store for a 
long time. Furnished entirely by 
Dr. Knott in his backyard workshop 
in the style typical of this section of 
the Southwest, the New Mexico 
Orthopedic Shoe Store draws hun- 
dreds of inquisitive pedestrians and 
potential customers to its windows 
each week. 

One of the most striking features 
of the store is Dr. Knott's weil- 
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known inlaid cedar desk. which he 
made of 6057 individually cut, pol- 
lished. 


pieces of native cedar wood. This 


varnished. and arranged 


desk required five months of work 
and in the-words of Dr. Knott. 





Pampas grass plume is used 
for a centerpiece in this dis- 
play window, while 


made Mexican chairs are at 
the bottom. 


“There are a lot of hours in five 
months.” 

Twenty hand-made leather bot- 
tomed chairs, an 8-foot display case. 
wooden animals and figures to en- 
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These wooden Mexican figures carry placards bearing poems 
relative to feet and shoes. 
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Welting 





QUESTION: At a time when shoe costs are rising, what can 4 
retailer of prewelt and volume-priced women’s goodyear welt shoes 
do to keep from out-pricing his market? 

ANSWER: He can suggest that his manufacturer does now what 
many other manufacturers did eight years ago—shift to DAREX* 
Welting. _ 

DAREX Welting is a product of chemical research, and has been 
used on millions of shoes annually with satisfaction and consider- 
able economy. 


DEWEY ano ALMY CHEMICAL CO. 


CAMBRIDGE 40, MASSACHUSETTS 
MONTREAL 32, CANADA 

















And in 
Conclusion 


Final Chapter in a Series of Simple Les- 
sons on Fundamental Requirements for 
Retail Success 


by EDWARD ROSE 


[ MUST confess. 
I have given my all. 
I couldn’t write another word ‘on shoe selling. 

So let us wind up the series and tie them in a neat 
bundle. In short, let us review: 

First, to be a supersalesman, we must have the will 
to succeed. We must like the work we are doing. We 
must have ambitions to move ahead. 

The good salesman has personality. If he isn’t one 
of those fortunates who reek with the stuff, he must 
work for it. He smiles at everybody, he even learns 
to smile at his wife before breakfast. He learns to be- 
come interested in and to like or love everybody, de- 
pending on sex and other conditions. He reads books 
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on personality improvement and where possible attends 
school for the same purpose. 

We touched on seating and greeting, the welcoming 
smile, the mentioning of the customer's name, the ask- 
ing of as few questions as possible to get as much in- 
formation as possible, intelligent and leading questions 
that impress upon the customer the fact that you know 
your business and that you have been put upon this 
earth only to serve her. 

We accentuate the positive. We learned never to ask 
negative questions because we don’t want negative an- 
swers. 

We are the leaders. We don’t let our customers strain 
themselves by giving them too many decisions to make. 
We lead them one step at a time from the moment of 
entry till the final, triumphant ringing of the cash reg- 
ister bell. Yet, we don’t force our opinions. We learn 
to suggest. We learn tact. 

We touched upon the undecided. We stressed the 
need of showing them as few items as possible, as few 
at a time as possible. We stressed the need of helping 
them make up their minds when they were undecided 
hetween two final choices. 

The need for constant study of the history, construc- 
tion, styling, and selling features of shoes was touched 
upon. Just so you'll know what you're talking about 
when you're selling shoes. 

We touched upon the advantage of selling the higher 
priced shoes and the need for selling the older styles 
first. We also mentioned the advantage of knowing 
where every shoe in stock was. 

Conscientious fitting, the most important step ir 
shoe selling, cannot be stressed too often, not when sta- 
listics show that 85 per cent of our children are being 
crippled by misfitted shoes. We mentioned the need 
to measure both feet, sitting and standing, heel to toe, 
heel to ball, width across the ball. We mentioned the 
use of the eyes as well as the measuring device to see 
what type of foot we are fitting. The knowledge of lasts 
in relation to feet was stressed as well as the need to 
study the shoe on the foot to see if it fits properly. 

That does it aagin. We've finished the course in shoe 
selling. 

Do you feel that you are now a better shoe salesman? 

Are you more conscientious in your work? In your 
attitude toward your customers? In your attitude to- 
ward your employer? 

Has your employer recognized your increased value 
and promoted you to store manager? 

Well, then to assistant manager? 

Well, you've at least gotten a raise since starting 
this how-to-be-a-super-duper-salesman course, haven’t 
you? 

All right, you haven't been fired, have you? 

Good, you are still among the employed. There is 
always something to be thankful for if we strain our- 
selves hard enough looking for the silver lining. 
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Even after long wear a Spectro* Leather Fibre, built- 


up heel retains that beautiful high finish, distinctive 


mark of the better type of shoe. 


Spectro* is not only a “must” for Spectator Sports, 


but also for practically every brown shoe as well. 


Sold Throughout the World 


*Reg. U.S. Pat. Off 


- 


GEORGE O. JENKINS CO. 


BRIDGEWATER MASSACHUSETTS 
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More Money More Profit 
for Shoe Salesmen for Shoe Dealers 


Shoe dealers and shoe salesmen are finding extra money 
&nd extra profits in Trimfoot Appliances. They're easy to sell 
to women who wear high-style shoes because they slip unob- 
trusively into the daintiest shoe and relieve “high heel strain.” 

Write to Trimfoot today and ask the Trimfoot man to call 
at your store. He'll tell you about the generous mark-up on 
Trimfoot Appliances that helps dealers put more money in 
shoe-fitters pay envelopes. You'll recognize the Trimfoot man 
by the doliar bill in his breast pocket. 


APPLIANCE PRODUCTS DIVISION 


hrimfocl 


TRIMFOOT CO. « TRIMFOOT TERRACE + FARMINGTON, MQ, 
ad . Boot and Shoe Recorder 











Lerten ¢ te Mele Trade 


COOLER WEATHER SPURS 
BOSTON SALES 


A thirty-degree drop in temperature 
teamed up with the approaching open- 
ing of schools and colleges to give 
Boston shoe stores and departments 
a lift which they have not had at 
any time in the Summer just past. 
The sales spurt, which began one 
week before Labor Day, continued 
well after the latter date, with the 
heaviest demand, of course, for chil- 
dren’s, teen-age and campus types. It 
is the feeling in this city that fair to 
good business may be expected until 
mid-October, at least. Long range pre- 
dictions are not being indulged in 
with any degree of freedom. The open- 
ing of the Fall season, furthermore. 
was marked by the largest volume of 
retail shoe advertising since long be- 
fore the war. 

A good business was done in the 
Jordan Marsh third floor shoe depart- 
ment on flat-heeled shoes in buckle 
types as well as in pumps, both in 
smooth brown leather and in black 
suede. In Filene’s Little Shoe Shop 
on that store’s first floor, the younger 
generation bought moccasin types of 
various kinds, black suede low-heel 
numbers and even saddle oxfords in 
brown and white. 

Black was very much in evidence in 
all the Tremont and Boylston Street 
stores. Also very much in evidence 
were the medium priced shoes rather 
than the highest priced lines in the 
stores. 

Kay’s-Newport, in both its stores, 
pushed, among other high-style novel- 
ties, a low-heel sling pump with three 
vamp buckles in black and brown 
suede and in black smooth calf at 
$8.95. In a higher price bracket the 
same store featured a draped vamp 
ankle strap style in a wide range of 
colored suede at $14.95. The shoe 
department at R. H. White’s, a large 
department store, featured sling back 
styles with throat decorations of vari- 
ous kinds in black, green and brown 
suede, at $7.95; and alligator-grained 
calf leather shoes at $9.95. 

The Arlace store on Tremont 
Street filled its windows with a wide 
assortment of shoes with a special ap- 
peal to the college girl. These ran 
the gamut from an adaptation of the 
old barefoot sandal to heavy, rubber- 
soled, five-eyelet oxfords in brown 
leather tied with plaid laces. Most 
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styles came in black suede in addition 
to other colors—red, brown and 
green. Prices were $7.95 and $8.95. 

Nearby, Wilbar’s at 166 Tremont 
Street, pushed bowed pumps in black 
suede and black patent at $4.98, moc- 
casin types and suede-leather ankle 
straps at $5.98, and buckled Colonial 
pumps and closed-toe, sling-back pat- 
terns at $6.98. These latter were 
made up in black, brown, wine and 


green suede. 
= * + 


COLLEGE AND CASUAL 
SHOES SELL IN NEW YORK 


ME early Fall business, some col- 
lege business and some casual buying 
—these hgve kept the women’s shoe 
departments in New York going dur- 
ing the last weeks of Summer. Re- 
ports on how much business was done 
varies somewhat but, in general, it is 
acknowledged that things were very 
slow. The extreme heat of one or two 
weeks was given as the chief cause by 
a few merchants, but the majority are 
ready to admit that August is nor- 
mally a slow month and let it go at 
that. 

As to what customers were buying, 
several merchants report good re- 
sponse to wine, better than to green. 
Green has been displayed and pro- 
moted, however, by several high 
style departments and is considered 
important from their point of view. 
Black, trailed by brown, is still way 
in the lead as the best selling Fall 








color. There is no change in the 
drawing power of open versus closed 
shoes. The closed shoe is acknowl- 
edged to be the newest looking shoe, 
but the open shoe, toe and back, leads 
in pairage. The demand for all 
heights of heels continues from very 
high to flats. Medium heels are in 
strong demand. Girls getting their 
shoe wardrobes ready for return to 
college are buying dressy shoes on 
both very high and very low heels. 
And speaking of college girls, one 
store reports that its customers are 
going for fur-trimmed velveteen boots 
for wear with dressy clothes. They 
are buying rubber boots for low heel 
shoes and wear on campus and the 
velveteen for an extra pair, something 
very new for the college trade. Leath- 
er casual shoes are selling to both 
this trade and to older women. One 
retailer who does a good business in 
this type considers that any casual 
shoe, if well made, will sell provided 
that it costs more than six dollars. 
He says that his customers won't buy 
any at lower prices. In general, mid- 
dle of the road stores report a very 
definite price resistance and refusal 
to buy at present prices. 

In men’s departments college busi- 
ness has begun. Heavy brogue types 
are reported as in greatest demand. 
Older men are also asking for these 
types but with lighter weight soles. 
One merchant reports all customers 
preferring shoes with some kind of 
perforated treatment to plain shoes. 

We Be 


ST. LOUIS RETAILERS 
OPTIMISTIC 


WITH the end of August, retail shoe 
men in St. Louis injected a much 
more optimistic note into their cal- 
culations upon the outcome of the 
Fall selling season than they had 
been willing to express during the off 
period of early August. The late 
August break in the heat was partly 
responsible for their changed attitude, 
but the noticeable jump in store trafic 
and the increased call for Fall shoes 
immediately following the lowered 
temperature was the principal reason. 

Also contributing to the changed 
attitude of buyers was the opinion ex- 
pressed by some of their number that 
the extremes of weather—the cold, 
damp June, delaying the sale of 
whites, and the excessive heat during 
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late July and August—would create a 
backlog of demand and dollars among 


feminine consumers which would be 


earmarked for Fall shoes. Added to 
this reason was the prediction of 
another retail shoe man that the ex- 
tra money in circulation from terminal 
leave bonds by wives of former ser- 
vicemen would be a definite stimulus 
to Fall business. 

Despite this optimistic reasoning 
shared by some buyers, however, the 
fact could not be overlooked that 
August, 1947, probably would show a 
dollar volume drop variously estim- 
ated at from 25 to 35 per cent below 
the corresponding period of the previ- 
ous year. September and October 





would have to be good to make up 
for the poor showing in August. 

Because sales volume has demon- 
strated its instability and fickleness 
in a period of competitive selling, the 
necessity for top efficiency in handling 
a customer is being emphasized by 
shoe buyers and individual store man- 
agers. “Something more than a well 
balanced stock and courteous treat- 
ment to the customer will be neces- 
sary in this competitive period,” one 
buyer said, “and the name for it is 
salesmanship.” 

Evidence supporting the belief that 
this intangible is of the utmost im- 
portance is found in any number of 
retail shoe outlets in St. Louis where 
sales personnel are being schooled in 
acquiring it. 

= 7 = 


BUSINESS SLOW IN 
NEW HAVEN 


THE arrival of real dog days in what 
should have been the peak of early 
Fall business in New Haven shoe 
stores, plus higher prices on Fall 
merchandise, were the reasons given 
by New Haven shoe men in a survey 
of the business, for an unseasonable 
slow period for the last two weeks of 
August. 

One. New Haven merchant ex- 
plained that ordinarily he does a brisk 
business in Fall shoes for Labor Day 
vacations, but that this year sales of 
Fall shoes have been negligible. That 
was not an indication that Summer 
sales had improved much in the hot 
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Black, dramatized for the first Fall 

shoe, and offered with matching bag, 

was featured in this ad of Wetherby- 
Kayser, Los Angeles, Cal. 





weather, for most stores still have 
better than fair sized stockgof Sum 
mer shoes. 

The shoe business in general con- 
tinues to be slow in this Connecticut 
city, and there is little to indicate that 
things would get much better as shoe 
shipments showed an increase in 
price. 

One store noted that shoes ordina- 
rily selling at $9.95 are coming 
through from the factory at $11.95 
and that similar increases had been 
noted on shipments from other fac- 
tories. 

Consumer resistance is notable, and 
Fall merchandise is moving slowly. 
Most popular are dark suedes in open 
toe and heel models or closed heel 
and open toe styles. The latter ap- 
parently is the only concession New 
Haven women will make to the 
“closed look.” 

In men’s shoes the picture isn’t 
much brighter in New Haven. Several 
stores reported sales slow on these 
shoes and one manager came up with 
a reason for it: 

“The stores that do the best busi- 
ness in men’s shoes in this city,” he 
said, “are those that sell only men’s 
shoes. The majority of the shoe re- 
tailers here handle both men and 
women’s shoes in the same shop, and 
shoe men now know that it is practi- 
cally impossible to get a man to come 
in and buy a pair of shoes in a wom- 
en’s store.” 

One unusual note in the shoe pic- 
ture for New Haven is the arrival of 
a style trend about two years behind 
New York and other large cities. In 
those cities the ballet slipper has ap- 
parently run the gamut of popularity, 
but not so in New Haven. According 
to one leading shoe retailer, the bal- 


let slipper has really just arrived in 
New Haven. 

During the peak of the ballet popu- 
larity in other cities. New Haven shoe 
men couldn't move the ballet slippers 
they had in stock. Now that the de. 
mand has leveled off elsewhere, local 
men began to congratulate them 
selves on getting rid of the ballets 
they had in stock until New Haven’s 
yeung women and school girls start- 
ed a terrific demand for them. 

None of the shoe men can explain 
why trends appear so late in this 
city, but their experience with the 
ballet slipper is an indication, many 
ot them believe, of what will happen 
with the closed shoe. 

“It will take some time,” one dealer 
said, “for New Haven women to get 
accustomed to closed shoes and equal- 
ly as long for them to decide to wear 


them.” 
* = * 


CASUAL TYPES SELL 
IN LINCOLN STORES 


BACK-to-school selling of shoes was 
slowed somewhat in Lincoln, Neb., by 
excessively hot weather, but shoe 
buyers and department managers re- 
port sales generally up to last year, 
with good prospects for heavier sell- 
ing now that cooler weather has ar- 





rived. Most of the August selling was 
in casual types to college and high 
school girls. 

Saddle oxfords are still best sellers, 
whether it’s for the grades, high 
school or college, and one store re- 
ported a sell-out of an early shipment 
priced at $4.95 a pair. These were 
biack and white and brown and white, 
with white composition soles. Other 
casual types also are in the best-sell- 
ing category, including the buckle 
moccasin in brown, red, combination 
brown and white, beige and green. 
Browns, reds and greens will lead the 
color field for college wear, from early 
indications. 

The sling moccasin in brown 
leather, red leather and black suede 
also is listed high in the back-to-school 
list, along with the classic moccasin 
in brown, red and black, in that order. 
Handsewing and leather soles have 
added to the prestige of these shoes. 
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Myrna Lee debutantes 


TO RETAIL AT FIVE AND SIX DOLLARS 
Made Exclusively for Us by Myrna Shoe Co., Manchester, N. H. 
MANY OTHER STYLES TO CHOOSE FROM 


CARRIED IN-STOCK 
Write for Samples 


SMART SHOES 
AT 


POPULAR PRICES 













81630 BLACK SUEDE GORE 
Anklette Wedge Heel 
B1631 Same in Patent 

AA & B Sizes 4 to 9 


$3.10 


B1602 BLACK SUEDE 
Wedge Heel Pump 
AA & B Sizes 4 to 9 


$3.10 


B1603 BLACK SUEDE 
Strap Wedge Heel 
AA & B Sizes 4 to 9 


$3.10 





81611 BLACK SUEDE 
Love Knot Pump 17/8 heel 
81610 Same in Patent 
AA & B Sizes 4 to 9 


$3.10 


81604 BLACK SUEDE 
Smooth Trim Tie 
17/8 heel 
81605 Same in Brown 
AA & B Sizes 4 to 9 


$3.10 





B161Z2 BLACK SUEDE 


a C. W. MARKS SHOE CO. 


21/8 heel 
81613 Same in Patent 41 S. WELLS ST., CHICAGO 6, ILL. 
ah. 6 Sins St9S A house every live retailer 
$3.1 0 should know 
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One buyer reports that flats are a 


“must” with the school crowd in Lin- 


coln, and early selling has been brisk 
in black suede sling flats with white- 
stitched extension soles at $5.95. 
Loafers are retaining their popu- 
larity with Nebraska high school and 
college girls. A best seller has been 
a soft, brown elk model styled with 
a “lucky-coin” slot and priced at 
$7.95. Other numbers reported to be 
selling well include a polished brown 
leather stepin with stitched extension 
sole; a closed-toe, sling-back flat with 
handsewn detail on high-riding monk 
vamp, in black, brown and red calf; 
and a bright red buckled moccasin 
with handsewn vamp. Best selling 


price has been around $8. 





CHICAGO STORES STRESS 
SCHOOL SHOES 


With the approach of September 
most retail shops gave emphasis to 
school and campus shoes. For “off 
campus or on” Joseph promoted the 
hand-sewn moccasin of classic inter- 
pretation, offering it in red, caramel, 
or brown calf and in black buck. 
Here also was presented a complete 
shoe wardrobe for the college-bound 
miss. Named a “campus curricu- 
lum,” seven different types of shoes 
were included from saddle, loafer, 
and wedge oxford to classic pump 
and elaborately cut-out ankle strap 
of suede. These seven were presented 
as being suitable for each day in the 
week. O’Conner & Goldberg high- 
lighted flats as the wanted shoe for 
back-to-school wear. Shown in calf 
and suede these varied from the all- 
closed stepin with walled toe to the 
open-toe slingback. Walk-Over fea- 
tured the closed-toe slingback with 
16/8 heel as the “school belle’s spe- 
cial.” Boys’ footwear, too, came in for 
attention. Lytton’s promoted the clas- 
sic brown brogue and moccasins. 
O-G’s offered a novelty oxford with 
extra-thick sole ridged in laminated 
effect, expecting the clumsy bulk to 
have special appeal for the college boy. 
Field’s, too, advertised footwear for 
this trade. A new version of the 
army officer’s oxford they named their 
“estate boot.” With wide extension 
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sole, heavily stitched ‘a white, it is 
shown in buckled or two-eyelet laced 
type. 

Novelty cobras are shown by all 
the smart specialty houses. O-G’s 
have consistently featured these with 
platform soles. Shown in sling mod- 
els or high-set anklet straps, they are 
available in brown, red and green, 
the colors selling in that order. In 
keeping with their fashion know-how, 
O-G’s always show handbags to match 
this footwear. One of the newest of 
the reptile shoes is an ankle strap 
with a 12/8 platform. Althouch 
some buyers report a lessening in in- 
terest in the exaggerated platform, 
O-G’s apparently have a steady clien- 
tele for this fashion. 

In dress shoes, black suede is get- 
ting the bulk of consumer attention. 
Retailers report the proportions of 
black vs. brown as great as 90 per 
cent to 10 per cent. At Field’s 
Salon, however, they do considerable 
business in navy blue suedes. Most 
of their smartest new Fall suede 
models are available across the board 
in black, brown and navy. However. 
here too, the greatest number of 
sales are rung up in black. 

The first color promotion of the 
season was staged by The Fair just 
before Labor Day when they pre- 
sented Fiesta Wine. A State Street 
window used grapes and large wine 
bettles as stage props in the showing 
of suede shoes in this dark red shade. 
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Shoes for Fall occasions around the 

clock were the theme of this ingesni- 

ows arrangement by Marshall Field, 
Chicago department store. 


Priced at from $11.95 to $14.95 cus- 
tomer acceptance was reported as 
very satisfactory with the greatest 
consumer interest manifested in an 
open-toed sling with a draped bow 
at the low-cut throatline. Matching 
handbags were shown in conjunction 
with this new color. Newly estab- 
lished on their second floor, adjacent 
to the shoe department at The Fair, 
is a handbag counter which carries 
a large stock of leather, suede and 
fabric bags to match or harmonize 
with the footwear there. 

+ = = 


COMPETITION KEEN IN 
SAN FRANCISCO 


UMMER business in San Francisco 
has been good, although not quite as 
brisk as some shoe merchants had 
anticipated. Due to slightly higher 
prices the sales volume has held up 
well, even though the number of unit 
sales has been less than a year ago 
in the majority of stores. The trend 
continues to follow that established 
last Spring when sales were reported 
to be a little below a year ago but 
slightly above 1945. Competition is 
keener, and retailers are using their 
best advertising, display and sales 
methods in efforts to attract cus- 
tomers. 

During August most stores featured 





back-to-school windows with shoes for 
all ages from grammar school to col- 
lege students. Prices were slightly 
higher than last year but there was 
little objection from customers. 
Typical of the merchandise shown 
were the displays of the Emporium 
and of Sommer & Kaufmann where 
the price range was from $4.95 to 
$9.95. Styles shown were brown, 
black, white, and brown and white 
flats for school and campus wear, 
with a few of the dressier type suedes 
and patents with both medium and 
high heels. 

Advance showings of Fall styles are 
featuring numbers in both suede and 
kid in the darker shades. 

Roos Brothers have two attractive 
windows of women’s grey suedes with 
matching bags and gloves in both 
open and closed toes and heels. To 
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IT’S THE 


BRUTE FORCE 








of National Advertising— 
featuring hefty leathers 


and husky styling— 
that makes 


- poe a 
THE STURDY : 
Stout scotch grain 7 . 
built to take pun- , 


ishing wear. A 
rugged wing-tip to 
boot! 
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sturdy sellers for Fall... : ieieweties | 
mae apne 


Appears ESQUIRE...NOVEMBER, 1947 dl groin lnsehes to 
. extra mileage soles. 
Mansfield dealers have the advantage of Meashelds 
outstanding window displays, eye-catching PF sere $8.95 


props, newspaper ads adapted from this 
outstanding National ad . . . they supple- 
ment the complete promotion with striking 
direct mail pieces. It's their insurance of 
doing a kayo job. Mansfield dealers sock 
home the fact that Brutes have unique qual- 
ity at a looked-for low price. Are you 
missing something? 


COMMONWEALTH SHOE & LEATHER COMPANY, 
WHITMAN, MASSACHUSETTS 
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Style’s one thing; comfort’s another. Your 





customers know the Matrix “footprint in leather” 
means fop style, luxurious comfort! 


9 out of 10 buy Matrix Shoes again! 


Matrix Shoes 


BY HEYWOOD 


The House of Heywood, Worcester 4, Mass., Makers of Men's Fine Shoes since 1884 
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How to Build 
A Casual Business 


[CONTINUED FROM PAGE 63] 


They must be designed so that they can 
be worn any day in the year and by 
women of all age groups. They must 
be comfortable and yet they must be 
style-right. 

Walker’s carries casuals at $5.95, 
$6.95, and $7.95. Their two branded 
lines, in which they do their biggest 
turnover, are priced at $6.95, which 
Mr. Mortz considers an excellent figure 
for volume business in his store. When 
some manufacturers’ prices increased, 
Mr. Mortz had to sell a few lines at 
$8.95 and $9.95, which he found to be 
somewhat above what most women 
would pay. “We don’t try to be exclu- 
sive at Walker’s. We have established 
a reputation in our community for being 
the friendly store, and we try to please 
all of the people all of the time. We are 
not catering to a minority. We go for 
the volume trade, and we want to give 
them quality and style at a price they 
can afford to pay.” 

Walker’s two most popular lines fea- 
ture platform wedges in a wide range 
ef colors, with white the perennial! 
favorite. One line specializes in two 
versions of the closed-toe wedge oxford, 
one pattern with a plain front, the 
other with a moccasin vamp. Class 
styles, stressing simplicity and comfort, 
these two models are the best sellers 
every day in the year. The other line 
is on the dressier side and offers a 
choice of many styles in open-toe, open- 
back pumps, ties, sandals, and- straps. 
With such a diversity of patterns, there 
is a shoe to meet the needs and prefer- 
ences of every casual-minded woman. 

Mr. Mortz insists on having a big 
stock of casuals on hand at all times ir 
every style and in a range of sizes from 
3 to 9. “The only way to do business 
with this kind of merchandise is to have 
it when the customers want it. You 
can’t go out on the road looking for it, 
and you must always be prepared for a 
sudden rush caused by the weather, the 
whims of women, or unusually heavy 
response to an ad,” he says. Thus he 
makes sure that he always has 1000 
pairs of the wedge oxfords on his 
shelves and in ali sizes. 

There is no age limit to the women 
who buy casuals. “The distaff side 
from 8 to 80 love to wear them shop- 
ping, to the beach, to work, to school, 
and on informal dates. Grandma and 
mama may buy a casual in brown or 
black, while the girl from age 10 to her 
iate teens will buy the same pattern in 
her pet shade, white.” Nor are casuals 
limited to any income group or occupa- 
tion. When a pair wears out, a woman 
often reorders the same shoe and con- 
tinues buying it year after year. 

The biggest group of enthusiastic cus- 
tomers who purchase their casuals at 
Walker’s are the teen-agers. Not only 
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Why Shoe Sales Have Declined 


J. G. Schnitzer, Chief of the Leather and Shoe Division of 


Department of Commerce Commodities Service, Analyzes 


Causes Contributing to the 1947 Downward Trend in Talk to 


Shoe Associates Given Recently in New York. 


New York—In an important address which he made 
September 6 before the members of Shoes Associated, 
Inc.. at the Waldorf Astoria. here, Julius G. Schnitzer, 
chief of the Textile and Leather Division of the Depart- 
ment of Commerce Commodities Service, gave an in- 
ieresting analysis of factors which, in his judgment, 
have been largely accountable for the decline in retail 
shoe sales which has taken place so far this year. 

During the past Summer Mr. Schnitzer has visited 
Germany and Japan, and the comments he made on the 
domestic shoe situation before this group of prominent 
retailers assembled at the Waldorf were based on studies 
made since his return from the Orient. They reflect. 
therefore, the most recent government information that 
is available on this subject. Mr. Schnitzer said in part: 

“There can be no doubt but that 1946 was a record 
vear for shoe production and sales, with an output of 
530 million pairs, most of which were sold as soon as 
they were displayed in the retail stores. Despite your 
many problems, fears and other difficulties, you had a 
banner year in sales and in profits. Many factors were 
responsible for this large volume, but too many mem- 
bers of the trade felt that this was merely a pattern of 
the postwar business. 

“Let's look at some of the reasons for the high rate 
of retail sales during most of 1946. Millions of service 
men and women were being discharged in that year 
and they wanted to get back into civilian clothes. in- 
cluding shoes. Many of them bought more than one pair 
each, and this naturally helped to swell the retail 
volume. 

“A large number of people who were accustomed to 
a wide range of shoes in their wardrobes also made 
rather large purchases. Their supplies had been con- 
siderably reduced during the period of rationing. and 
the removal of the restrictions permitted them to stock 
up, which also made shoe sales much easier. The public 
had a lot of money to spend during most of 1946, wages 
were high and work was plentiful, but the available 
supply of consumer goods was quite limited. During 
the major portion of the year such things as radios, 


September 15, 1947 


electric irons, fans, refrigerators and many, many othe: 
items were not to be had. Shoes were generally obtain- 
able during this period, and rather than let the money 
burn holes in their pockets, the public spent it on shoes 
and other available consumer goods. 

“Yes, they were happy days for the retail shoe busi- 
ness, despite the many minor headaches. Here was the 
population of a great nation, the wealthiest in the world, 
with money in their pockets which they were anxious 
to spend and shoes one of the important commodities 
on their ‘want’ list. Just think of that year with record 
production and this still not sufficient to fill the de- 
mand! Remember it as a year of limited, if any, season- 
end sales and resulting mark-downs, also as a year 
when you often had to lock your stores because of the 
Luying crowds—and only open them to permit the en- 
try of 2 or 3 customers after a like number had been 
sold shoes and were ready to depart. We all know that 
your sales staff wasn’t selling shoes, the public was buy- 
ing them. 

“Several indications were discernible in the final 
quarter of 1946 which should have warned of a definite 
slowing up in retail shoe sales. Let me highlight some 
of these such as the increased cost of living, particularly 
food and rents, which left less money available for 
other things. Wardrobes of the former service people 
and others had been filled as far as shoes were con- 
cerned by heavy purchases during most of 1946. In- 
creased availability of such durable consumer goods as 
radios, fans, toasters and many other similar goods 
which the consumer had been waiting for and wanted. 
Then too, the higher prices for shoes, the latter coming 
at a time when many consumers felt they could do with- 
out additional shoe purchases. 

“You know the results just as well as I do, and I want 
to emphasize that not one factor was responsible for the 
decline in retail shoe sales during the first 8 months of 
this year but several. Any one of the causes which have 
been blamed for the reduced volume would not in it- 
self have been sufficient to cause the decline in pairage 
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RECORD SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Manuspacteiriing mi Markets 


New York 


RecENT interest here naturally focused on the Leather, 
Show of the Tanners’ Council at the Waldorf-Astoria on 
September 4th and 5th. The heavy attendance at the show 
indicated mainly the preoccupation of shoe manufacturers 
with the leather situation: both from the aspect of cost and 
in style development. According to women’s shoe manu- 
facturers here, and the exhibitors themselves, buying at the 
show was not considerable, due to the scarcity of high 
grade leathers and a reluctance to place any but hand-to- 
mouth orders under the present high price market condi- 
tions. 

With shoe manufacturing in this area operating at near-~ 
full capacity, the need for good leather is inevitable today.’ 
Buyer reaction at the coming trade events will do much to 
determine whether contacts and impressions made at the 
Leather Show eventually produce actual results. 


Boston 


PRE-LABOR Day sentiment in New England was mixed, 
with some factors in the trade professing the belief that 
the activity which began a month or more ago will con- 
tinue well into the late Fall, while others are equally con- 
vinced that production cannot be maintained at recent 
levels unless there is a substantial drop in the price of raw 
materials. They point out, however, that should such a 
drop come, with very few exceptions no one in the indys- 
try will be badly hurt because inventories have been kept 
to an almost irreducible minimum—a condition applying 
as well to tanners as to shoe manufacturers. 

Some New England companies making women’s medium 
grade shoes still have a backlog of orders but the rush to 
make shipments in time for early Fall selling is, of course. 
over, and re-orders, again with some exceptions, have not 
yet begun to flow from store to factory. The big exception, 
as previously noted, consists of the group making infants’ 
and children’s footwear, the demand for which seems to 
be almost endless. Reorders on this type of shoe seem to 
be coming in as fast as shoes can be shipped out. 

Orders placed in the shoe and leather industry in Massa- 
chusetts, as measured by the Associated Industries of 
Massachusetts, continue to show a decline. The peaks 
recorded by this association were in January and June. 
Orders placed in July, however, were 32.6 per cent below 
those placed in June—a greater than seasonal decline. 


Los Angeles 


From the avalanche of orders received by local manu- 
facturers during the past month, it is most evident that 
shoe -  ealged the country are accepting the cer- 
tainty of shoe. prices. Those factories specializ- 
ing in shoes having a fresh approach are now tighter than 


during the war period. Orders booked prove that retailers 
are interested only in smart patterns in both casuals and 
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dressy types. Many rush orders from buyers are falling 
under the table, because local plants are operating at full 
capacity. 

All of a sudden stores realize the need for pretty, new 
shoes for immediate selling. This demand has concen- 
trated on sueded leathers, especially in colors. The sweep- 
ing call for this very scarce leather has served only to send 
the manufacturers scurrying for this material, thus height- 
ening the scarcity of these leathers. 

Usually the last three months of the year are the slowest 
ones here, with manufacturers filling up the gap by de- 
veloping diversified types of shoes such as those for early 
resort wear, the Winter sport category, and those for 
formal entertaining. Considerable interest in high-style 
high wedges is evident on all sides, with one manufacturer 
developing some extremely high-styled five-inch wedges as 
well as introducing some new thoughts in gold kidskin flats. 


os 
Chicago 

A BRIEF walkout of some 1200 shoe workers employed 
in nine factories here lasted only eight days while the 
members of the CIO, Joint Council No. 25 conferred and 
bargained with the employers’ representatives. The main 
bone of contention was the ruling in the Taft-Hartley law 
whereby unions are held legally responsible for wildcat 
strikes. 

The Chicago Shoe Manufacturers Association, after 
discussion, agreed to exempt the union from responsibility 
of this kind and in return the union agreed not to strike 
for the life of the contract. It was also stipulated that, 
should an unauthorized strike take place, the union would 
bring pressure to bear upon strikers to persuade them to 
return to work. A similar arrangement had been made 
between the Florsheim Shoe Company and its workers, 
only a few hours before the Taft-Hartley bill became law. 
A new minimum wage was also agreed to by Florsheim. 
The rate now stands at 70¢ per hour as a starting wage, 
increasing to 75¢ after two months and rising to 80¢ after 
four months. Six paid holidays are also included, as well 
as life insurance and hospitalization plans for employees 
and their dependents. 

Illustrative of the old adage: “It’s an ill wind that blows 
nobody any good” is the present British-Argentine situa- 
tion as it relates to our country. When England got her 
3 and three-quarter billion dollar loan from the U. S., it 
was agreed that foreign countries selling to the United 
Kingdom could not convert their sterling credits into dol- 
lars. However, this proviso—originally aimed at Britain’s 
conserving her dollars—was abandoned last July 15. Since 
that date every country trading with Britain has promptly 
converted its sterling credits into dollars. As a result there 
has been a tremendous drain on England’s dollar reserve 
and the loan, originally planned to tide her over until 
1948 or 1949, has shrunk alarmingly. For this reason 
England has again decided not to allow the conversion of 
sterling into dollars. In retaliation Argentina has declared 

[TURN TO PAGE 90, PLEASE] 
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The shoe with 
plenty of 
Teen-age appeal 





» Plus 
5° 106 Ss Zee plenty of appeal 


Distant Points 


Slightly Higher yx to Teen-agers 
ahs. 


The number one teen- 

age fashion magazine 
that reaches 3 million 
teen-age readers. 


PROFITS 


AND 
sy A L is _ A nifty line-up of smooth saddles, 


clever slacks, smart loafers, and classy 


ties that are designed with plenty of 
U Pp teen-age eye and buy-appeal. A line that will build a steady 


Ss T e Pp business for you in one of the Nation's largest and fastest 
growing markets — the teen-age market. A strong National 


promotion in SEVENTEEN with full color ads directed to this fast growing 


Inquire regarding market is designed to step up your sales and profits. 
our franchise plan 


METROPOLITAN SHOE COMPANY .« Division of Creddock-Terry Shoe Corp. « LYNCHBURG, VIRGINIA 
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Many things, Madam. They're good shoes . . . first grade 


leather . . . the right last for you. And look here inside. 
Those are Colonial Insole Splits. Most all good shoe 
manufacturers use them. Feel how smooth they are... 
they won't snag your stockings or bunch up! But the 


main reason you'll find Colonial Insole Splits in 








the best shoes is that they're so flexible. No use 


making a nice flexible shoe and putting in an ordinary insole. 


These smooth insole splits increase shoe sales by doubling shoe comfort. 
That's why good shoe manufacturers use 


COLONIAL INSOLE SPLITS 
* EASY TO CHANNEL 


E bb; al Vi - HOLD STITCHES FIRMLY 
‘PCCCL~ TANNING COMPANY, INC. - UNIFORM IN THICKNESS 
Boston 11, Massachusetts - ALREADY TRIMMED, ELIMINATING 


CUTTING WASTE 
* AND THE LOW COST WILL AMAZE YOU 
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Tramp — Du-Flex 
Gum Sar sole. Tan 
Antiquity, natural 
elk, red elk. 
AAA-C, 312-9. 


crepe and gum sar rubber are 


back again in Tarsal Travelers! 


Thong — Neoprene 
crepe sole, Black 
buck, brown 


buck, AAA-C,3%4-9, 


In-stock service — order now! 


Hedy — Black calf, 
brown elk. red 


elk. AAA-C, 34%-9. 


Also brown 


buck, black buck. 
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@ This well designed, well balanced RED SPORT SOLE is the 
leader in its field by acknowledged consumer acceptance. 


e Compounded for unsurpassed Quality ... con- 
sistently delivering flexible resilient durability 
... embodying all sport shoe manufacturing 


features. Pa 


@ Its versatile shape facilitates its adapt- 
ability to Quality sport lines for manu- 
facturers requiring a smooth, fast, even 


flow of sport shoes to their markets. 








The £4dea Sport Heel ... a 
Quality Heel designed for the 
Esdea Sport Sole ... making 
an unbeatable sport sole and 
heel combination for all 
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in the realm of fashion 


oO 


Silka Suede 


is Queen of Suedes 





Brush it this way, brush it that, the nap 
lies close and sleek. That’s the secret of 
Silka Suede’s beauty . . . of its cutting 
economy, too. Makers of fashion footwear 
agree there’s nothing finer for beautiful 
shoes. We'll be glad to send you 
samples of Silka Suede. 


Colonial Tanning Company, Inc., 


Boston 11, Massachusetts 






























Women everywhere are taking 
into account the smartness, the 
comfort of popular Natural Bridge 
Shoes. Make a check for yourself 
and you'll discover that dealers 
everywhere consider this a well- 
balanced line . . . a sound, ever- 


expanding asset to good business. 


TO RETAIL PROFITABLY 
SFOS ona § 50 


SISTAST POINTS SLIGHTLY BIcHEe 


MATORAL BRIDGE sroeTs 6% 


SHE CAN 








NATURAL BRIDGE SHOEMAKERS - Division of Cranovock-Terry Snot Corporation, Lyncnsurc, Vircinia 
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New heel heights are reached when fashion 
decrees short coupled lasts p/us platforms. 

The increased requirement for structural 
strength can be met with a well-fitted shank of 
the closed-slot fiddle design. This is but one 


of the many United Shanks for smart footwear. 


cre tough, hard, uniform. Fit like master models. 
Clean, ready to use. Preserve Balanced Tread. 


UNITED SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 
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This Shoe Store Was Built by Hand 


tice the children, and hundreds of 
similar odds and ends from Dr. Knott’s 
workshop typify the cheery and un- 
usual atmosphere of his reception 
room, shoe fitting department, and win- 
dow displays. 

“How much did that couch cost?” 
“Is it imported work?” “Did you buy 
these pieces in Mexico?” and “Can you 
order me some, too?” are routine and 
everyday questions in the Knott shoe 
shop. Dr. Knott patiently explains 
that he has designed, collected the 
wood, and made each piece of furniture 
in the store; that no two pieces are the 
same and that an average desk or shoe 
case requires from two to six months 
of work. 

Dr. Knott was born in Watkins, 
Minn., and began his orthopedic training 
in Marshall Field’s orthopedic shoe de- 
partment in 1922. In 1930 he went into 
the employ of the Scholl Mfg. Company 
where he received further training and 
became a traveling lecturer, demon- 
strator and salesman. Gravitating West 
he opened his small orthopedic shoe 
store in New Mexico’s capitol city, 
Santa Fe, but kept his eyes open for a 
town which showed promise of expand- 
ing and offering a young man embark- 
ing on a career in orthopedics a chance 
to be successful and of service to a 
growing community. 

Dr. Knott had always been attracted 
to the West, and in 1936, while on a 
lecturing engagement for Dr. Scholl in 
Denver, he met a fellow salesman, 
William Schneider, who was destined 
to influence his life’s work greatly. Bill 
could talk of nothing but Albuquerque, 
its rapid growth, its marvelous climate, 
beautiful scenery, congenial people, and 
especially the wonderful opportunities 


[CONTINUED FROM PAGE 64] 


for an ambitious chiropodist in a city 
that as yet did not have a store offering 
complete orthopedic service. After sev- 
eral days with salesman Schneider, Dr. 
Knott knew that to appease his own 
curiosity he would have to visit Albu- 
querque. So V. A. Knott and William 
Schneider drove to New Mexico’s larg- 
est city, which then had an increasing 
population of 25,000 (latest census— 
85,000). Dr. Knott was immediately 
struck with the vast potentialities of 
this health city. He rushed back to 
Denver and brought back his wife. 
They agreed that it would be here that 
they would live and re-establish their 
business. 

“In 1936 Albuquerque was not the 
business city that it is today,” Dr. Knott 
explained, “and when we finally located 
a vacant business spot I had no doubt 
that it was the dirtiest place in town. 
I didn’t have the money at that time 
to equip the shop with expensive fac- 
tory-made furniture, and largely be- 
cause of necessity I experimented with 
the idea of building my own chairs, foot 
rests, display counters, benches, couches, 
and window display materials. When 
I began working on my first piece, a 
couch, I didn’t even know how to saw 
a straight line and my only tools were 
a dollar saw, a jack knife, a gouging 
knife, and a hammer. I had a severe 
case of what the old timers might call 
‘Western fever,’ and I stuck strictly 
to Western and Mexican designs. One 
by one I added pieces to the store. Na- 
turally all of this work had to be done 
after business hours, but I found it re- 
laxing and the feeling that comes from 
creating something with your own 
hands repaid me time and again for the 
late hours I spent in this delicate work. 


When customers complimented me on 
my work, I worked all the harder, and 
before long I found that I no longer 
needed to add to the store; it was com- 
pletely furnished. But I had uncon- 
sciously embarked on a new and fas- 
cinating hobby.” 

With time and experience came speed 
and efficiency, and today Dr. Knott can 
make a leather-covered chair in two 
days, a table or display counter con- 
taining 4,000 to 6,000 pieces of inlaid 
work in four or five months. 

Dr. Knott takes special pride in his 
window displays and uses another sales 
angle that is quite unusual yet sur- 
prisingly effective—poetry. He brings 
the vital need of properly fitted shoes 
to the man and woman on the street 
through the medium of little wooden 
Mexican figures parading in his win- 
dows; each carrying a placard bearing 
a rythmical message relative to shoes 
and feet. Anyone who travels appreci- 
ates the work of the author for a large 
number of his poems can be read on 
signs dotting the highways from coast- 
to-coast. 

Although Dr. Knott’s famous desk is 
his biggest drawing card there are 
many other objects to interest every 
temperament and all ages. For the kid- 
dies there are carved burros, oxen, 
donkeys, elephants, and little Mexican 
men and women. “These toys,” Dr. 
Knott explains, “not only liven up the 
store but keep the children’s minds off 
their feet, making it easier for the 
salespeople and the mother. For the 
grown-ups there is everything needed 
to blend into a New Mexico atmosphere: 
cactus, ornamental lamps, Spanish- 
style tapestry, and Indian and Mexican 
pottery.” 





How to Build 
A Casual Business 


[CONTINUED FROM PAGE 74] 


do they constitute the shoe department’s 
majority of come-back trade, but they 
are the most vociferous word-of-mouth 
advertisers. They have spread word of 
the shoes and service they receive at 
this store to their classmates and to 
their mothers, and it is not unusual to 
see both mother and daughter being fit- 
ted in the same style. After school 
hours and Saturdays find the campus 
crowd descending upon the shoe depart- 
ment in droves. 

Especially designed for the teen-agers 
is an extensive advertising and promo- 
tional program. Much of the weekly 
advertising on play shoes in the local 
newspapers is keyed to appeal to them. 
During the school term a billboard op- 
posite each of Long Beach’s four high 
schools features casuals. Clever adver- 
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tisements are prepared for high school 
rewspapers, year books, and school pro- 


grams. 
Delight of the teen-age crowd is the 
“Hi-Teen” promotion, sponsored by the 


store. Each of the four high schools 
chooses three of its co-eds to represent 
her school at Walker’s and to serve as 
the store’s ambassador on campus. 
These girls work as salesgirls in the 
junior fashion department of the store 
after school and on Saturdays. Their 
photcs appear in advertising copy 
created for the fashion shop as well as 
the shoe department, and the girls model 
in fashion shows at the store. 

High spot of the “Hi-Teen” campaign 
is the “Campus Star” award. This konor, 
which the local teen-agers covet highly 
is bestowed upon one girl representa- 
tive from each high school. The four 
“Campus Stars” are chosen first on the 
basis of regularity of attendance at the 
store and the amount of cooperation dis- 
played in the program, and finally by 


popular vote of their schoolmates. 

Winners are awarded $25 worth of 
merchandise from the store and present- 
ed with casual footwear. This annual 
contest has proved to be a wonderful 
rade builder for Walker’s department. 

Such highly stimulating advertising 
campaigns are not confined to the 
younger set. Every month Mr. Mortz 
mails 10,000 penny postcards to charge 
and cash customers, the back of each 
card bearing a sketch and description of 
one casual shoe. Throughout the year, 
when new styles are received, the news 
is broadcast to those on the mailing list 
by means of an illustrated mailing piece. 

Much attention is devoted to making 
play shoe displays attractive. At the 
entrance of the shoe department are two 
arresting counter displays. These are 
highlighted by placards bearing color 
advertisements from leading consumer 
magazines. These attention getters are 
also prominently featured in other sec- 
tions of the department. 











Smart girls 
will soon 


be looking for... 

















THE “INVISIBLE” SHOE FORM! 


CLEAR PLASTIC! FITS EITHER SHOE. 
MAIL THIS CONVENIENT ORDER BLANK TODAY! 
PRICE LIST SIZES 


Per Pale... ocesacccncsees $ 1.25 ea ER apes sumkaee en 442-5 Shoes 
i cine a carace he 15.00 doz <0 occhadeaaaaaul 524 

Seen arian 12.00 des. Trade Mork Registered” 
0} doz. small @ 15.00 [] 3 doz. small @ 13.50 [7] 4 doz. small @ 12.00 
] 1 doz. large @ 15.00 [] 3 doz. large @ 13.50 C4 dex. large @ 12.00 
O Ris evenness? PAIR @ $1.25 PER PAIR oO 7 LARGE oO SMALL 


[_] Please send, without obligation, your catalog ‘Modern Design on Display 
containing 60 illustrations of modern fixtures. 
Firm Name____ . - ieiensapisiaiiagstaiiaghetiiei 


) eS ae oe Beet “ 
City. Zone___Sitote. 


ROU all] 




















Shoes in the News 


Tus dashing young boot, plainly showing its cowboy 
origin, is another example of the popularity of this style 
influence. It is being made in brown in a combination of 


e “Rancho,” adaptation oj 

a western cowboy boot made 

to pull on without fastening. 

A Ball-Band boot from Mis- 

hawaka Rubber & Woolen 
Vie. Co. 





brightly varnished vamp and counter and satin finish upper 
which gives an attractive two-tone effect. It can be bought 
in women’s, growing girls’ and children’s sizes. 


> * 


A NOVEL way of satisfying the demands of the younger 
generation for cowboy boots is found in this gaiter-like top 
which fits over any child’s shoe and converts it, to all in- 
tents and purposes, into a Western boot. These gaiters 


This gaiter of white is 
stitched and trimmed in red, 
and buckles easily over a 
child's shoe to convert it 
into a Western-type boot. 





were developed by L. M. Easterling of Clarksville, Tenn.. 
who, with J. Z. Miller, operator of a department store, is 
putting them into production. Made of a flexible plastic, 
they are available in red, white and light tan, with con- 
trasting stitching. Four sizes are offered, to cover children’s 


shoe sizes from 4% to 3. 
> > * 


A NEW shoe form has been recently put on the market by 
the Jim Dandy Shoe Form Company, of Worcester, Mass. 
Made of sponge rubber and covered with celanese, the 


The shoe forms are made 
of sponge rubber and cov- 
ered with celanese cloth 
which comes in a variety of 
colors. The forms are made 


in a plastic shell. 





forms are said to have the advantage of fitting diéa al) 
sizes and shapes of shoes. 
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Who Says Lihhing Never Strikes Twice? 


‘Ya MILLION PAIR OF HUSKIES SOLD IN FIRST 12 MONTHS —NOW, YOU CAN 
BREAK THIS RECORD WITH THE NEWEST ADDITION TO THE FAST-SELLING HUSKIES LINE. 


Get in touch with one of these 



















Huski "Ge 
STILL uskies Distributors today 

Lane Shoe Company, 
THE 555 Atlantic Avenue, Boston 

C. W. Marks Shoe Co., 

41 S. Wells Street, Chicago 
BIGGEST _ Powell & Campbell, 

122 Duane Street, New York 
RETAIL Stephen Putney Shoe Co., 

Richmond 
SHOE B. Rosenberg & Sons, 

22 Decatur Street, New Orleans 
VALUE Solnit Shoe Co., 

817 S. Los Angeles St., Los Angeles 
IN THE 
NATION... 


STILL $3.95 


FACTS YOU SHOULD KNOW ABOUT HUSKIES’ 
MATERIALS: Uppers, heavy Elk tannage by Trostel, 
Non-marking orthopedic rubber soles, 

rawhide laces, brass eyelets. 

COLORS: Army Russet, Coke Black. 

SPECIAL FEATURES: Kick-off back 

SIZED TO FIT ALL YOUR CUSTOMERS. 

6-12 Men, 1-5 Boys & Girls, 3-9 Women. 


Ads in LOOK, ESQUIRE, PIC, CHARM AND SEVENTEEN open Huskies 
latest and largest National Advertising Campaign. Unusual attention — 
getting displays and mat services are yours upon request. Don’t miss 
your sha-e of Huskies’ profits. 





Hussco Shoe Co., 1328 Broadway, New York City 
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: may not be possible to maintain that high employment 

: level without interruption, but we don’t belong to the 
school of thought that sees a prolonged and severe de- 
pression inevitably around the corner. 

A nation that can unravel the secrets of atomic en- 
ergy, unleash its gigantic power for victory and then. 
in two short years, find a way to slow it down to uses 
that bring within our vision new horizons of peacetime 
accomplishment should be able to solve the problem of 
the economic cycle or control its consequences. Amer- 
ica’s mission isn’t yet accomplished, nor is the nation’s 
progress finished. Our greatest opportunities still lie 
ahead. 


. . 
Editorial Outlook 
[CONTINUED FROM PAGE 53] 
trade and threaten to curtail the volume of some of its 
units, is as promising now as it ever was. Sixty million 
people are gainfully employed in America today. It 


| Merchants Stage Amateur Shows 


At Sugarcreek, Ohio, merchants stage weekly amateur 
shows, with the winners given chances to appear on & 
national amateur audition program. There is a lot of com- 
petition for prizes in this Sugarcreek show, and the mer- 
chants are doing a good trade each time the entrants and 
their families are in town. 


: 1 Parade Ends on Soleful Note 





BEAUTIFIES your store! 
MULTIPLIES your sales! 


@ Conceived by foremost cabinet 
designers—created out of rare 
hardwoods, plastics and gleaming 
metal, PRIMEX SHOE FITTERS add 
much to modern store beauty, 
yet their compact size requires | 
the minimum floor space. 
MORE IMPORTANT, the many 
mechanical improvements 
enable your salesmen to sell 
more shoes, faster, easier. 
PRIMEX comes in a variety of 
harmonizing woods and styles. 


Write for full particulars. 









Check These Sn_; 

PRIMEX Fearyac! one XRey Uni 
ATU ~~ -aal 

RES © New low Sep Metration 


“fear Guarantee 








New York.—Legionnaire Art Mianing of Watertown, 
Wis., looks over the shoes that carried him successfully 







| th h the b rade of the American Legion in New 

EQUIPMENT co. | Fort, oe well ae of ahestiennans New York jey- 

135 So. La Salle Street Dept. B walking, p~ +> = A =f waepuree® of an 

i inoi N York State ry offices. s 

‘ _— _— daca ' foot specialists pronounced Mr. Minning's feet to be in 
ere (1) a good shape. 
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LITTLE YANKEE DEPARTMENTS 


There must be a reason for this solid endorsement of Little Yankees and 


Yankee Debs by leading merchants the country over. More than 900 good 
stores carry the Little Yankee line today and the list is growing! The reason? 
Little Yankees make money for merchants and build satisfied customers! 


- LITTLE YANKEES-“’Great Shoes for Little Americans”’ 


THE YANKEE SHOEMAKERS— NEWMARKET, NEW HAMPSHIRE 
LITTLE YANKEE SHOES willbe doployod at the NATIONAL SHOE FAIR, Stovens Hotel, Rooms 724A, 725A, 726A8727A 
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Ws Eady to Build a 
Children’s Shoe Business 


Your customers expect careful attention in fitting 
their children’s feet. The John Arthur 6 Feature Plan 
gives you extra features to sell. Your customers will 





buy with greater confidence when easy-to-understand 
reasons are used in your selling. John Arthur Shoes for 
children are RIGHT for little growing feet. Build your 
reputation for better children’s shoe service. Sell John 
Arthur Shoes. This high quality, sensibly priced line 
spells more P-R-O-F-I-T and more repeat sales for you. 











First steps to retail 
at $2.95. Sizes 2 to 
5 at $3.95. Sizes 5% 
to 8 at $4.45. 


JIM ‘n JILL 
No. 430—Browna 
and white Elk saddle 
oxford for creating extra 
sales. Widths B, C, D, E. 
Sizes 51/4, to 8. Price $2.50. 





MEDICALLY APPROVED SHOES 
STYLED ON THE SCIENTIFICALLY 
DEVELOPED JOHN ARTHUR 


G6 FEATURE PLAN 


Write or wire for catalog and additional information 


John Arthur Shoe Manufacturers, Inc. 
Saint Louis, Missouri 


2655 Sidney ° 


a ‘Ip x 
_—— wt a 









Beauty at Baltimore Shoe Fair 






Baltimore, Md.—At Baltimore's Shoe Fair, held the last 
week in July, visitors at the display room of the Victory 
Footweer Sales Corporation were treated to a special 
welcoming by “Vicki, a personable young Powers mode! 
whose photogenic qualities have graced the firm's recent 
advertising campaigns. Jack Croner and Al Fine, of the 
company's sales organization, are shown in the photograph 
using sales technique on the girl. 





Manufacturing and Markets 
[CONTINUED FROM PAGE 76] 


she will no longer sell her hides or beef (her chief ex- 
ports) to England under this ruling. But Argentina too 
needs dollars, and her trade with Great Britain was her 
main source for obtaining them. Now in order to obtain 
American dollars this South American country will have 
te do business direct with the U. S. A. The most impor- 
tant product for us from the Argentine in the past was 
hides. 

Tanners here maintain that if the Argentine expects to 
sell to the U. S. again she will have to enter a decidedly 
competitive market. that she will no longer be able to get 
the high prices she demanded some time ago. Thus they 
feel that a free competitive market is, if not just around 
the corner, at least not too far distant—a market in which 
the Argentine and the American packers must meet in 
open competition. And it is just faintly possible, it is felt 
here, this may result in a lowering of the costs of hides— 
and eventually of shoes. 


And In Conclusion 
[CONTINUED FROM PAGE 66] 


Let us go on from there. 

You see, fellows, good things don’t come easy except 
to boys of the Henry Kaiser or Erroll Flynn class. The 
rest of us, the ordinary people, have to work hard and 
long for what we want. 


You can’t become a top grade salesman just by read- 
ing a series on selling. You have to keep reading every 
article and book you can get on the subject. Since you 
don’t absorb everything in the article or book in one 
scanning, you read it over and over till you have prac- 
tically memorized it. You practice each new rule again 
and again until it becomes part of you. Then you go 
on to learn again. 

Let’s get to work. my friends. 
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Put Hunting Boots 
Back on the Reservation 
[CONTINUED FROM PAGE 61] 


within your shoe store. You will find, 
too, that most sportsmen are leisurely 
in their buying habits, and because they 
anticipate their needs months in ad- 
vance, will gladly give you ample time 
to secure unusual sizes or out-of-the- 
ordinary patterns. Hunting boots can 
boost Christmas sales too; attractively 
displayed throughout the Fall hunting 
season they are a great stimulus to the 
imagination of the sportsman’s friend 
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who is searching for suitable Christmas 
gifts for him. Better grade hunting 
boots, like fine riding boots, are exactly 
the prestige merchandise to give a store 
that much-to-be desired atmosphere of 
quality against which to sell street and 
dress shoes. 

In small towns, general merchandise 
stores usually do an excellent job with 
boots, particularly rubber boots. But, 
their type of job is done in conjunction 
with an equally good shoe selling job 
and can be classified as part of an all- 
over shoe operation. And, they will, a- 
time goes on, do a better job because 
the merchandise they are selling this 
Fall, as you will see from these illus- 


trations, is better styled in pattern, 
color, making it more wearable than 
ever. 

Manufacturers have come back, after 
practically ceasing operations during 
wartime, with strong, remarkably’ at- 
tractive lines. Leather hunting boots in 


genuine moccasin and welt construction, 


with leather soles and with rough sur- 
face rubber soles are well up to prewar 
quality. Neoprene crepe is used on 
genuine moccasins, often with a belly 
slip sole to make the superior type of 
canoe and boating shoe hunters and 
fishermen missed so badly in recent 
years. Tannages are back to their pre- 
war softness and are supple and wear- 
able even in popular priced boots. New, 
light-weight, olive drab rubber bottoms 
are used with green tannage uppers to 
make attractive pac boots. Lighter- 
weight, all rubber boots are far better 
fitting than they were in prewar years 


| —hugging the calf and ankles tighter, 


a great improvement when in the woods. 
With so many practical, attractive 
patterns to select from and with mer- 
chandise in this field becoming increas- 
ingly available, and with a year-round 
business looming in hunting and fishing 
boots, the profit instinct of the retailer 
should be stimulated to such a degree 
that he will investigate the possibilities 
cf a boot department in his store. He 
will find manufacturers and salesmen 
most cooperative and enthusiastic, for 
men engaged in making and selling 
hunting boots are, for the most part, 
sportsmen as well as shoe men. 


76-Year-Old Shoe Salesman 
Sells In Same City fer 59 Years 


Bay City, MicH.—Nearly sixty years 
of selling shoes here seems not to 
have dimmed the professional ardor of 
Fred M. Moessner, who recently cele- 
brated his 54th wedding anniversary 
with another day of shoe salesmanship 
in the second floor shoe department of 
the W. R. Knepp and Company store. 

The 76-year-old Moessner began to 
sell shoes when he was 17, in his 
father’s shoe store, and since has 
worked for five different shoe opera- 
tions in this eity, ineluding his present 
position at W. R. Knepp and Company 
which he began in 1939. 

Among the notable sales that Mr. 
Moessner has made are pairs of rub- 
bers to two presidents of the United 
States: to Theodore Roosevelt and Wil- 
liam Howard Taft—both when rain 
threatened to hold up political activi- 
ties. 

The growth and change of Bay City 
is reflected in the changed character of 
shoe sales, Mr. Moessner said. “It used 
to be nothing to sell a dozen pair of 
knee-high hobnailed boots to the old 
lumberjacks before they took off for the 
winter camp. ... Women aren’t so sen- 
sitive to sizes as they used to be. They 
used to come in and ask for a size three- 
and-a-half—and, regardless of how the 
shoe pinched and cut, they’d go out 
with a size three-and-a-half.” 
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Styles and Prices Big Topics at Tanners’ Show 


opments in relation to shoes. 

In this progresive change in Style 
Conference procedure, Mr. Langston 
and the Women’s Style Committee, of 
which Marcus Rice, of St. Louis, is 
chairman, had the co-operation of nine 
of the foremost designers of women’s 
apparel in America and of a number 
of famous fabric manufacturers, who 
collaborated in creating costumes that 
represent Spring tendencies as they see 
them. With each of these costumes 
three different shoe designs were shown, 
the footwear having been developed in 
leathers to harmonize with the Spring 
costumes by I. Miller, Newton Elkin 
and Schwartz & Benjamin. 

Representatives of the trade and 
daily press were invited to view this 
exhibition of advance styles for Spring, 
and everybody present was impressed 
with the value of the demonstration 
as a visual background for the commit- 
tee’s study of Spring styles, which oc- 
cupied the remainder of the day. Pur- 
pose of these style meetings, of course, 
is to formulate a program of Spring 
styles in footwear, and the practice 
dates back to the earlier years of the 
association. Formerly the meetings 
were more or less open to the trade in 
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general and its allied branches, but 
during the war period the committees 
held closed sessions somewhat more in- 
formal in character. 

Planned to give a comprehensive pre- 
view of Spring in women’s fashions, 
the style show which opened this meet- 
ing of the Women’s Style Committee 
was an achievement of genuine value 
for the National Shoe Retailers Asso- 
ciation, and for Mrs. Ruth Rusling who 
had brought together the notable col- 
lection of advance models shown on 
the runway of the Basildon Room at 
the Waldorf. 

With a brief word of welcome and 
explanation Mr. Langston turned the 
microphone over to Mrs. Rusling, who 
summarized the trends in fashions and 
shoe styles for the coming Spring be- 
fore commenting on the styles as they 
appeared on the runway. 

The current interest in skirt lengths 
was discussed briefly and three lengths 
recommended for Spring; 14 inches for 
spectator sports costumes, 12 inches for 
town wear and 8 inches from the floor 
for the shorter evening dresses. Women 
will be definitely interested in these 
shoe styles, according to Mrs. Rusling; 
higher shoes; higher heels; closed toes, 


“eventually” longer, slimmer looking 
shoes; less trimming; more quality; 
better fit. Other predictions included 
curved heels; baby Louis heels; con- 
tinued demand for opera pumps and d’ 
Orsays; platforms, especially for their 
functional virtues; more color, espe- 
cially red, but also greens, gray, beiges 
and tans to darkest browns. Slings, 
Mrs. Rusling noted, will sell for Spring. 

Nine complete costumes were then 
shown on the runway with three changes 
of shoes and accessories. Shoes were by 
I. Miller, Newton Elkin and Custom- 
craft; handbags by Alan Miller, Inc., 
and Pichel; hats from John Frederics, 
Andree, Hattie Carnegie and Emile 
George; stockings by McCallum; gloves 
by Aris; jewelry by Lampl; scarves by 
Glentex. Silhouettes in clothes empha- 
sized hips, a tubular coat, a wrap- 
around or “clutch” coat, a ful] length 
flared topcoat, a topcoat with long nar- 
row skirt, a bustle dress suit, a tunic 
dress, a new version of the shirtwaist 
dress for dinner wear. 

Colors included a turquoise coat com- 
plemented with brown, bright red and 
wine shoes; a gray suit with gray, 
black suede and patent leather shoes; 

[TURN TO PAGE 106, PLEASE] 
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Impartial Survey Shows 
Bis Demand for 
Elasticized Shoes 


The Boot and Shoe Recorder made a recent survey 
among leading manufacturers in all parts of the country 
to determine the future of elasticized shoes, the famous 
footwear made possible in pre-war years by Lastex, the 
Miracle Yarn. Here are the highlights from that survey: 

“Ninety per cent of those (manufacturers) who made 
elasticized shoes before the war are making them now. 
... Practically all feel definitely that these shoe types will 
again be a strong factor in promoting sales. 

“Elasticized shoes, the victims of the war, are in for a 
definite comeback. On this both manufacturers and high- 
grade retailers in all parts of the country are practically 


unanimous.” 
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For models, samples and prices of those shoe 
materials made with Lastex yarn which are 
now available, apply to ALFRED VAMOS, 
406 Marbridge Building, New York City. 
Alfred Vamos is the inventor and patentee* 
of Vamos stretchable shoes, and the selected 
consultant for shoe manufacturers using ma- 
terials made with Lastex yarn 
* Patents 7 to 
United States Rubber Co 
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Review of the 
Retail Trade 


[CONTINUED FROM PAGE 72] 


add to the impression that these are 
shoes of quality, there are no price 
tags shown on these displays. 

Joseph Magnin has been featuring 
suede sandals with open toes and 
rhinestone decorations on circular 
bows. Also dress shoes in brown, red, 
and green kid and reptile. No price 
tags are shown in these windows, 
either. 


Frank More has an attractive dis- 
play of black suedes with trimmings 
in gold or red, and with rhinestone 
bows; also wine and green suedes. 
Prices range from $13.95 to $32.95. 


HEAVY FALL PROMOTIONS 
IN TWIN CITIES 


St. Paul 
HEAvy Fall shoe promotions, both in 


advertising, window and interior dis- 
plays, mark the sales picture in St. 
Paul stores. Prominent among these 





are promotions of shoes for children 
to complete school outfits. The ma- 
jority of merchants report sales of 
children’s shoes good, and some stores 
note that sales for college groups are 
slow, but these are expected to pick 
up shortly. 

In women’s shoe sections, 
merchants report a drop in unit sales. 
with many customers making single 
purchases rather than building a shoe 
wardrobe. With this group the street 
shoe which can be used for semi-dress 
has been popular. Brown and black 
are the favorite colors. 

The Golden Rule presented a 
group of suedes in brown and black 
with medium heels predominating. 
This store also promoted dark green 
shoes tied in with a special showing 
of dresses and suits in this shade in 
a series of windows displaying new 
Fall merchandi-e. 

Field-Schlick ulso showed colored 
suedes in wine and green. Among 
these was a perforated open heel and 
open toe sandal with broad strap 
front and low heel. Other colored 
shoes were high cut with taller, thin- 
ner heels for good co-ordination with 
the longer skirt lines. 

The more delicate slim look of the 
Fall shoes is liked, according to shoe 
men, by those who purchase shoes ir 
the higher brackets. 

= + o 


some 


Minneapolis 


MINNEAPOLIS shoe stores took ad- 
vantage of the opportunity to show 
new Fall styles in footwear to the 
thousands of visitors who attended 
the Minnesota State Fair and who 
shopped in the Twin Cities. 

Shoe merchants are stressing high- 
riding vamps and extra high heels 
with trim long lines for the new sil- 
houette. Many of these models have 
closed toe and heel, although the 
open toe seems to retain its popu- 
larity. Suede is the most popular 
leather and black the largest in sales. 
' Maurice L. Rothschild stressed al- 
ligator shoes with matching bags 
with good sales results. Napier showed 
brown or black tailored calfskins. 
selling at $19.95. 

Highlights in the Fall picture pre- 
sented by C. M. Stendal were green 
calfskin wishbone sandals, also shown 
in black calf, black doeskin platforms 
and brown lizard sling pumps. 

Black is still selling best in Fall 
selections. Some stores showed blue, 
but this color is not moving as well 
as in the Spring. 

Campus shoes are selling well in 
most stores, with low heels and moc- 
casin treatments the favorites. 
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Comprehensive Training Program for 
Shoe Department Heads 


A FEW weeks ago 20 young shoe salesmen converged on 
the St. Louis headquarters of the Wohl Shoe Co. for an 
intensive week of training and orientation in the manage- 
ment of a leased shoe department. Some of them had sold 
shoes in the firm’s leased departments for only a short 
period while others, comparatively speaking, were veterans 
of the company. 

All were trainees and had one quality in common. They 
showed promise of ability to fill a position of greater re- 
sponsibility, and had been brought to St. Louis as a part 
of Wohl’s program to accelerate the transition of capable 
shoe salesmen into competent executives for the firm’s ex- 
panding leased department operations. 





James C. Taylor, personnel director of Wohl Shoe Co., 
addresses a group of the leased department manager- 
trainees at a session of their training in St. Louls. 


Their week of training in St. Louis, however, would not 
make the conversion from floor salesman to department 
manager. It would only mark the final phase of a specific 
course of study designed for that purpose. For an ap- 
proximate six-month period prior to their arrival at the 
home office these salesmen had been groomed in the finer 
points of management of a leased shoe operation by their 
department heads. 

The trainees had learned the importance of keeping 
accurate records; the significance of the sales ticket and 
the value of inventory control and proper interpretation 
of stock record cards. They had gained an insight into 
merchandising and maintaining a balanced stock; they 
had been taught the merit of planned advertising and the 
means for reaping the most benefit from display windows. 
In addition, the trainees had undergone a course of in- 
struction in proper stock replacement and salesmanship. 

Regardless of the Wohl organization’s intent in setting 
up a training program to speed the supply of manage- 
ment personnel, however, the pay-off is determined by the 
success of the graduates who were trainees in previous 
classes and who have become executives in Wohl’s leased 
shoe departments. Without exception, the graduates have 
demonstrated a marked ability to grasp the complexities 
of management in a relatively short period. 

The formal training program was launched shortly after 
V-J day, although only recently did the firm package its 
on-the-job training into the Wohl Training Manual. The 
general pattern of instruction from department manager 
to trainee, however, had included the same subjects which 
the manual puts down in black and white. 

Wohl executives believe that modern business cannot be 
satisfied with a hit-or-miss type of training; the Wohl 
Training Manual informs the prospective department head 

[TURN TO PACE 102, PLEASE] 
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Brothers Purchase Shoe Store 


RICHMOND, Va.—Herbert and Ber- 
nard Blank have purchased the Ford 
Shoe Company, located at 1309 Hull 
Street, here. They have renamed the 
business, “Family Shoe Store,” and are 
planning a complete new front as well 
as extensive interior renovations. 

Herbert Blank has been in the retail 
shoe business in his city for the past 
20 years; for many years he was man- 
ager of R. C. Longan’s Inc., Hull Street 
store. Bernard Blank, who was recently 


discharged from the Army Air Corps, | 


has several years experience as a re- 
tail shoe salesman. 





Relocates and Remodels 
In Tampa 


TAMPA, FLa.—Rogers Shoe Store at 
1005 Franklin Street, has completed a | 


remodeling program and is now open 
for business. The firm was formerly 
located at 911 Franklin street and the 
new shop gives double the floor space 
of the old. The remodeling cost ap- 
proximately $12,000 and includes new 
fixtures and an air conditioning unit. 
Anthony Giglio is manager. 





To Open Another Store 


JACKSONVILLE, FLA.—Edison Brothers 
Stores, Inc. has entered into a 79-year 
lease for the property on Main and 
Forsyth Streets, known as the Wil- 
liams Building. The building will be 
modernized as soon as materials are 
available. The company is already op- 


erating Baker’s Shoe Store in Jack- | 


sonville, and is represented in many 
other Florida cities. 





Add Women’s Shoe 


Department 


CoraL GABLES, FLA.—A shoe depart- 
ment is to be added to the Daniel’s De- 
partment Store on Ponce de Leon 
Boulevard. The building is to be en- 
larged immediately, the addition esti- 
mated to approximate $35,000. The 
shoe department, which will be devoted 
to women’s shoes, will be on the ground 
floor. 





Almost One Million Vets 
Withdraw from Help 


WASHINGTON. — More than 900,000 
veterans have withdrawn temporarily 
or permanently from vocational rehabili- 
tation or job-training since the incep- 
tion of these two programs, Veterans 
Administration said. 


Correction 

It was mistakenly implied, in the 
article “Quality Plus Fit Sells Shoes in 
Des Moines” (Boor AND SHOE REcoRDER, 
Aug. 15, page 86), that the total vol- 
ume of shoe business transacted in 
Younker’s, Des Moines department 
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store, amounted to $600,000 in 1946. 
This figure refers only, however, to the 
volume done in the women’s better shoe 
department. 

Younker’s has, besides its women’s 
shoe department, a large juvenile and 
growing girls’ department, a casual 
shoe and slipper department, a men’s 
and boys’ department, a main floor 
women’s budget department and a 
men’s women’s and children’s down- 
stairs shoe operation. The total vol- 
ume of shoe business in Younker’s last 
year amounted to something more than 
$1,200,000, or double the figure cited in 
the article. 


New Manager Named 


PHILADELPHIA, Pa. — Maurice J. 
Yoskin, who operates Maurice Salon 
Shoes here and a leased department in 
the Gilman Store in Reading, Pa., an- 
nounces the appointment of Morton 
Schaffer as manager and buyer of the 
latter. Mr. Schaffer lives in Reading, 
where he is recognized as one of that 
city’s leading shoe men. Mr. Yoskin 
plans to enlarge the department in the 
near future, making of it what he be- 
lieves will be one of the smartest de- 
partments in the city. Formal opening 
will be in time for the Fall season. 
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Due to the ever increasing demand for Jumping-Jacks we 
have not been able to take care of any new accounts for 
some time nor have we been able to take care of the re- 
quirements of our established customers. 


We are happy to announce the opening of factory No. 2 at 
Monett, Mo. which will be in operation about October Ist. 
In addition to the new plant we are stepping up produc- 
tion in our present factory and look forward to the time 
when our production will enable us to give better deliveries 
to our present customers and take 
care of many fine new accounts 
that should be selling the shoes. 
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Comprehensive Training Program 
[CONTINUED FROM PACE 100] 


quickly and thoroughly. The course is designed to save 
time, to teach a young man in a matter of months the 
knowledge of a retail shoe operation that would take him 
years to learn by himself. 

Since the course was inaugurated the Wohl organization 
twice yearly has been taking the cream of its crop of 
young men and showing them the “right way” to manage 
a shoe operation profitably. In late January and again in 
late July or early August a “graduating class” of future 
executives is brought into the home office for a final week 
of instruction. 

With each class the curriculum has been made more 
comprehensive. Training films dealing with salesmanship 
and shoe construction have been added as have slide films 
and other audio-visual aids. An orientation movie, point- 
ing out the student’s relation to the company has been 
made a part of the program. 

Some time during the week-long session of each class 
top executives of the firm such as Milton Frank, executive 
vice-president: John Johans, vice-president, and Al Shank, 
advertising manager, make informal talks to the group 
and explain the functions of various departments in the 
over-all operation of the company. 

While the trainee gets the opportunity to test his knowl- 
edge of shoe merchandising and shoe department manage- 
ment during his stay in St. Louis and the top executives 
of Wohl are provided with the opportunity of sizing up 
future managers, the bulk of the curriculum is made avail- 
able to the student during the prior period of his learning 
as a member of the sales staff of the leased department. 

The guide for the student’s course of study in the future 
during this period as well as the guide for the leased de- 
partment manager who is training him, which is the 
Manager's Training Manual, is presented in four sections 
and deals with reports, records, and auditing; merchandis- 
ing; advertising, and organization. 

“We want to train our young men thoroughly,” Wohl 
executives say, “so that thev will be among the best in 
the business.” 


First of New Washington Chain Opens 


WasHincton—tThe first of the stores in the new E. D. 
Edwards shoe chain was opened in Washington, D. C.. 
this month in the fashionable Chevy Chase residential 
district in the Connecticut Avenue shopping district. Under 
the management of E. I. Engelman, the unit is a family 
shoe store, in which medium-priced men’s, women’s and 
children’s shoes will be sold. There is a separate "teen-age 
department. 

Although the shop is located in a one-story building, the 
architect, Morris Lapidus of New York City, has created 
a departmentalized type of arrangement which gives the 
effect of separate salons, by using artificial divisions 
created by painting some walls and papering others, and 
by using different styling of seating for the divisions. 

There is an accessory department adjacent to the front 
door, featuring women’s hosiery and bags, the latter dis- 
played on a long case which projects into the shoe window. 

The second of the Edwards Chain will be located at 1304 
G St.. N.W., and will have two floors for selling, and the 
upper third floor will be used for the offices, and is now 
under construction. The building will have entire glass 
front so that the upper two floors can be seen clearly from 
the street. 

The third store, not yet started. will be at Capitol and, 
Atlantic St.. S.W. 
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Brown Company, 500 Fifth Avenue, New York City, N. Y. 


ONCO INSOLES—ONCO BASE for Sock Linings and Heel Pads — ONCO PLUMPER 
STOCK for backing and reinforcement purposes—are products of Brown Company 
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With heels spiring up toward 
longer skirts vamps cut down to toes and insteps . 
with the new look of dignity and elegance . . . insoles call for 


maximum sturdiness and flexibility 


That means the new ONCO* GRADE A INSOLE! 
It offers you features you need for your finest women’s shoes 
plus the return of quality that keynotes the new fashions. It gives utmost 
comfort from heel to toe .. . it’s flexible as a foot, yet rigid 
enough across the forepart to hold smart bottom edge lines. For 
this season of footwear beauty, only ONCO 
GRADE A INSOLE will do! 


FOOTNOTE TO BUYERS .. . There'll be a rush for the new shoe 
fashions . . . but the customers who do come back are the ones who demand 
superior workmanship as well as comfort and style. You attract and 

keep these customers when you specify Onco insoles. One- 

Company control means uniform high quality . . . it's identified 

by the Onco seal on sock linings 


..... INSIST ON ( /@@C@@ INSOLES! 





ONE-COMPANY CONTROL FROM RAW MATERIAL TO FINISHED PRODUCT 


September '5, 1947 








We. don’t like to blow our own horn— 


usually we leave that to our dealers and their 


customers. But on our 75th anniversary we think 


we're entitled to at least one little toot. 


During good times and bad we have manutac- 


tured women’s footwear of high quality and ‘inest 
workmanship, backed it with effective national 


advertising and sold it at a fair price. 


That’s the best formula we know for making 


friends and holding them! 
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OT REST 


SHOES 
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THE KRIPPENDORF-DITTMANN CO. 


CINCINNATI, OHIO 


New York Showroom: 
Marbridge Building 


$9.95 


(Slightly higher Denver west) 


“Makers of Women’s Fine Footwear Since 1872” 


* Nationally Advertised in Vogue, Ladies’ Home Journal, Mademoiselle, Woman's 
Home Companion, Good Housekeeping, The Grade Teacher, and The Instructor. 








Washington Newsreel 
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anticipate receiving suggested legisla- 
tion from the industry along with any 
additional recommendations from gov- 
ernment; will observe the industry in 
actual operation; and will present a 
bill to Congress in January, 1948, that 
should be acceptable to industry from 
the standpoint of future operation and 
to the government whose primary in- 
terest lies in the realm on national se- 
curity. 





104 


Reopens Endicott Outlet 
Of Pennsylvania Shoe Chain 


BuFrraLo, N. Y.—Sharping, Inc., has 
purchased the two-story commercial 
structure at 106 Washington Ave., En- 
dicott, N. Y. The sale price was $65,- 
000, including fixtures and some of the 
furnishings. 

Richard A. Sharping, president of 
the shoe distributing company, said 
that a shoe store will be opened at 
the location about next March 1. The 
company operates a chain of retail 
shoe stores in northern Pennsylvania. 
It maintained an Endicott outlet for 
many years prior to 1939. 





Name Committees 






For MASRA Show 


PHILADELPHIA, Pa.—At a meeting of 
the board of directors of the Middle 
Atlantic Shoe Retailers’ Association, 
standing committees were appointed to 
| work for its 34th annual meeting and 

Shoe Buyers’ Mart to take place at the 
| Benjamin Franklin Hotel, January 25, 
| 26, 27, 1948. These committees are 
| composed of men known to all branches 
| of the shoe industry. At the same time, 


announcements of honor roll exhibitors 
| who have displayed annually from 5 to 


32 years were sent out. Honor roll 
members have first choice in the selec- 
tion of display rooms. The demand for 
display space is so large that preferred 
space will be assigned on the basis of 
the number of years the firms have 


| displayed. 


Stanley C. Berger, president of the 
association, stated in a message to 
members: “The business outlook for 


| Fall is good. The present high prices 


for shoes are bound to remain until 


| next Spring. At the present time, the 
| outlook for lower prices in shoes and 


leather is out of the picture. 

“Unit sales are bound to remain at 
the present level; and competition will 
force each shoe retailer to improve his 
service, his style, and value to enable 
him to maintain the unit sales. 

“Consumers must wear shoes; how- 
ever, they are very choosey as to their 
purchases and they are looking for the 
best dollar value. This includes ser- 
vice as well as style, and we would 


| suggest that each and every retailer 


analyze his business thoroughly to keep 
expenses down. We feel that every re- 
tailer should insist from his resources 
on the best value in workmanship and 
material, to enable him to meet com- 


| petition.” 


Chairmen of the committees for the 
1948 M.A.S.R.A. Shoe Mart are as 


| follows: Executive committee, Stanley 


C. Berger; manufacturers, Reuben 
Gordon, wholesalers, Jerome Lutsky; 
travelers, Paul S. Lippincott, Jr.; re- 


| tailers, Roy Walter; finance, Reuben 





Gordon; exhibitors, Gordon Evans; 
nominating committee, Harvey L. Farr; 
membership, R. C. Gerheim; and legis- 
lative, Joseph DeYoung. The speaker’s 
committee is composed of Reuben Gor- 
don, Paul S. Lippincott, Jr., and Mur- 
ray S. Rolfe. 


Bond Stores Will Open First 
Women’s Shoe Departments 


New YorK.—Bond Stores, Incorpo- 
rated, one of the largest men’s and 
women’s apparel chains in the United 
States, will open its first women’s shoe 
departments in the near future, it was 
announced recently. Bernard Fried- 
enberg will be in charge of the new 
departments. 





. Boot and Shoe Recorder 




















SERVUS oy _—— 


SKYE BOOT 
_ The plant and general offices of The Servus Rubber 
Company in Rock Island, Illinois, were specifically con- 
structed to meet the requirements for the production of 
rubber and canvas rubber-soled footwear. That's why 
for over 25 years Servus has been a dependable source 








SNO-QUEEN ; of supply to shoe men from coast to coast. 
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Styles and Prices 


Topic at Show 
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a two-tone green costume with dark 
green, brown and red shoes; a pale 
pink with mauve cast outfit with navy; 
amber with Sabie Brown and Green 
Pepper; navy dress suit with navy, 
wine and black shoes; a brilliant light 
yellowish red with navy, black and 
smokey gray shoes; an apricct beige 
evening costume with bronze kid, gold 
kid and brown satin. Accessories were 
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frequently matched to the shoes. Stock- 
ings were the new dark tones matching 
shoe colors. The general trend in hand- 
bags was to small bags. Shoe silhou- 
ettes emphasized both pumps and high- 
riding, opened-up types. Straps, with 
and without buckles, were strongly in 


evidence. One opened-up, dressy tie 
was noteworthy. 
Leonard A. Rothgerber. Jr., an 


authority on men’s fashions in clothing, 
opened the meeting of the men’s shoe 
style committee of the NSRA with an 
account of the new fashions and fabrics 
that will burgeon in male dress during 
Spring and Summer 1948, with particu- 


lar stress on the role of footwear. 

We are witnessing the beginning of 
a kind of revolution in Spring and Sum- 
mer men’s clothing, Mr. Rothgerber 
said. Today men are demanding cool- 
ness and comfort as primary considera- 
tions in their Spring and Summer dress. 
The traditional, the formal style is 
rapidly being replaced, in interest and 
demand, by a taste for informality and 
stylish utility. The sudden intensity 
of demand for seersucker during the 
past summer is a case in point, he said. 
This new fashion climate may in part 
explain the lack of interest in brown- 
and-white and black-and-white shoes 
which has puzzled retailers this iast 
season. It was strongly emphasized 
that the field is open for the develop- 
ment of cool, comfortable summer 
shoes, whether formal, beach or light- 
weight business shoes. 

Mr. Rothgerber noted that men are 
more than ever dressing for the occa- 
sion, however, presenting an almost un- 
limited opportunity for the creation of 
new and various styles in garments and 
shoes. In this respect, he told of fifty 
or sixty pairs of mocccasin-type formal 
evening shoes which were sold at South- 
hampton. A concerted effort by retailer 
and manufacturer, he said, could very 
well advance this style from high 
fashion to wide-spread acceptance. 

In surveying the field of woolen fab- 
rics from which men’s clothes will be 
made for next year’s Spring and Sum- 
mer season, Mr. Rothgerber revealed 
the definite preponderance of lighter 
colors as perhaps the most important 
new style feature, with gray the single 
color which will dominate the fashion 
spectrum by two- or three-to-one. Other 
important trends which have been ob- 
served are: the return of sharkskin as 
a staple item of the male business ward- 
robe; the brightening of topcoats with 
new patterns, reversing the well-estab- 
lished monotone covert and gabardine. 

The coming Spring and Summer sea- 
son will be vivid with color and pattern 
in sportswear, Mr. Rothgerber pre- 
dicted. “Lacquer red” will be high 
fashion in slack and sports shirts, and 
sports jackets will take on livelier hues 
and color design. “Iridescents,” a 
woolen material which has a different 
color on the inside and out, will reap- 
pear in slacks. “Black gray” is slated 
for extreme popularity in college and 
university circles, particularly in the 
East, accompanied principally by blazer- 
type jackets. Campus footwear, he said, 
will lean heavily on the Norwegian 
moccasin and the ali-white, red-rubber- 
soled shoe. 

The selection of woolen fabrics, 
which were presented for the commit- 
tee’s inspection, as representative of 
general trends in the industry, were 
shown through the cooperation of Her- 
bert R. Leeds, Inc. 

At the meeting of the Children’s Shoe 
Style Committee, Mrs. Betty Green, 
fashion editor of Parents’ Magazine, 
presented a preview of children’s 

[TURN TO PAGE 108, PLEASE] 
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W ISE merchants realize that BRAND 
NAMES are as essential to profitable 


operation of slipper departments as they 9 


are to shoes. Customers know what they 
want and will not accept substitutes for 
known brand slippers like SKI-CAPERS 
and COSSACK BOOTEES, trade 
marked brands of CONSOLIDATED 
FOOTWEAR CORPORATION. 


** Design Registered 








U.S. Pat. Off. 


Born SKI-CAPERS and COSSACK 
BOOTEES enjoy a nationwide rep- 
utation for being the finest slippers 
available in this field. They are easily 
identifiable by the excellence of their 
workmanship and the richness of their 
materials, marked by their colorful elec- 
trified shearling trimmings and collars. 
When they ask for SKI-CAPERS and 
COSSACK BOOTEES, be sure they get 
Genuine CONSOLIDATED FOOT- 
WEAR CORPORATION trade 
marked brands. 


7 Hoorwear 
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*Trade Mark Registered 


CORPORATION 284*2%2 
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GOODYEAR 
CONSTRUCTION 
' 






Tested constuction features, plus 
strong national advertising, bring 
repeat ‘‘calls’’ that make your 
cash register ‘ring’, and keep this 
line always “busy” . . . for YOU! 


THE VIRGINIA SHOE COMPANY, INC. 
RAPPAHANNOCK DIVISION, FREDERICKSBURG, VIRGINIA 








Styles and Prices 
Topic at Show 
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fashions for Spring, and emphasized 
the tremendous promotional possibilities 
for retailers in a direct tie-up between 
the clothes which mothers will buy their 
children for Spring and the shoes 
which should be worn with those cos- 
tumes. 

Spring fabrics and Spring fashions 
presented were created by leading 
children’s wear designers especially for 
this occasion. Blow-ups of typical store 
ads were displayed to show how oppor- 


tunities for tie-up of shoes with apparel 
have been missed in the past. Sug- 
gested ads utilized footwear and fashion 
information in order to point up spe- 
cial shoes for special outfits. 

Among the significant apparel trends 
for younger customers which will have 
a decided bearing on the shoes sold this 
Spring are the rounded silhouette, with 
distended hipline, flared back in both 
coats and suits for children of all ages. 
These call for softer, more dressy shoes, 
and for co-ordination in color as well 
as in pattern and material. The circu- 
lar flaring skirt—the “dancing” skirt— 
is a natural for promotion of “dancing” 
shoes — for instance, the ankle strap 


Mary Jane — in all size ranges, Mrs. 
Green emphasized. 

Navy blue offers itself as the biggest 
single color for Spring, with possible 
tie-ups in navy shoes, both in sueded 
and smooth leathers, red, brown, as 
well as the more staple black. 

The “Sub-teen” girl, long neglected 
by identifying her with the “crowing 
girl” was shown to be an individual in 
her tastes and needs, fitting neither 
into the children’s group nor into the 
teen group. Her clothing needs have 
been met by new fashions designed 
especially for her, but her shoe needs 
are not yet met adequately by juvenile 
manufacturers, it was pointed out. The 
In-betweener, as she was called, needs 
smartly styled shoes to complement her 
new smartly styled clothes, and it is 
the task of the juvenile shoe manufac- 
turers to supply them. 

New teen fashions for this most 
fashion-minded customer concluded the 
showing of Spring styles for the juve- 
nile customer. 


Why Shoe Sales 
Have Declined 


[CONTINUED FROM PAGE 75] 


sales recorded during the first 8 months 
of this year. 

“In the period of economic adjust- 
ment and readjustment, we have been 
experiencing since the war the crucial 
issues are frequently obscured hy tem- 
porary market developments. In the 
shoe business, for example, the vital 
problem should be obvious to every re- 
tailer and manufacturer, namely. in 
what volume are shoes being absorbed 
at the present price level. This ques- 
tion may seem almost too obvious, yet 
the fact remains that the entire struc- 
ture of our non-durable goods indus- 
tries is determined primarily by the 
rate at which goods are absorbed across 
the retail counter. Should consumer de- 
mand slacken or falter then inevitably 
manufacturing and primary markets 
are also affected. 

“One of the reasons why the signifi- 
cance of retail sales has been difficult 
to grasp in the shoe- business is the 
sharp variation in conditions affecting 
better grade and volume shoes. Practi- 
cally all trade reports since early this 
year point to relatively better main- 
tained demand in the top brackets com- 
pared with the volume grades. I am 
not sure that the variation disclosed in 
the shoe business can be understood at 
short range; it may be a long time be- 
fore we understand what has taken 
place and what it may mean for the 
future of the shoe business. Some of 
the probable reasons are worth noting. 

“For example, it seems reasonable 
to suppose that wartime experience 
with quality, induced by shortages and 
rationing, has stimulated demand’ for 
better grades. However, it is also pos- 
sible that an advance in the price of 
shoes tends to funnel consumer demand 

[TURN TO PAGE 147, PLEASE] 
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AW OTD00R SHOES 
Atl (WE WAY [ROME 


@ Here is a year around style . . . combining oxford 
height and protection, with all-American moccasin 


mood and treatment . . . a new smarter pattern 









that provides sheer tailored comfort . . . Taylor ZR 
SHUGOR comfort, if you please . . . and trim 


SHUGOR fitting. 


Write early for action on this up-and-coming style! 


THOMAS TAYLOR & SONS, INC. 
Hudson, Mass. 





...- FOR LIVELY LOAFERS 


..- FOR COLLEGIATES 


Copr. 1947 Thome: Toyltor & Sons, inc. 
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“..and, Gentlemen, here’s how 


FIBRE-SORTING 








makes good shoes 


BETTER” 
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These photomicrographs tell the story. Note that the 
fibre structure of A and B are very similar . . . while C is 
obviously different. A and B would be well mated in a pair 
of shoes since both would wear at about the same rate. But 
to match either A or B with C would result in very uneven 
wear .. . and probably a customer complaint. 


&. ngland. Whatton 


FIBRE-SORTED 
SOLES 


Cut soles and sole leather 


England-Walton’s experienced craftsmen match sole 
Pure oak bark tanned 


leather with great accuracy to insure more even flexibility 
. . . longer, more even wear. That’s why England-Walton 
FIBRE-SORTED SOLES make good shoes better . . . 
give your customers a p/us feature that keeps them com- 
ing back for more, season after season. 


England- Walton Division 


A. C. LAWRENCE 
LEATHER COMPANY 


Now that shoe customers are again looking for extra 
value in the shoes they buy, you'll do well to consider what 
England-Walton FIBRE-SORTED SOLES can do for 
your business. 
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RECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE TRADE 


Prices Keep Buying Low At Leather Show 





Heavy Turnout Sees Unchanged Price Level, Short Supply of High 
Grade Leathers, and Emphasis on Color; Hide Market Strong. 


New York—Continuing high prices 
and strong demand for scarce high 
grade leathers did not prevent the 
gathering, at the Leather Show of the 
Tanners’ Council of America on Sep- 
tember 4 and 5, of one of the largest 
attendances in the event’s history. 
While leather orders taken by the 81 
exhibitors were conceded to be gener- 
ally light, as a sampling of opinion 
indicated, it was felt that this*was the 
natural economic result of an abnor- 
mally high price level in the over-all 
leather market and the ever-increasing 
strength of demand for high grade 
leathers which tanners cannot now 
fully supply. Actual business transac- 
tions therefore centered around the 
medium grades, with fast delivery a 
primary aim of the buyers, it was 
noted. Caution kept commitments to a 
short term basis. 

It was estimated that the level of 
leather prices was some 5 to 10 per cent 
higher than at the Leather Show last 
March and on many types of kidskin 
and better grade sole leather advances 
were quoted as 25 per cent higher than 
during the Spring. 

Supporting the contention of many 
that the hide market will remain strong 
for some time, hides were quoted in 
the Chicago packer exchange as firm 
to higher during the leather show. 

With shoe manufacturers buying 
leather on short term policies and tan- 
ners buying hides on the same basis, 
it was to be expected, said one large 
exhibitor, that the show was largely to 
serve as a medium for the coordination 
of leather styles and colors and as a 
market place for future business good- 
will. 

Irving R. Glass, executive vice-presi- 
dent of the Tanners Council, at a 
luncheon meeting, observed the signifi- 
cance of the fact that while total shoe 
production has dropped 17 per cent so 
far this year, production of leather 
shoes has declined only four per cent. 
He said tanners were trying as best 
they could under present conditions to 
satisfy the bulk of this remarkable de- 
mand for good shoes and leather prod- 
ucts. 


Leather Color Trends 


Leathers for men’s shoes, as is tra- 
ditional, showed few changes in color or 
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style, but women’s leathers demon- 
strated many of the new possibilities in 
color and style variety. 

Of special interest in the lighter 
weight leathers tanned for women’s 
shoes were metallic finishes and pastel 
shades. Among the former the pure 
14 karat gold finished kidskins and 
cabrettes were noteworthy. Bronze and 
gunmetal were repeated for Spring. A 
wide range of very pale pastel, as well 
as deeper novelty colors, was the out- 
standing contribution of one kidskin 
tanner. A smaller range was ghown by 
a few other tanners. Elk finishes dyed 
in light blue, pink, green and yellow for 
casual shoes were especially noted. 

A growing demand for color has been 
observed, greater, it has been added, 
than can be supplied. Several leading 
tanners reported that they intended to 
confine their colors for Spring to staple 
black, several browns and tans and 
navy. Among the browns, Town Brown 
continued. to hold an important posi- 
tion. The warmer darker brown tones 
were also included by leading tanners 
as essential style colors for Spring. 
Cocoa shades were also shown in suede. 
The popularity of red is expected to 
continue. One calf tanner showed three 
reds plus a cordovan shade for women’s 
shoes. Green, the lighter Spring version 
called Green Pepper, and gray also ap- 
peared in many lines but probably no 
tanner of women’s leathers, with a few 
possible exceptions, began to do the 
color job that he would have liked to 
do. As in the past, one leading calf 
tanner confined novelty colors to his 
alligator grains. 

A few points were noted regarding 
finishes. Crushed kid, it was reported, 
is being viewed with new interest. 
Shown by one tanner with a 24 karat 
gold finish it had a very new look. 
Another tanner featured crushed and 
shrunken kid in styles ranging from 
walking and casual types to dressy. A 
number of grains of longstanding 
popularity were shown, including at 
least one new calf grain, “London 
Grain”, recommended especially for tan 
shades. Snakeskins in beautiful nov- 
elty colors were shown and the same 
gold finish had been applied to snake- 
skin as to kid. 


Attendance Moderate At 
Allied Products Exhibit 


New York—tThe Allied Shoe Products 
and Style Exhibit, held September 3, 
4, 5 at the Hotels Belmont-Plaza and 
Commodore here, was termed success- 
ful, in point of business done, by most 
of the 70 exhibitors of styles, fabrics, 
lasts, soling materials, ornamentations 
and related shoe products other than 
leather. 

The first day of the show on Wednes- 
day brought few buyers but the two 
remaining days, coinciding with the 
leather show of the Tanners Council 
of America in the nearby Waldorf-As- 
toria, showed the influx of shoe manu- 
facturers and retailers here from all 
parts of the country. Of the various 
explanations for the unusually slight 
attendance, perhaps the most plausible 
was the present natural obsession of 
shoe manufacturers with the leather 
situation, and thus the leather show, 
which tended to exclude for the present 
other considerations. 

A sampling of the exhibitors indi- 
cated, however, that buyers who at- 
tended the show came to make commit- 
ments rather than simply view the 
offerings. 


Analyze Shoe Inventory 
Situation 

New York — The National Shoe 
Manufacturers Association, here, in a 
recent bulletin surveyed the current 
shoe inventory situation and summar- 
ized its conclusions as follows: 

1) Production in excess of sales 
should be regarded as a red flag and 
developments should be closely watched. 

2) The increase in retail inventories 
which already has taken place prob- 
ably is not sufficient to restore stocks 
to a satisfactory service level. 

3) A further increase in retail in- 
ventories probably will occur regard- 
less of whether such increases are of 
a voluntary or involuntary nature. 





Named High Style Shoe Buyer 
At Burdine’s 


BaLTImMorE, Mp.—Parker E. Dorsey, 
formerly buyer in the shoe department 
at Stewart & Co., here, has accepted the 
post of buyer in the style and high 
grade shoe section of Burdine’s in 
Miami, Fla. A successor to his job at 
Stewart’s has, as yet, not been named. 








Start Announcement Mailings 
For M.A.S.R.A. °48 Shoe Show 


PITTSBURGH, Pa.—The initial an- 
nouncement of the 1948 Shoe Show of 


the Middle Atlantic Shoe Retailers” 


Association, scheduled for Jan. 25, 26 
and 27, is being mailed this month to 
all exhibitors who have displayed an- 
nually at the association’s shows from 
5 to 32 years, it has been revealed. 

Other mailings are scheduled as fol- 
lows: to the four year group, Oct. 1; 
three year group, Oct. 11; two year 
group, Oct. 20; one year group, Oct. 27: 
and on Nov. 1 there will be a general 
mailing to manufacturers and whole- 
salers. Reservations from the latter 
group will be assigned rooms in order 
of receipt of signed application, with 
check for cooperators fee. 

It is urged by officials of the M.S.R.A. 
that reservations for display room be 
sent in promptiy since space is limited. 


New Yorker Show Has 
Heavy Advance Reservations 


New YorK—The Shoe Manufactur- 
ers’ Spring Opening, scheduled to open 
at the Hotel New Yorker, October 5th, 
running through the 9th, has the larg- 
est advance reservations from manu- 
facturers and buyers in twenty-one 
years, according to Eugene A. Rich- 
ardson, managing director of the show. 








“With new styling and new ma- 
terials, manufacturers in the popular- 
priced group are going all-out to fur- 
nish footwear that must take the place 
of the higher priced leather and for 
that reason alone, thousands of buyers 
in chains, department stores and 
specialty shops see this show as the one 
that will keep them in the four to six 
dollar retail price range,” Mr. Richard- 
son stated. 





E. J. Wachstein Appointed 
Merchandise Manager 


PHILADELPHIA—The appointment of 
Emanuel J. Wachstein as general mer- 
chandise manager of the A. H. Geut- 
ing Company, Philadelphia, has been 
announced by William A. Geuting, 
president. Mr. Wachstein will head 
buying and merchandising activities of 
all departments in the Chestnut Street, 
Germantown, and Ardmore stores. 

Mr. Wachstein, who has been buyer 
of womens shoes for the last 12 years, 
has been with the Geuting organiza- 
tion for over 20 years. He joined the 
company as a salesman after gradua- 
tion from Camden High School in 1927. 
During this period he has become well 
known throughout the industry and has 
served terms on the Style Committee of 
the National Shoe Retailers Associa- 
tion and the Color Committee of the 
Tanners’ Council of America. 





Business Strong At Guild Spring Opening 





Low Inventories and Revived Retail Sales, After Summer Heat, Bring 
Heavy Attendance, Good Business To Guild of Better Shoe 
Manufacturers Advance Spring Opening. 


New YorkK—A large attendance of 
buyers, stimulated both by a late Sum- 
mer pickup in sales of high grade 
women’s shoes and low retail inventor- 
ies, filled showrooms of member firms 
of the Guild of Better Shoe Manufac- 
turers, during the recent Advance 
Spring Opening. Substantial orders 
were placed, it was reported, by old 
customers and a number of retailers 
who had not carried high grade shoes 
before. 

This was the tenth of the five-show- 
ings-yearly program, inaugurated by 
the Guild to stabilize production and 
delivery of new shoes. 

Irving E. Grossmann, president of 
the Guild and executive director of the 
manufacturing divisions of I. Miller & 
Sons, pointed out that despite the ex- 
tremely hot weather in August, the 
need for new shoes was being keenly 
felt by retailers. He also commented 
that the shoe industry did not intend to 
enter the controversy about longer 


garment lengths, but would provide 
footwear for use with long, medium and 
short length. 

It was noted that the shortage of 
high-quality suede and smooth calf is 
causing some late deliveries of shoes 


already on order, and concern was 
evinced about the future of the leather 
market. 

Commenting on the current inventory 
situation, S. J. Philioson, second vice- 
president of the Guild, said, “Not only 
have retail shelves been cleared of un- 
wanted shoes, but lines that were added 
as a wartime emergency have been 
eliminated. All this makes possible a 
healthy open-to-buy condition.” 

A broad range of new shoe style 
trends were on view in the members’ 
showrooms. Patterns slightly higher 
over the instep were evident in all the 
collections, as were straps in ankle, 
T-types, crossed and multiple versions. 
The pump dominated, with the opened- 
up sling the favorite followed by the 
d’orsay with closed back and open toe. 
Sandals and sandalized types were 
stressed in all lines for resort wear, 
with openings at the shanks, toes, heels 
and cutout areas on the uppers. 

The influence of the closed-up theme 
was apparent. Decided buyer interest 
was reported in closed backs with open 
toes and in closed toes with open backs, 
with some all-closed shoes selling. 
Based upon sales and acceptance, 
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Dates to Remember 


Monthly Shoe Show, Chicago Shoe 
Travelers Association, Morrison Hotel 
Chicago. 

September 29, 30, October |, 

Monthly Shoe Show, Michigan Shoe 
Travelers Club, Hotel Statler, Detroit. 

October 5, 6, 7, 

Shoe Manufacturers Spring Opening, 

Hotel New Yorker, New York City, 
October 5, 6, 7, 8, 9, 

Annual Convention, National Shoe Trav- 
elers Association, Morrison Hotel, 
Chicago. October 23, 24, 

National Shoe Fair, Palmer House and 
Morrison and Stevens Hotels, Chi- 
cago. October 27, 28, 29, 30, 

Apparel Show, Ak-Sar-Ben Men's Ap- 
porel Club, Inc., Paxton Hotel, 
Omaha, Nebraska. 

November !, 2, 3, 4, 

Shoe Show, Northwestern National Shoe 
Travelers Association, St. Paul Hotel, 
St. Paul, Minnesota. 

November |, 2, 3, 4, 

Spring Shoe Show, Central States Shoe 
Travelers, Muehlbach and Phillips 
Hotels, Kansas City, Mo. 

November 2, 3, 4, 

Spring Showing, Midwestern Shoe Trav- 
elers Association, Paxton Hotel, 
Omaha, Neb. November 2, 3, 4, 

Spring Shoe Show, Mid-Continent Shoe 
Travelers Association, Biltmore Hotel, 
Oklahoma City, Okla. 

November 2, 3, 4, 

Advance Spring Shoe and Accessory 
Show, Southeastern Shoe Travelers, 
Inc., Sheraton Bon Air Hotel, Au- 
gusta, Ga. November 2, 3, 4, 5. 

Annual Convention and Shew, Texas- 
Southwest Shoe Retailers Association, 
Fort Worth, Texas. 

November 2, 3, 4, 5, 

Spring Shoe Show, Pennsylvania Shoe 
Travelers’ Association, William Penn 
Hotel, Pittsburgh, Po. 

November 8, 9, 10, !1, 

Spring Shoe Show, Indiana Shoe Trav- 
elers' Association, Severin Hotel, In- 
dianapolis, Ind. November 9, 10, II, 

Spring Shoe Show, lowa Shoe Travelers’ 
Association, Hotel Fort Des Moines, 
Des Moines, la. November 9, 10, !1, 

Spring Style Shoe Show, Southwestern 
Shoe Travelers Associotion, Ad>lphus 
end Baker Hotels, Dollas, Texas. 

November 10, I, '2, 13, 

New England Shoe Mortet Week, Hotels 

Statler and Copley-Plaza, Poston. 
November 12-20, 

Ohio Shoe Travelers Annual Spring 
Showing, Hotel Gibson, Cincinnati, 
Ohio. November 16, 17, 18, 19, 

Shee Show, Tri-Stote Travelers, Hotel 

Statler, Buffalo, N. Y. 

November 16, 17, 

New Enqland Shoe Market Week, New 
England Shoe and Leather Associa- 

tion, Hotels Statler and Copley 
Plaza, Boston. 

November 17, 18, 19, 20 

Porker House Shoe Show, Boston Shoe 

Travelers Association. Boston. 

November 17, 18, 19 20, 21, 

Shoe Show, West Coast Shoe Travelers 

Associates, Haas Building, Hotels 
Biltmore and Lankershim, Los An- 
geles, Cal. November 23, 24, 25, 26 
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HOME OF THE 
CHICAGO SHOE CLUB 


VISIT OUR TENANTS: 
Advanced Wool Skin Shoe Co. 


Americar Footwear 
Beeson, Sam A. 

Boot & Shoe Recorder 
Bowen, Barney 

Bristol Mfz. Co. 

California Slipper Co. 
Carolyn Shoe Co. 

Casuals Inc. 

Chapman, Julian H. 
Charlsam Footwear Corp. 
Chicagoland Footwear 
Consolidated Slipper Corp. 
Cossack Bootees, Inc. 
Desco Shoe Corp. 

Dodd, Dorothy Shoe Co. 
Dunn & McCarthy, Inc. 
Eastern Footwear Corp. 
Empire Specialty Footwear Co. 
Engquist, Iloward J. 

Enna Jettick Shoes, Inc. 
Evans, L. B., Son Co. 
Feltman & Curme Shoe Stores 


Fitzgerald, Sue M. 
Hi-Grade Footwear 
Hoeffel, J. F. & Son 
Hollywood Shoe Co. 
International Shoe Co. 
Jones, Maurice H. 
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Kay Karzmar Casuals 
Kline, H. J. 

Kling’s Theatrical Shoe Co. 
Knights-Allen Co., Inc. 
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Northern Footwear Co. 
Nurse Shoe Co. 
O'Connor & Goldberg 
Patterson, Warren D. 
Peterson, Robert J. 
Pfaff, Fred 
Queen Quality Shoe Co. 
Raymond, John B. 
=| Dr. Reed Cushion Shoes 
Saco-Moc Shoe Corp. 
Sawyer Moccasin Co. 

‘| Smith, Carl T. 
Syb Smith, M. C. Co. 
Starlet Footwear Corp. 
Sun Valley Boot Co. 
Swan Shoe Co., Inc. 
Vogue Shoe, Inc. 
Walker, E. J. 
Walker, G. F. 
Wax, Simon B. 
Wendt, Fred H. 
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i & \ For Information on Building and 


SUILDING |} 


Offices, Please Write or Phone 
CHAS. G. LINDEMANN 


STATE & ADAMS CL tot Notel 
} ie WME GORDON STRONG & CO. 


8 BG ov. © Co 0 


ONE HALF BLOCK FROM 
THE PALMER HOUSE 


September 15, 1947 






209 S. STATE ST. 
HARRISON 819! 
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BEST DESIGN + BEST ENGINEERING 
= ADRIAN PERFORMANCE 







She 
Adrian 


“SPECIAL” 


Why be satisfied with hess 7 


THE ADRIAN OFFERS MORE... 
FOR YOUR MONEY — IT'S THE FINEST 
IN X-RAY SHOE FITTING EQUIPMENT! 


New Catalogue on Request — No Obligation 
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Origuncilors of X-Ray Shoe Gilling 


2507 S. HOWELL AVE 


MILWAUKEE 7. WIS 





New Platform Treatment 


Developed 


New YorK—A partially concealed 
three-quarter inch platform that allows 
the foot to rest directly on the platform 
instead of on the inner sole has been 
developed by Cangemi, Inc., and is 
ready for production, it has been an- 
nounced by Salvatore Cangemi, head of 
the firm. 

Experimentation on this new idea 
has been taking place for several 
months. Developed originally as a de- 
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corative idea, this platform, as tests 
have proved, is both a functional and 
a style factor. 

It is being introduced in one-half 
inch and three-quarter inch heights in 
a number of Spring shoes and holiday 
styles. 

An interesting new ankle strap model 
has a lengthened line at the bottom of 
the vamp with cutouts near the base 
to show the new platform idea. The 
platform peeps through gold piped slit 
cutouts near the base of a new Spring 
pump in suede. 


Informative Price Cards 


| Act as Shoe Salesmen 


BINGHAMTON, N. Y.—The use of in- 
formative price cards in window dis- 
plays has shown excellent results at 
Dwyer’s Quality Shoes. Instead of 
simply noting the price of each pair of 
shoes displayed, Dwyer’s also mentions 
the brand name, often the range of 
sizes if it is greater or less than nor- 
mal, sometimes the type or purpose of 


| the shoe is mentioned, also a pithy sell- 





ing phrase. 

This information is neatly lettered in 
pen and ink on small white cards. Ted 
W. Dwyer, owner of the store which 
specializes in children’s footwear, says 
that he has followed this practice of 
informative labeling ever since he 
started in business more than a year 
ago. He believes that it is decidedly 
worth while. 

“People like to know something about 
shoes before they buy them,” he says. 
“Price is important, of course, but so 
are other things. You are much more 
apt to catch the attention and interest 
of window shoppers if you tell them 
about other things than price. Once 
their interest is aroused, price re- 
sistance is overcome. We have found 
that our informative price tickets get 
people into the store. They also speed 
up sales. Customers are more apt to 
know what they want. It is better for 
them to sell themselves than fur them 
to leave the whole job to the salesman.” 





Made Manager of 
Evansville Shoe Store 


EVANSVILLE, IND.—Paul R. Guilliams 
has taken over the management of 
Barker’s Shoe Store at 511 Main Street. 
He succeeds A. C. Bryant. 

Mr. Guilliams was transferred here 
from Lincoln, Neb., where he managed 
a store also owned by the Weiss-Neu- 
man Shoe Company. He has had 11 
years experience in selling shoes and 
managing stores. 

Mr. Guilliams is an Air Force vet- 
eran, having served on the adminis- 
trative staff at Langley Field. He has 
a wife and son and lives at 324 Keck 
Avenue. 





Market Plastic Foot Measurer 


Detrorr—A modern shoe size stick 
has been placed on the market by Rex 
Pla-Stik Co. of Detroit. Made of clear, 
bright, plastic the stick is easy to read 
and facilitates fast measurement. 

The slogan ‘a good fit makes a good 
customer’ is engraved in each stick as 
a constant reminder to clerk and cus- 
tomer alike that shoes must be properly 
fitted. 


New Manager 
CotumsiA, S. C.—Alfred Yglefias is 


the new manager of Butler’s, formerly 
Pollock’s Shoe Stores, 1531 Main Street. 
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cb Spray daily to help prevent Athlete's Foot 


wEwW- itt oe Spray daily to deodorize and sanitize both the 
shoes and the feet 


oP Spray daily for cooling, soothing, antiseptic 


* THESE MAGIC WORDS action. Stainless, greaseless, will not harm 
Stestesail ‘aan? cP nor discolor any fabric or leather 
pogh rte 
¢- ing on footwear, veld 9 out cP One application lasts 20 to 24 hours 
‘ ° prospects in repe 
eictheariad cP Fair Traded to protect YOUR profits 


Immediate Delivery—if your shoe finding jobber has not received 
his supply (packed 36 fo carton, spray included), write direct to 


a SHOE SANITIZER CORPORATION 


1100 E. 47th ST., CHICAGO 15, ILLINOIS 


September 15, 1947 16 





NEW su 


CLOGS and SANDALS for MEN 
AVAILABLE in TAN and BLACK 


Unique Construction Feature 
Builds Profitable Business 


For Jobbers And Dealers 


PATENTED 
SANDAL-STRAP 
PRINCIPLE 


MOLDED IN ONE PIECE 


Sandal strap principle molded in the rubber— 
extending from the base of the arch to the top of 
back of rubber—prevents the rubber from com- 
ing off or flopping at the heel under any service 
conditions. A dressy rubber for dress shoe tailored 
to fit with no gaps. 


A Profitable 
Line Te Retail 
CLOGS tan... $1.75 
black $1.50 per pair 
SANDALS (tan .. 32.00 
black $1.75 per pair 


FOLDABLE 


NO FABRIC OR FILLERS + 


PEATHERW EICHT 
e CLEANS INSIDE AND OUT 


Stock three sizes of cach item and cover the popular 


range of men’s shoes 


TINGLEY-RELIANCE RUBBER CORPORATION 


Established 1896 





RAHWAY, NEW JERSEY 











Retire from 60-Year-Old 
Apparel and Footwear Business 


MARQUETTE, MicH.—After 60 years 
in the clothing and footwear business, 
here, and 23 years in the same loca- 
tion, 107 South Front street, Samuel E. 
Rose and Philip Rose are retiring from 
active business, it has been announced. 

The ownership of Rose’s has been 
sold to Russel G. Weiner and Erwin E. 
Kohn. Mr. Weiner was formerly with 
Brill’s of Milwaukee, and Mr. Kohn 
had been associated with the Adam Hat 
sales division as district representative. 
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The business will continue to be con- 
ducted under the name of Rose’s. 





Completes Remodeling 


ALEXANDRIA, La. — M. Newstadt, 
owner and manager of Newstadt’s 
Shoe Store, announced recently that re- 
modeling of the store had been com- 
pleted, making it one of the most mod- 
ern shoe stores in Alexandria. 

The store has a staff of nine persons, 
and is furnished to seat 30 customers. 
John Goodwin is assistant manager. 





Form Committee to Coordinate 
Canadian Shoe Industry 


MONTREAL, QUEBEC—Under the name 
of the Footwear Co-ordinating Commit- 
cee, a new committee is now being 
formed within the shoe industry, here. 
Its sole purpose will be to correlate all 


| matters pertaining to the industry, ac- 


cording to chairman Frank M. Adams, 
for the good of the trade and the gen- 


| eral public. 


The initial organization meeting was 
held in the board room of the Shoe 
Manufacturers’ Association office, with 
Marcel Lalonde, of the Canadian Foot- 
wear Travellers Association, acting as 
secretary for the first meeting only. 

Mr. Adams suggested that commit- 
tee functions might be divided into 
three main divisions: first, they might 
act as a clearing house for all main 
problems and suggestions presented by 
the various divisions of the trade; sec- 
ond, all matters of public concern would 
be given a better understanding and 
greater strength, by a committee repre- 
senting all associations of the indus- 
try; third, problems complaints and 
suggestions could be discussed by the 
committee before any authorized ac- 
tion was taken by one particular asso- 
ciation. 

In this way, points under discussion 
could be cleared away before being 
placed on the records of any associa- 
tion’s minutes while other matters 
would be more properly presented. 

Suggestions to form the committee 
were made by the executive of the 
Canadian Shoe Retailers Association 
and it is believed that this committee 
has vast possibilities for coordinating 
the Canadian shoe industry. 

Present members of the committee 


| are as follows: A. J. Minister, of Good- 


rich Rubber Co. Ltd.; C. B. Parsons, 
of Dominion Rubber Co. Ltd., repre- 
senting the Rubber Manufacturers’ As- 
sociation; Eric Sabiston, Perth Shoe 
Co.: Paul Duchaine, of Ludger Du- 
ehaine. Inc.. representing the Shoe 
Manufacturers’ Association; Henri 
Cloutier and Marcel Lalonde, repre- 
senting the Canadian Footwear Travel- 
lers’ Association; D. A. Desilets. Mont- 
real shoe merchants; Frank M. Adams, 
Zeller’s, Ltd., representing the Canad- 
ian Shoe Retailers’ Association: Lionel 
Theoret, who was appointed permanent 
secretarv of the committee. 

The Tanners’ Association has been 
invited to appoint representatives to 
the committee, but as yet no appoint- 
ments have been made. 





Manages New Shoe Dept. 


BryAN, TEXAS—Jack J. Watson, as- 
sistant manager of the shoe depart- 
ment of Klein’s in Tyler, Texas, has 
been named manager of a new shoe 
department at Lester’s Smart Shop in 
Bryan, Texas. The store’s new shoe 
salon is scheduled to open in August. 
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DESCO 


SLIPPERS 


Desco salesmen are now out with an entirely 
new line of — 


CASUAL SLIPPERS 
BOUDOIR SLIPPERS 
HOSTESS SLIPPERS 





“Let's 


Go 


WITH 


Desco- 
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Beautiful Brocades, Lovely Lamés 
Scintillating Satins, Luscious Leathers 
(soft, rich and colorful) 
to retail profitably at 


$3 to $6 


Nationally Advertised. 


November Delivery 


DESCO SHOE CORP. 
47 West 34th Street, New York |, N. Y. 


Factories: Long Island City, N. Y. 
Webster, Mass. @ Brooklyn, N. Y. 


Showrooms: New York: Barbridge Building 
Chicago, Los Angeles, Dallas, Texas 


Ready for 


@ Auburn, Me. 
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BOOTS 


S 


COMPARE cuxir 


* Brown Smooth Lea. 


Uppers 

. senile Midsole 

* Leather Insole 

* Lea. Sock Lining 

* Long Arch Support 
Counter 


* Large Eyelets 
. eae Yellow Laces 





No. 262 Ladies’ 3-9 $4.85 
No. 261 Men's 6'/-12 $5.00 


* Brown Retan Uppers 
* Contrasti Trim 


* Pegged 
Shank 


* Long Arch 
Support 
Counter 

* Large Brass 
Oblong 
Eyelets 

* Pro Model 
No. 270 Ladies’ 3-9 $10.30 
No. 269 Men's 6'4-12 $10.50 


° os Brn. Retan 


Ppers 
* Contrasting Trim 
* Heavy Brown Ooze 
Lining 
* Same Construction as 
No. 270 
No. 268 Ladies’ 3-9 


$8.70 

No. 267 Men's oe 
.85 

Same as No. 


* Brown Re- 
tan Uppers 
© Unlined 
No. 266 Ladies’ 3-9 $7.90 
No. 265 Men's 64-12 $8.10 


* Cherub Brn. Retan 










* Brn. 
Sole 
° tee. Heel-Rub. Top- 


* Lea. Insole 
and Sock 


* Large Brass 
Eyelets 


$5.85 


No. 264 Ladies’ 3-9 
$6.00 


No. 263 Men's 6!/2-12 


IN STOCK for AT ONCE DELIVERY 
Terms: 2/10 N/30 Send for Samples 


ARNOFF SHOE COMPANY 

















New England Market Week 
Officially Announced 


Boston — Official announcement of 
the sponsorship of the New England 
Shoe Market Week, to be held Novem- 
ber 17 through 20 at the Hotels Stat- 
ler, Copley-Plaza and Parker House 
here, by the New England Shoe and 
Leather Association, was made recently. 

All applications for display rooms 
and booths, it was advised, must be 
made to the New England Shoe and 
Leather Association, 210 Lincoln Street, 
Boston 11, Mass. The application must 
be accompanied by check in full pay- 
ment of the fee for the room desired. 
No cancellation of display rooms or 
refund of participation fees will be 
made after November 1, 1947. 

The single entertainment feature 
scheduled for the show is the 210 Asso- 
ciates’ banquet and entertainment, 
which will be held on Tuesday, Novem- 
ber 18. 


Enlarge Building for 
Slipper Shop 


JACKSON, Miss.—At a cost of $15,500, 
the building at 416 East Capitol street 
will be remodeled and enlarged for 


occupancy by Roy Champion’s new 


Princess Slipper Shop. 

Mr. Champion, who has leased the 
Capitol street building, says alterations 
and additions will include a 60 by 61- 
foot addition for a total of 3,660 square 
feet of floor space. 


Owns Shoe Store Where 
He Started As Delivery Boy 


EVANSVILLE, IND. — The Walk-Over 
Boot Shop, of 411 Main Street, has just 
celebrated its 40th birthday. 

A 14-year-old, who started as a de- 
livery boy the day the store opened, 
now is running it. He is W. W. Wins- 
low, who has made the store his life’s 
work. 

The store was started by A. M. Daw- 
son, who was shoe department manager 
at Strouse and Brothers’ store. 

Young Winslow wasn’t content to be 
a delivery boy, with floor sweeping and 
window washing as a sideline. 











| 
| 
| 
| 


At the age of 16, Winslow was a | 


full-fledged clerk. A year later he 
was head clerk. His new duties also 
included handling window displays. 

Young Winslow liked his job, but in 
a few years he began to itch to run 
his own store. The same shoe sales- 
man who talked Mr. Dawson into open- 
ing a store here, talked Winslow into 
going to Terre Haute, Ind. to manage 
a store. He ran the store from 1918 
to 1924. Mr. Dawson wanted him back 
and offered him a partnership that 
still exists. Mr. Dawson died in 1930 
and Mr. Winslow took over full man- 
agement. The store has been in only 
two locations, 215 Main Street, and 
411 Main Street. Throughout the years 
the store has handled the same line of 
shoes. 








-. that’s 

the NAME 

to Remember 
if you want 
the Original 


FLUOROSCOPIC 


X-RAY 


SHOE FITTER 


SIMPLEX... 

FIRST in its Field 
for more than 25 
years. FIRST in 
Favor, TODAY. 


Ask about Special 
Matching Finishes. 








X-RAY 
SHOE FITTER %ac. 


3533 NORTH PALMER STREET 
WISCONSIN 


MILWAUKEE i 
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Look for Welico 

Foamtreads at the 
Chicago Fair 

Room 903, Palmer House 


Designed for teens and misses, 
Wellco Foamtreads appeal to every 


To Retail about 
woman who wants to look and walk 
4.95 and 5.95 young. In black, brown, white and 
full range of fashionable colors and 


combinations. Elk-tanned and suede 
splits, sizes 4-9, widths narrow and 
medium. 


, al] if 





Wetico 


On the foot, trim lines, youthful style, perfect it. Under the foot, a patented** sole of 


ee 


*Trade Mark Reg. U.S. Pat. Office 


leather and air—air imprisoned in millions of tiny foam rubber cells. You'll 
walk on air, literally, in this lightest, springy-est, smartest shoe! Every retailer 
who has seen Wellco Foamtreads has responded with enthusiastic acceptance 
al of this exciting new shoe. It will be promoted through full-page full- 
WS color advertisements in Vogue, Seventeen, Charm, Mademoiselle, 
Glamour and Calling All Girls—plus a complete merchandising 
| program—displays, dealer helps, sales training book- 


lets. Get in at the beginning to profit from Wellco 


Foamtreads. Write today for details. 










-u.s.patestswc WELLCO SHOE CORPORATION 
19557204-21682430 


Other Fats. Pend. WAYNESVILLE, NORTH CAROLINA 
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N. Y. Manufacturers Predict 
Styles for Women’s Shoes 


New York — Statements made by 
members of the Guild of Better Shoe 
Manufacturers, during the group’s Ad- 
vance Spring Openings here, indicated 
a pervasive optimism concerning the 
retail shoe business but certain differ- 
ences of opinion as to what features of 
women’s shoes would most satisfy the 
consumer. 

“A cross-country survey of antici- 
pated conditions based upon contacts 
with consumers proves there is less re- 
sistance for shoes retailing over $22 
per pair than prevailed during the pre- 
vious season,” I. E. Grossmann, presi- 
dent of the Guild said. “It is apparent 
women favor shoes with established 
brands of good reputation.” 

Lou Sachar, first vice-president of 
the Guild, in asserting that new shoe 
styles will continue to do business with- 
out price reaction, said the closed toe 
picture will grow in importance along 
with the bright colors. 

Samuel J. Philipson, second vice- 
president of the Guild, advanced the be- 

| lief that quality and fit in standard 
fashionable models were more impor- 
tant features to the consumer than 
radical style changes, and John L. 
On The Face Of The Earth! Jerro, treasurer, said “ .. . there will 
be a good demand for resort shoes, eve- 
, ning footwear and boudoirs.” 
MRS. DAY S Trends noted by Morris Wolock were 
= interest in colored snakes, the popu- 
larity of clogs, and the importance of 
ae platforms in the % inch height, while 
BABY SHOE CO. Benjamin D. Schwartz said, “Women 


want dressy shoes, platforms, ankle 
/ DANVERS, MASSACHUSETTS 





# @ 
The Shoe Of The BABY Determines 
The FOOT Of The ADULT 


IDEAL 
iy 2 ROE m Best eee 
ABest Le Baby oS i 


Made With Exacting Care 
From The Choicest Materials The Market Affords For The 
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straps and ultra-smart dressers want 
the closed-up toe.” 






71 WEST 35th STREET 


NEW YORK 1. N. ¥ Other comments on style movements 


were: “We expect to do a lot with eve- 
ning shoes in gold, silver, satins, bro- 
eades and hand-tooled leathers. Colored 
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One of Founders Retires 


From Business 


New York—The Bon Tell Footwear 
Corporation, 12 West 21st Street, here, 
has announced that Nathan Mitchell, 
the treasurer who has been associated 
with the firm since its inception, has 
decided to retire from the business and 
will remove to California. 

The remaining officers and stock- 
holders, J. Bernofsky and Samuel Rab- 
kin, who originally started the business 
with Nathan Mitchell, will continue as 
heretofore and no change in the opera- 
tion is contemplated. 
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Sells Interest 
In Shoe Business 


Derroit—The Ideal Shoe Store, 
north end neighborhood shop at 9026 
Twelfth Street, has been taken over by 
Rubin Folkoff. The store has been 
managed for the past year by Betty 
Abramson, following the death of her 
father, Harry Abramson, who operated 
it for many years, but the Abramson 
family has now disposed of all assets 
in the shoe business. 

Folkoff has been in the shoe business 
here about 15 years, and was formerly 
with A. S. Beck, and other chain stores. 


reptiles as trims on white look inter- 
esting for resort wear”—Irving Lauer; 
“Pumps with both vamp detailing and 
ornaments will sell . . . The d’orsay 
with closed back and open toe is our 
number one pattern in volume, but the 


sling pump remains and will continue 


to be very active.” — Barney Fox; 
“Many retailers are asking about the 
closed toe, but it’s real acceptance has 


| not yet been felt.”—-Charles Fox; “Shoes 


with unusual opened-up treatments 
should be very acceptable for resort 
selling along with interesting high- 
front ideas. Heels are higher and slim- 


mer.” — Salvatore Cangemi; “Some 
closed toe, ‘ladylike’ shoes will be 
bought . . . there is a little interest 
in the slightly tapered toe. I believe 


there is still a place for ornaments.”— 
Myron Buechler; “There will be lots of 
open shoes selling . . with an in- 
creased demand for more closed toes 
with open backs in dressy types. High 
front shoes that are open and yet have 
a closed look should be good. The 
general trend is toward the dressy.” 
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Soft-sole type, made over the “true ballet” last for comfort and today. 
smartness. 
Style 12--Fully lined, in black or white kid, $2.35 
Style 13—Same as style 12, in black suede, $2.35 
Style 12-0—Same as style 12, except unlined construction 
in black, white, red or green kid, $2.00 
Style 13-0—Same as style 13, except unlined construction, 
in black suede, $2.00 
Style 16—Seamless one-piece pattern, Faille lined, in 
tintable white, pink or black satin, $2.35 
Style 14—Same as style 16 in distinctive gold or silver, 
metallic fabric, $2.85 
Available in medium width, full sizes 
only,3 through 10. There is a service 
charge of 10c per pair on all orders 
of less than 12 pairs of a style. 


PRIMA, Inc. 


166 N. Third Street, Columbus 15, Ohio 
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Wetherhold & Metzger Opens Salon 





The new women's arch shoe salon shown in the photograph is located on the 
second floor of the well-known firm of Wetherhold & Metger. The use of large 
areas of glass end mirror at right serves to create an illusion of greater width 
aad also adds a luster to the decor otherwise lacking. The color scheme is rich 
yet restful, with drapes of dusty rose, light gray carpeting, cerise upholstery on 
the love seats, and chairs and fitting stools covered in green. 


ALLENTOWN, Pa.—An ultra-modern 
arch shoe salon for women was recent- 


ly opened on the second floor of Weth- 
erhold & Metzger, here, at 719 Hamil- 
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Means More Profit 
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Style 850 
Black Kid—Soft Toe 


HI-TOP BOOT 
Sizes 4-9 
EEE WIDTH ONLY 


ALL IN-STOCK 







STREET 
30, PA. 


NORTH 19TH 


ESTABLISHED 1817 





ton street. The new salon is the cul- 
mination of a plan conceived ten years 
ago by Owen W. Metzger to build a 
luxurious, high style salon carrying 
specially built shoes. 

The interior design of the salon in- 
cludes most of the modern devices fea- 
tured by architects in merchandising 
operations of this type, including 
shadow boxes set in mirrors to display 
both shoes and accessories. 

The entrance, which is constructed of 
full-length glass, may be reached by 
elevator or by an outside stairway. 

Many of the ideas incorporated in the 
salon were obtained by Mr. Metzger 
on business trips throughout the coun- 
try, and incorporated into the master 
plan originating with him. 





Annual Clambake of Farr 
Shoe Stores Held 


ALLENTOWN, Pa.—More than 275 em- 
ployes and guests of the Farr shoe 
stores in Allentown, Bethlehem, Easton 
and Reading attended the annual clam- 
bake recently at Mountain Crest Park 
on Lehigh Mountain. 

During the afternoon and evening the 
group enjoyed a ball game, cards, danc- 
ing and numerous games and contests. 
A large number of guests representing 
shoe factories, suppliers and out-of- 
town stores attended the outing. 
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British Cut Shoe 
Retailer’s Profit 


LONDON—A cut in profit has been dic- 
tated to the British shoe retail trade 
by the Government, on the grounds 
that increasing turnover justifies a re- 
duction in the permitted profit margin. 
The system now operating in Britain 
is that the greater bulk of all produc- 
tion of essential goods is classified in 
a standardized range of utility qual- 
ities, on which a basic profit margin 
is allowed. Non-utility ranges form a 
small proportion of production, de- 
signed to maintain craftmanship and 
style leadership, and on these ranges a 
rather better margin is permitted. 

The rising trend of footwear sales 
have led to the reductions in profit mar- 
gins. That these are not welcomed by 
the trade and indeed in some instances 
strongly opposed will be evident. In- 
creased turnover is an excellent reason 
for making such a change if other fac- 
tors remain constant and the increased 
turnover is maintained. Experience in 
the garment industry—where a similar 
cut in permitted margins was made on 
the basis of increased turnover which 
did not then happen—makes this 
change a less welcome one. 

During the discussions which pre- 
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ceded the decision to reduce these mar- 
gins, the retailers’ representatives 
asked for an additional retailers’ mar- 
gin on multiple fitting shoes. The Board 
of Trade are considering this, but have 
first to assure themselves that the en- 
couragement of the production of what 
are now known as multiple fittings 
shoes is in the best interests of the foot- 
wear industry as a whole. 





Five Promotions Made 


In A. S. Beck Stores 


New YorK—Five promotions in the 
retail organization of the A. S. Beck 
Shoe Corporation were announced here 
recently. 

The advancements were revealed as 
follows: William Dubov, formerly as- 
sistant manager of a Beck store at 14th 
Street and Broadway, New York City, 
has been appointed manager of the 
company’s unit in Jamaica, N. Y.; 
Simon Weinstein, a salesman in a Fifth 
Avenue unit, has been made assistant 
manager of the Delancey Street store 
in this city; John O’Bryne, assistant 
manager at Highland Park, Mich., has 
been transferred to Royal Oak, Mich.; 
Sam Scherr, assistant manager at 
Third Avenue, New York City, has been 
appointed assistant manager at Tre- 
mont Avenue, Bronx, N. Y.; and Meyer 
Hack, assistant manager of the De- 


y 
HAR wad 
“Genuine Draw Strings.” “LEATHER SOLES.” 


No. 21-601 Black Leather $2.35 
No. 24-601 Black Suede 
No. 25-601 Blk, Gabardine 2.00 

TERMS: 2%—1!0 DAYS; NET 30 






No. 97-601 Black Satin .. 2.25 
No. 96-601 White Satin 2.25 
M Wortns 4/9—Orper Now 


2.35 


1304 W. éth St. 


HARVEY SHOE CO. cisveiced 13, otic 


lancey Street store, has been made as- 
sistant manager at Third Avenue, here. 





Former Retail Shoe Man 
Made Real Estate Agent 


PITTSBURGH, PA.—Announcement was 
made recently of the appointment of 
Everett L. Pigman as representative of 
W. M. Hall Company, well known Mt. 
Lebanon, Pa., real estate and insur- 
ance organization. 

Mr. Pigman, a resident of Mt. Leb- 
anon for 20 years, was formerly owner 
ef a retail shoe store in East Liberty. 
He is widely known in Mt. Lebanon, 
being a director of the Civic League 
and chairman of their celebrations com- 
mittee. 

Mr. Pigman will be located at the 
firm’s offices, 695 Washington Road, Mt. 
Lebanon, after Sept. 1. 





Correction 


A news item in the July 15th issue of 
the RecorDER (page 83), under the 
headline, “Store Changes Ownership,” 
incorrectly gave the location of the 
Walk-Over shoe store as Manchester, 
N. H. The store actually is in Dover, 
N. H. It has been brought to our at- 
tention that the only store selling the 
Walk-Over line, in Manchester, is the 
G. W. Dodge Shoe Company. 
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About Shoe People 


Stephen Clow, executive of the Spaul- 
ding Fibre Co. in Rochester, N. H., 
whose products include shoe counters, 
was guest speaker at a recent meeting 
of the Farmington Kiwanis Club. His 
topic was “The Story of Fibre.” 

W. A. Creason of Jonesboro, Ark., 
has soki the Bargain Shoe Store to 
Charles Vaughn. The latter plans to 
add considerable new stock, it is under- 
stood. 





. * > 


Dave Tucker, who was associated 
with I. Mathes & Sons Shoe Company 
for the past 20 years, as salesman, 
joined Schneider Shoe Company, St. 
Louis, effective July 1, 1947. 

7 7 > 

Max Gertler, former secretary-trea- 
surer of Karl’s Shoe Stores, Inc., Los 
Angeles, Calif. has opened his first 
unit of several stores at 7384 Beverly 
Blvd. He is carrying Sandler of Bos- 
ton children’s shoes exclusively. Gert- 
ler is also completing plans for his sec- 
ond store in Pomona, Calif., which will 
open in June. 

7 . . 

Clay Crabtree has been appointed as 
manager of Leed’s shoe store, 922 Kay 
St., Sacramento, Calif. Crabtree was 
previously with the Vallejo-California 
store. 

7 > 7 

A & H Shoe Co., 212 So. Spring St., 
Los Angeles, who manufacture wo- 
men’s casual shoes, has announced its 
plan to incorporate under the name of 
Hollywood Miss, Inc. President of the 
firm is Abe Furman and Harry Binder 
is the secretary-treasurer. 

>. . . 

J. E. Saltz of the J. E. Saltz Junior 
Footwear, and G. L. Barnes of Barnes 
Footwear, have returned home (to St. 
Petersburg, Florida) again after a trip 
north where they viewed the fall shoe 
showings in Augusta. 

> > > 

Miss Nancy Winslow, only daughter 
of Mr. and Mrs. Williams Wilbur Wins- 
low, of Outer Lincoln Avenue, and Max 
Hartley, also of Evansville, Indiana, 
were united in marriage at St. Paul’s 
Episcopal church here recently. The 
bride has charge of the costume jewelry 
department in the Walk-Over Boot 
Shop, of which her father is part owner 
and manager. 

* > 7 

Sherman Henkebein has purchased 
Harry Young’s one-half interest in the 
Baynham Shoe Store at 323 Main 
street, Evansville, Indiana, according 
to an announcement of Frank Bayn- 
ham, manager of the local store. Mr. 
Henkebein now is co-owner of the busi- 
ness with Mr. Baynham. 

> > > 

George Aligier announces that he is 
now representing Modiste Shoes, Inc., 
and Lucky Stride. 
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Custom quality WELDWELT construction, selected OAK BEND outersoles and 
DALETAN leather innersoles make these rugged little boots light, flexible, 
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OocT. 5-9 
Walter Henley has taken over the 
Chicago territory of the Little Yankee 
Shoe line, showing them at the August 
18-20 show in Chicago. 
. > > 


Jerry Camras who has been asso- 
ciated with his father in the Palace 
Bootery at Harlem and Grand Aves., 
Chicago, will now travel for the Lake- 
side Shoe Co. 

i > > 

D. J. “Nick” Pagliuca has been named 
shve buyer for Steinfeld’s, in Tuscon, 
Arizona. He replaces Jack Kwass, who 
will open his own retail store here soon. 

> > = 

Robert C. Davidson has been made a 
partner of Davidson’s, women’s shoe 
store in Lansing, Michigan. Mr. David- 


=451 White Elk Majorette with White Tessel 


(net illustrated) 

Eoch size range pecked in cor- 
tons of 18 pairs of « style 
INFANTS (sizes 5 te 9) — $3.35; 
CHILDS (sizes 942 to 13)— $3.75; 
MISSES (sizes 1 toc 3) — $4.15 


Allow 4 Weeks for Delivery 
Terms: FOS Factory, NET 10 Deys 





FOOTWEAR, INC. 


wtitewrir ervision 


COOPERSBURG, PENNSYLVANIA 


son was a member of the firm for five 
years prior to four and one-half years 
in the Army. The senior partner of 
Davidson’s is Earl O. Davidson, spe- 
cialist in women’s and misses’ footwear. 
Davidson’s has been established in 
Lansing for 21 years. 
> > > 

O. Robert Ford and C. W. Tibbits 
opened their second shoe store, Ford’s, 
in Cedar Rapids, Iowa, in the latter part 
of August. The partners now own 
Tibbits-Ford shoe store. The new shop 
is a family store. 

Mr. Ford has been buyer of shoes for 
Killian Company of Cedar Rapids for 
the past 20 years and Mr. Tibbit has 
been merchandising manager of Killian 
Company’s basement department. 
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Sales Climb With Employee’s Spirits 





Three-Day Training Program, Recreation Roof, House Organ, Bor- 
rowing Plan and Employee Suggestion Box Part of Plan 
Creating Better Working Conditions and More Sales 


MEMPHIS, TENN.—“We’ve learned a 
lesson in the merchandising of shoes,” 
points out Mrs. H. “Billie” Hubbs, 
training director of Lowenstein’s de- 
partment store in Memphis, “and our 
volume is jumping.” 

“It has always been a recognized 
fact that consistent courtesy to cus- 
tomers pays dividends. Our courtesy 
problem was solved primarily by cre- 
ating an atmosphere in the store that 
enables our employees to stay in the 
right frame of mind throughout the 
day—and thereby naturally, and con- 
sistently courteous to customers.” 

In the 91-year old history of Low- 
enstein’s, courtesy has always been one 
of the most emphasized policies in the 
shoe department. Their definition of 
courtesy is “genuine and habitual po- 
liteness” and a salesperson in the shoe 
department is “not considered dressed 
for work unless he or she wears a 
smile.” 

“Last October,” Mrs. Hubbs said, 
“our president, A. R. Scharff, decided 
to promulgate a plan that would help 
employees to be courteous—and to se- 
cure increased sales of shoes.” 

Officers and department heads in 
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the store surveyed the situation and 
concluded that well-trained employees, 
working together in the right environ- 
ment were the kind needed to do the 
job correctly. A comprehensive plan, 
creating better working conditions for 
employees was the result. 

“Investigation proved that most new 
employees found it difficult to do a good 
sales job and be courteous,” Mrs. 
Hubbs points out, “because they didn’t 
know their job well enough and felt 
self-conscious as a sales clerk. Our 
sales training program has since reme- 
died this defective situation.” 

The formal training period is short 
but comprehensive—lasting 2% days. 
The major part of the indoctrination 
training is carried on by the older and 
more experienced employees of the 
store who are chosen for the job by 
their respective buyers. These em- 
ployees are carefully selected and 
thoroughly schooled in the correct 
methods of teaching others. 

Throughout the indoctrination train- 
ing the instructor constantly points out 
to the trainee the various ways of 
being courteous to customers. During 
the training course, the new employee 


is constantly reminded that “in the 
eyes of the public you are Lowen- 
stein’s.” 

The next part of the program out- 
lined by Mr. Scharff was tied closely 
around the store’s newspaper— 
LOWEN-Behold. “We wanted to make 
our paper sort of a family affair,” 
points out Mrs. Hubbs. LOWEN- 
Behold had long been a medium for us 
to reach our employees with important 
information concerning the store—and 
we wanted to continue using it for that 
purpose—but we decided to include 
more pictures and stories about as 
many employees in the store as was 
possible in 12 tabloid-size pages. 

“Each floor of the store and the 
basement has their own column,” Mrs. 
Hubbs points out, “which is chock-full 
of news about the numerous employees 
working in the store. The paper also 
averages 20 pictures of employees to 
each edition. 

Many employees at Lowenstein’s were 
making requests to borrow money; 
others wanted to have small sums de- 
ducted from their salaries on a payroll 
savings plan. The morning of Feb. 11, 
Lowenstein’s Employees’ Federal 
Credit Union was opened for business. 
Now every employee, from the porter 
on up, may deposit as little as 25¢ per 
week by simply authorizing the payroll 
department to make the weekly deduc- 
tions from his salary. Loans to needy 
employees are kept confidential and the 


4 Boot and Shoe Recorder 

















sum borrowed may be paid back 
through payroll deductions at the 
nominal rate of 1 per cent per month 
on the unpaid balance. 

As a result of other requests, Low- 
enstein’s Recreation Roof (opened 
May 1) makes it possible for employees 
to sip lemonade and munch sandwiches 
in the cool breeze during the lunch 
hours and off-periods. Opening day of 
the roof found the executives of the 
store serving lunches and waiting on 
tables. 

Many improvements in the methods 
of merchandising shoes can be traced 
back to the employees—thanks to the 
SUGGESTION BOXES installed as a 
result of Mr. Scharff’s detailed pro- 
gram. “Everyday, every week finds the 
boxes housing more and more sugges- 
tions for worthwhile changes in Lowen- 
stein’s facilities and services. 

“The suggestion box has helped the 
management and employees to do a bet- 
ter job,” said Mrs. Hubbs. “We've 
received some very excellent ideas 
which have enabled us to facilitate 
better service to our customers. Then, 
too, employees receive cash for their 
usable ideas and when a clerk can 
visualize changes taking place as a re- 
sult of his suggestions, he gets the 
feeling that he is not just an insignifi- 
cant worker but a vital cog in one big 
merchandising machine.” 








Ankle-Strap Sandals 
Popular in Wyoming 


CHEYENNE, Wyo.—Ankle-strap san- 
dals with high and medium-high heels 
have been getting the “nod” from Chey- 
enne’s more fashion-conscious women 
for August and early fall wear, it was 
reported by R. L. Chaney, owner of The 
Cheyenne Shoe Store. Many patrons are 
looking for footwear that will go well 
with the longer skirts and harmonize 
with the lines of the new fall fashions, 
he said. 

A multi-colored sandal] in suede, in 
combination of dove grey, porto plum 
and black, has been one of the numbers 
selected by Cheyenne’s “400”, while an- 
other popular shoe is of black doeskin 
with genuine python trim. Open toe 
and heel are demanded. 
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Exclusive Women’s Salon 
Opens in Indiana 


MicHicaN City, INp.—Shon’s Shoe 
Salon has opened an exclusive women’s 
shop at 811 Franklin Street. 

Artistically done in soft gray and 
chartreuse, the shop has one wall fin- 
ished with white and green Chinese 
print wall covering. A few shadow wall 
cases for displaying footwear add to 
the attractiveness of the room. Green 
carpeting, overstuffed furniture and 
modern chrome chairs complete the fur- 
nishing with the exception of the 
hosiery cabinet topped with glass dis- 
play racks where purses are shown. 
An unusual window background adds 
to the beauty of the shop. 

Only shoes in the window display and 
shadow boxes are visible in the shop. 
All stock is kept in the rear room. 
Meyer Shon is in active charge of the 
new business. 





Kinney Moves Store 


EVANSVILLE, IND.—G. R. Kinney 
Company, Inc., has made arrangements 
to move its shoe store from the location 
at 407 Main Street. 

The company has completed arrange- 
ments to locate at 507 Main Street. It 
has taken a 14-year lease on the prop- 
erty, which is owned by Charlotte R. 
Rudd. 

The new location is a part of the W. 
T. Grant Store. It will be completely 
remodeled, to provide considerably 
more sales and display space than now. 
The Grant Company will offset the 
space loss by extending into the second 
floor. 

The move will be made about January 
1, according to L. E. Hazlett, local Kin- 
ney manager. The new store will be 
in individual departments, including 
children’s, men’s, ladies, besides acces- 
sories, such as hosiery, handbags, 
gloves, wallets and polishes. 





To Manage Farr’s 
Reading Store 


ALLENTOWN, Pa.— Following the 
firm’s policy of filling managerial posi- 
tions from the personnel of their own 
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stores, Farr Bros. Co. has announced 
the appointment of James A. Gray as 
manager of Farr’s Reading store, suc- 
ceeding the late Alvin B. Rahn, who 
died on August 6th. 

Mr. Gray, who has been manager of 
Farr’s Easton store since 1931, has been 
with the firm for the past 21 years, 
having had previous retail shoe store ex- 
perience in New England cities and in 
Philadelphia and Reading. He as- 
sumed his new duties on September 8tb. 

Mr. Gray is a member of the Easton 
Board of Trade, Exchange Club and 
Northampton Country Club. He was 
formerly a member of the Easton School 
Board. 
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Hire Practipedist Graduates 
For Shoe Department 


PANAMA City, FLta.—Schneider’s De- 
partment Store has placed _ three 
American School of Practipedists grad- 
uates in the shoe department. They 
are J. A. Sellers, T. L. Baker and Mrs. 
L. Davis. Their training has been in 
the science of foot hygiene, appliance 
fitting and foot correction through 
mechanics. 

For those persons who will require 
more time and study than for the or- 
dinary purchase of a pair of shoes, the 
company has arranged to make ap- 
pointments for Thursdays. Tobie 
Schneider is owner-manager of the 
store. 


High Style Shoe Salon 
Completes Expansion 


ROCHESTER, N. Y.—In a cool setting 
of dignity and charm, The Harry 
Levin Company has opened a women’s 
shoe salon in its store at 66 East Ave- 
nue here. 

The opening put the final touch to a 
post-war program of expansion which 
got under way with the grand opening 
of the new Levin store May 20. 

The salon occupies the right section 
of the front of the store as the cus- 
tomer enters. It bears little resem- 
blance to the customary shoe depart- 
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ment, has no visible shoe boxes, no or- 
dinary fitters’ stools or rows of custom- 
ers’ seats. The salon area is dotted 
with modern furniture—blue velour 
covered chairs and pinkish grey up- 
holstered settees, and upholstered stools 
for fitters to match. The color scheme 
blends with the pale grey walls. 

On display in the salon are shoes 
and matching handbags in large 
shadow box wall cases. 

Marking the advent of the new de- 
partment, shoes take a permanent 
place in the front window displays. 
There they are fitted into ensembles of 
suits, dresses, furs, handbags and other 
accessories. The window displays ap- 
pear against a background of bamboo- 
like reeding under recessed, “high-hat” 
lighting. 

All stock is kept in an alcove off the 
salon, readily accessible but out of 
sight. 

The devartment is featuring a shoe 
line starting at $19.75. Sam Fritt, who 
has been associated with the retail 
shoe trade here for 20 years, is mana- 
ver of the salon. For the past 17 years 
he has been with B. Forman Company. 
The shoe department has been leased 
by Lou Kay of Kay’s Footwear, Ja- 
maica, L. I. 

Full-page display advertising in the 
daily press announced the opening of 
the salon. 


A. E. Leitstein is manager of the 


store. The Harry Levin Company be- 
gan as a fur shop on Joseph Avenue, 
from which it moved to Main and Clin- 
ton in the downtown area 13 years ago. 
There, ready-to-wear coats and suits 
were offered in conjunction with furs 
and a custom design shop. 

When the modern store was opened 
May 20 in the new location, dresses, 
blouses and other accessories were 
added. 


Jarman Store for Men 
Opened in Boston 


Boston, Mass.—Martin Brown, who 
owns and operates the Jarman Shoe 
Store at 13 Broadway, New Haven, 
Conn., opened a new Jarman store in 
Koston a few days before Labor Day. 
Strategically situated at 178A Federal 
Street, near the South Station, the store 
is in the direct line of traffic between 
that terminal and the financial and in- 
surance districts of the city proper. 

Though small, with a selling floor 
about 10 by 20 feet, the store is attrac- 
tively decorated. The wall of the win- 
dow and the interior wall which faces 
the shelving are of simulated woven- 
wood fencing which harmonizes with 
the pine finish of the shelving and other 
interior woodwork. The height of the 
ceiling has been made to appear less 
by being painted a considerably darker 
color than the walls above the shelving. 


Boot and Shoe Recorder 























FAMILY 





Unusual Properties 
Claimed for New Plastic 


NEWARK, N. J.—Blackburn Products 
Co. are now producing a new synthetic 
called “Tan-o-lite” which, according to 
I. R. Blackburn, president, is adaptable 
to a multitude of uses and possesses un- 
usual properties that make it a note- 
worthy synthetic. 

“Tan-o-lite is a product of two years 
of intensive research and refinement,” 
said Mr. Blackburn. “We've worked 
closely with automotive, aircraft and 
furniture designers to perfect a durable 
material, and one that is supple and 
strong. It tailors into auto seats, air- 
plane seats, chairs, outdoor furniture 
and is being used in fine luggage and 
ladies’ shoes as well. Tan-o-lite can be 
made completely flameproof. It is also 
waterproof and stainproof. 


Prepares New 1948 Catalogue 

A completely new shoe catalogue will 
be ready for distribution during the 
latter part of this year, according to 
a recent announcement by Jerome 
Kushins, president of Kushins, Inc., of 
Santa Rosa, California. 

This new catalogue will contain de- 
tailed information, including photo- 
graphs of the firm’s complete lines of 
footwear. These lines include boots 
for men and women, working shoes for 
men with problem feet, and shoes for 
boys. 
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for every pair of shoes in bey Family mage 








It’s not 
the beginning of 
the old Santa Fe trail... 

















Shoe men shown with an imposing number of those that dida't get away, after 
a day's fishing of Branford, Conn., in the power cruiser, “The Pied Piper,” are: 
(lett to right) Frank Loehmann, secretary of Lunds, Inc., lecding New Haven shoe 
store; Ralph Painchasd, New Englend representative for Pied Piper Shoes; Joha 
Loehmann, vice-president of Lund's, Inc.; John Lund, founder and president of 
Lunad's, Inc., and owner of the power cruiser, “The Pied Piper”; and Bill Kiss, vice- 
president of the Pied Piper Shoe Company. 
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Colorado 
Denver, Kemp Shoe Co, 


Florida 


Georgia 

Atlanta, Gramling & Collinsworth 
Ilinois 

Chicago, ay Bros, 

Peoria, John Moser & Son 
Indiana 

Indianapolis, E. P. Bayless Shoe Co. 


lowa 
Cedar Rapids, Otis Leather Co. 
Dubuque, Merchants Supply Co. 
Maine 
Bangor, W. S. Emerson Co., Inc. 


‘ Massachusetts 
Soringield. M. T. Shaw Shoe Co. of 
N. Inc. 
Michigan 


Grand Raps He Shoe Co. 
te —— = Co. 
rom 
Minneapolis, Dodson-Fisher Co. 
Nebraska 
Lincoln, Branch Bros., Inc. 
Omaha, Driscoll Leather Co, 


New York 
New York City, Powell & Campbell 


Ohio 

Cincinnati, Robert Graefe 
Cleveland, Bibow & Srail Shoe Co. 
Cleveland, Whitney-Roth Shoe Co. 
Toledo, Ainsworth Shoe Co. 
Zanesville, Black & Grant Co. 

Pennsylvania 
Philadelphia, Bell, Walt & Co., Inc. 
Pittsburgh, Newell & Schneider Co. 
York, D. S, Peterman & Co, 

Tennessee 
Bristol, King Bros. Shoe Co. 
Knoxville, McCallie Shoe Co. 
Mengtie, Wm. R. Moore Dry Goods 
2. 
Utoh 
Salt Lake City, Zion’s Co-Operative 
Merc. Inst 

Washington 
Seattle, Washington Shoe Co. 
Spokane, Adams Leather Co, 

West Virginia 
Huntington, Jeff Newberry Co. 

Wisconsin 

Milwaukee, Gaenslen Bros, Leather 


Co. 
Oshkosh, H. C. Roenitz Co, 














Los Ang: 
Saw Shoe 
Sacramento, Van borhies- Phinney 


Jacksonville, J. H. Churchwell Co. 





This fall, value received is more im- 
portant than ever before. TRADE 
BUILDERS are the answer from every 
angle. They are styled for the man who 
demands the utmost in comfort and the 
maximum in wear. 

Look over the list of TRADE 





BUILDER distributors and contact the 
one nearest you. Judge for yourself the 
values built into TRADE BUILDER 




















ROY: Veal 
upper leather 
and full dou- 
ble sole with 
a 10% iron 
Oak bend outsole. 
Leather combination 
counter pocket and 
backstay, and steel arch 
support. No. 1 last, 
widths A, C, E, and 
EEE. Sizes—5 to 15. 
PAT: Veal upper 
leather and full double 
sole with a 10% iron 
Oak bend outsole. 
Leather com- 
bination counter 
pocket and back- 
stay, and steel 
arch support. 
No. 5 last, widths 

Cc, D, E, and 
EEE. Sizes—5 
to 15. 


WHERE TO BUY YOUR 








TRADE BUILDER NEE 
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Obituaries 


Daniel Palter 


New York—Daniel Palter, 50, presi- 
dent of Palter De Liso Shoes, died sud- 
denly here September 5. More than 
500 friends, relatives and business as- 
sociates attended the funeral on Sep- 
tember 7 at the Riverside Memorial 
Chapel, 76th street and Amsterdam 
avenue. Mr. Palter was one of the fore- 
most figures in the women’s high grade 
shoe manufacturing industry. 

In 1923, after an apprenticeship in 
the making and selling of custom boots, 
Mr. Palter and Vincent De Liso became 
partners in the manufacture of custom 
styled shoes. Since that time, Mr. Pal- 
ter has become renowned for creations 
and conceptions of shoe styles and in 
1946 was named one of America’s 10 
best designers of women’s apparel. 

He was a founder and member of 
the Guild of Better Shoe Manufactur- 
ers, a member of the Shoe Club and the 
New York Shoe Manufacturers Board 
of Trade, and was active in many phil- 
anthropic organizations. 

Mr. Palter is survived by his widow, 
Aida; two sons, Burton M. and Richard 
D.; four brothers, Aaron, Samuel, 
David and Jerry; and three sisters, 
Mrs. Jean Sirota, Mrs. Essie Bleiweiss 
and Mrs. Elizabeth Van Leer. 





Henry Salzman 


ELIZABETH, N. J.—Henry Salzman of 
30 Decker Avenue, who was in the re- 
tail shoe field for 30 years and had been 
manager of the Ruthals Shoe Company 
store here since 1937, died recently at 
the Alexian Brothers Hospital of a 
heart attack. His age was 57. 

He leaves his widow, Mrs. Kate Hoff- 
man Salzman; two daughters, Mrs. 
Benjamin Baime of Elizabeth and Miss 
Lillian Salzman. 


Harry Horween 


Cuicaco—Harry Horween, 75, vice- 
president of the Horween Leather Com- 
pany, died of a heart attack recently in 
his home in the Park Lane Hotel, 2815 
Sheridan Rd. 

Mr. Horween had lived in Chicago 
since 1893, when he first came here to 
visit the World’s Columbian Exposition. 


| He was a native of Russia. 


Surviving are his widow, Rebecca; a 


| daughter, Mrs. Charlotte Krown, and a 


son, Emil. 


Robert Gilbert Wood 


LYNCHBURG, VA. — Robert Gilbert 
Wood, 64, for 46 years associated with 
the George DeWitt and Craddock-Terry 
Shoe companies here as a credit execu- 
tive, died Sunday, August 31 at Me- 
morial Hospital here. Surviving are 
his widow, Mrs. Christine Gilfoyle 
Wood; a brother, and two sisters. 
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Order these 
“triple-sole” 
children's boots 
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O'Rouy Shee C 





Now! 


A “MUST” FOR FALL AND WINTER SALES! 


Elk boot with sturdy triple sole 
that easily wi 
treatment. Adjustable instep 
strap; 3 brass studs along 
top; side lace. Sizes 4 to 8. 


No. 470!1—white 


$2.55 per pair 


nr . re. 7 


No. 480!—white 


No. 4802—brown 
$2.55 per pair 


rough 


No. 4702—brown 


Delivery within 2 weeks 
Terms: 5°, 10 days; net 30 


Elk boot with friple sole; plain 
instep; 3 brass studs along 
top; side buckle. Sizes 4 to 
8. 












THIS 
COUPON 


- ® O'Kay Shoe Co. 411 N. Tenth St. Louis 1, Mo. 
Please sh'p the ee tripte-sole children's boots 
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Fourth in California Family 
Shoe Chain Opens 


CoMPTON, CAL.—The fourth unit of 
the growing chain of Marks Bros. fam- 
ily shoe stores, owned and operated by 
Harry P. Marks and Louis Marks, was 
opened recently at 726 Spruce Street, 
Newhall, Cal. Joseph Zook, formerly 
assistant manager of Marks Bros.’ San 
Fernando store, will manage the new 
branch. 

The third store in the chain was 
opened several months ago at 12228 
Ventura Blvd., Studio City, Cal., and 
the second, which is the buying office 
of the firm, is located in San Fernando, 
Calif. The first of the Marks Bros. 
chain and the main office is situated at 
165 East Compton Blvd., Compton, and 
is managed by Harry D. Marks. 

According to the owners of the or- 
ganization, negotiations are now under 
way for other branches in the Los 
Angeles area. 


“Miss New Hampshire” Buys 
Shoes for National Contest 


MANCHESTER, N. H.—Shoes won a 
prominent place in the wardrobe se- 
lected by Bernice Loiselle of this city, 
“Miss New Hampshire,” as she visited 
several local stores before her de- 
parture for Atlantic City to compete in 
the “Miss America” contest. Local 
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newspapers devoted a full page to 
photos of the Queen City beauty visit- 
ing the various establishments. 

At Satter’s Shoe Store, “Miss New 
Hampshire” was shown being fitted to 
a pair of brown saddles, with manager 
Harry- Baker as a spectator. 

On a visit to the New Idea Shoe Com- 
pany store, Roland Jacques, assistant 
manager, demonstrated the X-ray ma- 
chine to show the beauty and value of 
shoes that fit perfectly. 





Cooler Shoe Store 
Livens Summer Trade 


LINCOLN, NeB.—A 40 per cent in- 
crease in refrigeration capacity has 
been obtained in the air conditioning 
system of Baker’s Shoe Store, 1123 O. 
St., with an expenditure of only about 
$800, according to E. G. Gothard, man- 
ager, and the remodeled system is prov- 
ing to be an “ace” business-getter dur- 
ing the record-breaking heat wave of 
late summer. Not only is the inside 
temperature more conducive to cus- 
tomer comfort and personne! efficiency, 
he pointed out, but the refrigeration 
capacity is great enough so that the 
front doors may be left open, letting 
the cool air well out into the street, 
thereby attracting more traffic into the 
store. 

The air conditioning job was part of 
an extensive remodeling project (See 


Boor & SHoe Recorper, August 15, 
page 176) on the Lincoln store started 
last spring. A local air conditioning 
firm was called in on the job. 

The comparatively simple and eco- 
nomical installation is giving the shoe 
store its required additional refrigerat- 
ing capacity in a very efficient manner, 
Mr. Gothard stated. It amounts to 2% 
more horse-power and is enabling the 
store to maintain an ideal temperature 
at the same time the front doors are 
being left open in hot weather. 

Also included in the remodeling was 
the condensing and rechanneling of the 
cold air ducts to better conform to the 
construction of the building and add to 
the attractiveness of the selling floor. 
The number of outlets was reduced and 
the vents made smaller, while all other 
air conditioning vents were concealed. 

A new forced air heating system 
also was installed. Considerable use 
was made of cold cathode and fluores- 
cent lighting fixtures to cut down on 
the refrigeration load while at the same 
time a highly efficient and modern light- 
ing system was provided. 

The newly remodeled Baker store is 
said to be the most modern and at- 
tractive exclusive shoe store in Ne- 
braska, introducing to the state for the 
first time such ultra modern features 
as draped sidewalls with concealed 
lighting and California-type, boulevard 
front. 
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GERDA 


Slipper selling time is com- 
ing fast. Smart retoilers 
throughout the nation are 
stocking up for those long 
winter months plus the 
Christmas season with fine 
slippers. Featured here ore 
two new additions to the 
Gerda line thot are guor- 


sfied 
store that seils them. 
Stock up now and be 
ready. 


730 Men's 
Slippers. 
Smooth Brown 
Leather Uppers. 
Genuine Shearling Lined. 


Hard Flexible Leather 
Sole. Full Sizes, 6-12 
$3.00 
IMPORTERS @ 





YOUR BEST BET 
FOR GREATER 


SLIPPER prorits 


FOOTWEAR 
COMPANY INC. 


EXPORTERS 
158 DUANE STREET, NEW YORK 13, N. Y. 















Men's or Wo- 
men's Notural 
Genuine Shear- 








Start Construction of New Building 








Showing an architect's drawing of the new store of Condon's, in Charleston, 
S. C., now under construction. The new building will provide space for Condon's 
women's and children's wearing apparel departments, including a women's and 
children's shoe department to be located on the first floor. 


CHARLESTON, S. C.—Construction of 
a large, modern building to house an 
expansion of the James F. Condon de- 
partment store here began recently 
across the street from the present lo- 
cation on Warren street. The new struc- 
ture is expected to be completed and 
opened to the public before next sum- 
mer, it was announced by Matthew A. 
Condon, secretary-treasurer of the 
firm. 
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The new building is not to replace 
the present store, it was stated, but will 
provide space for a “much needed ex- 
pansion.” It will house all women’s 
and children’s wearing apparel. 

With a frontage of 72 feet and an 
average depth of 132 feet, the new 
store will be three stories high. On the 
first floor, women’s and children’s shoes, 
as well as cosmetics, hosiery and other 
accessories will be merchandised. 





Available in 
CELLULOID. FIBRE and BUCKRAM 


Send PIERCE’S shoe forms 
on the road as 
silent extra salesmen 


ENTIRE SHOE / 


Prompt delivery on all models 


>N a aa 


AMC Closes Boston Office 


New YorkK-——Charles G. Taylor, vice- 
president and basement merchandise 
manager of the Associated Merchandis- 
ing Corporation, announced recently 
the closing of the Boston Office, located 
at 206 Essex Street, Room 454, effective 
September 12th. 

In the future all main store and 
basement shoe activities will be handled 
from the AMC New York Office at 
1440 Broadway, it was disclosed. 

In the basement shoe operation 
Thomas E. Meath is merchandise rep- 
resentative of men’s, boys’ and chil- 
dren’s shoes and slippers, women’s arch 
shoes and all-rubber footwear; Richard 
J. Ehrlich is basement merchandise 
representative of all women’s novelty 
and fashion shoes, all women’s slippers 
and playshoes. 

In the main store operation Clarence 
Nowack is merchandise representative 
of men’s, boys, children’s shoes, men’,s 
boys’ and children’s slippers; and Bert 
Lewis is merchandise representative of 
women’s and teen-age footwear. 


Formally Opened 


MIAMI, FLa.—The new air-condi- 
tioned store of Dr. M. W. Locke Shoes 
of Miami, Inc., 105 West Flagler 
Street, was formally opened Sept. 2. 
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Adds Women’s Department 
In Larger Location 

MEMPHIS, TENN.—For ten years 
located at Second and Madison ave- 
nues, here, Izzy Rosen’s shoe store has 
moved to a larger and more luxurious 
location at 109 Madison. The new store 
is housed in a two-story building, the 
first floor of which is occupied by the 
men’s and boys’ department, the sec- 
ond floor by the women’s shoe depart- 
ment. 

Mr. Rosen, a resident of Memphis 
for the past 35 years, has specialized 
in men’s shoes and so manages the first 
floor section; Robert S. Love directs 
the operation of the women’s depart- 
ment. Mr. Love has also been in the 
shoe business in Memphis for the past 
35 years. 


Four Personnel Changes 
Made at Geuting’s 

PHILADELPHIA—The appointment of 
William H. Piper as buyer of Starlet 
Room teen-age shoes and Empire Shop 
high-fashion shoes of the A. H. Geuting 
Company, has been announced by Wil- 
liam A. Geuting, President. 

Mr. Piper, who has been manager of 
the Ardmore suburban store, joined the 
Geuting organization 21 years ago. He 
will also serve as general supervisor of 
the Ardmore and Germantown stores. 

Frank Bailey succeeds Mr. Piper as 
Ardmore manager and other appoint- 
ments include J. Arthur Tuckwood as 
assistant buyer of women’s Shoor-tred 
medium heel shoes, and Walter Quad- 
ling as manager of the Empire Shop. 








Receives State Charter 
To Make Shoes 


RALEIGH, N. C.—The Secretary of 
State has issued a charter to Russell 
& Holmes Corporation of North Caro- 
lina, Inc., at Elizabeth City, which 
proposes to engage in the manufacture 
of footwear. 

Authorized capital stock is $15,000, 
with the full amount subscribed by the 
incorporators: Joseph Setzer, of Eliza- 
beth City; Marion Russell, of Norfolk, 
Va., and Lynn Holmes, of Suffolk, Va. 





Announce Buyer and 
Department Heads 


SPOKANE, WASH.—The new Bon 
Marche department store, which will 
be opened by the Allied Stores in 
Spokane on Sept. 5, has announced 2a 
partial list of its buyers and depart- 
ment heads. 

Frank T. Hill will be general man- 
eger; sales promotion manager, Peter 
Lyman, and Byran Wright, who was 
with the C. C. Anderson stores in Boise 
(a subdivision of the Allied group) will 
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be merchandise manager. 
The buyer for children’s shoes has 
been announced as George Dunn. 


New Family Store Opened 
In Inglewood, Cal. 


INGLEWoop, CALIF.—Ben Zuazua and 
Sam M. Sachs have announced the 
opening of their family shoe store at 323 
S. Market Street here, under the name 
of De Mars. Both Mr. Zuazua and Mr. 
Sachs are completing plans to open a 
second store in Salt Lake City, featur- 
ing women’s novelty footwear. 





Opens Popular Price Store 


OmaHA, Nes.—Berland’s has opened 
a shoe store featuring popular-priced 
women’s shoes. 





Convert Basement to 
Children’s Shoe Dept. 

DENVER, CoLo.—Fontius Shoe Store, 
540 Sixteenth Street, Denver, are con- 
verting the basement into a children’s 
shoe department with Mrs. L. M. Srtll 
from Bailey Brothers, Cleveland, as 
buyer and manager. 
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B= (DARLING 
B /\ [DISPLAYS 
DISTRIBUTOR 


ORDER NOW...Increase Christmas Sales! 


Our friendly Darling Displays Distributors are prepared 
with hundreds of display ideas to help you show and sell 
more merchandise. The wire Christmas Tree for mass trims 
and the clever, attention-getting Santas shown are new and 
distinctively different. Get our new, complete Christmas 
Catalog. Write for name of Distributor near you. 


L.A.DARLING CO., BRONSON, MICHIGAN 
Disployrooms: New York, 47 W. 34th Street; Chicago, 222 W. Adams St. 





YOUR ONE DEPENDABLE SOURCE FOR 
EVERYTHING YOU NEED IN DISPLAY 





Emphasize Color Coordination in Midwest 


High Colors in Leather Being Produced in Coordination With Shoes 
and Total Fashion Picture To Stimulate Sales. 


Cuicaco—In the Midwest emphasis 
is being placed on natural affinity in 
connection with the making of leathers, 
the manufacture of shoes and even 
more so in retailing footwear, especially 
that of the fashionable variety. 

Tanners are producing more leather 
in high colors than at any other time 
since Pearl Harbor. On the other hand, 
shoe manufacturers are muking footwear 
in several sparkling shades in the hope 
that it will stimulate interest in the 
buying of shoes. Sales have fallen off 
as much as 20 per cent in some sec- 
tions. However, there is a greater co- 
ordination in color between shoes and 
fabrics. There is an interrelation be- 
tween garments and footwear, also 
these two and accessories. In other 
words, the shoe industry is designing 
spring footwear to harmonize with the 
other articles in milady’s wardrobe. 
The same blending of color also is being 
seriously taken into account by shoe 
manufacturers in the production of 
men’s shoes. 

Total fashion coordination is no 
longer a haphazard affair, but is now 
a‘®arefully planned achievement. The 
new style silhouette with its tiny waist, 
padded hips, and long, full skirt makes 
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shoes more important than ever in 
fashion history. 

All leather is being coordinated to 
attire. The glove manufacturers are 
already stimulating sales by attaching 
the correct swatches of glove leather to 
every suit of clothes that is being made, 
in order to create greater interest in 
glove sales through color coordination. 

Chicagoans who attended the recent 
Spring Leather Show in New York re- 
turned with the same idea—that shoes 
will be the focal point in costumes next 
Spring. 

Tanners predict good business dur- 
ing the next two months, not only for 
late Christmas shoe orders, but in the 
purchases of leather by shoe manufac- 
turers for Spring footwear. They re- 
port that leather sales have picked up 
considerably since the show in New 
York. 

There is a tremendous interest in 
heavy full grain vegetable-tanned side 
leather for making moccasins and in 
suede calf. These are the two best sell- 
ers of the day. One of the largest 
tanners in America reports selling 
40,000 feet of leather for moccasins 
at one time. Kid and patent leathers 
are now getting a good call. 


The women’s town colors that are in 
demand for spring shoes in the Mid- 
west are Admiral Blue, Cherry Red, 
Brown Almond and Green Pepper. The 
tan family is also getting a good play. 
Green Pepper is the color that is add- 
ing zest and flavor to spring shoe 
fashions. Burnt Mocha is gaining in 
favor as a color for the walking shoe. 
Three sparkling shades for resort foot- 
wear that Midwest manufacturers are 
showing a keen interest in are Gay- 
green, Sunblu and Redflame. 

While black shoes retain their volume 
acceptance in men’s footwear, Brandy 
Tan and Spring Vintage are two of 
the most outstanding colors in leather 
coming out of tanneries today for 
spring footwear. Spring vintage is a 
full-bodied shade with richness and 
depth. It is especially adapted to 
boarded and smooth leathers. Others 
in which considerable interest is being 
shown include Boulevard Brown, Urban 
Brown, Tawny Tan and Indian Tan. 
There is occasional call for Golden 
Harvest. 





Men’s Shoe Store Firm 


Marks 25th Anniversary 


New York—The Eggers & Silk men’s 
shoe stores, at 102 Fulton street, here, 
and 182 Montague street in Brooklys., 
are celebrating this year their 25th 
year in business, it was recently made 
known by Harry L. Silk. 
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Pattern #330—c combination binding — sof, beoutiful 
grosgrein-type ribbon combined with pliont, easy to hondle cotton. 


Pottern #330 comes in stondord colors and con be dyed to your 
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of Altschul has been synonymous 


teens. 


specifications. When filling your binding needs— remember Pottern #330. 
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Florsheim Opens Redecorated 
Salon in Chicago 

CuicaGo—Adding 50 per cent more 
floor space to their selling floor, Flor- 
sheim’s Shoe Salon for Women in the 
Pittsfield Building, at the corner of 
Washington and Wabash, here, dis- 
played to the public a few weeks ago. 
The shop now occupies 55 feet along 
Wabash Avenue and 68 along Wash- 
ington Street. Very wide, full-length 
windows give the new modern “visual 
front” whereby the passing public gets 
a complete view of the interior. 

Two tones of green form the basic 
color scheme. Against carpeting of 
pearl-grey, armchairs of blond wood, 
upholstered in bright grass green lend 
brilliant contrast. The largest (south) 
wall is completely covered with ceiling- 
to-floor curtains of a fabric specially 
designed for Florsheim by Dan Cooper. 
On a background of dull-finish, char- 
treuse is a large pattern of grass 
green, in outline drawings of the many 
types of shoes through the ages, from 
Medieval boots to Greek sandals to 
modern-day anklet straps. The same 
drapes are used to close off several 
display windows at the extreme end of 
the shop. 

Reeded (finely corrugated) walnut 
covers the wall which forms the back- 
drop of the accessory section. Bleached 
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Primavera wood makes the wide dis- 
play cases where all smart accessories, 
including hosiery and genuine jewelry, 
are shown. Air conditioning and widely 
spaced chair arrangements strike a 
note of casua] but elegant comfort. 





Chain Opens First Unit 
In Louisiana 


Sureverort, La—The first Hardy 
shoe store to be located in Louisiana 
has opened its doors at 429 Texas 
street here. 

Hardy stores are located in many 
principal cities of the United States 
and carry shoes and accessories for 
men and boys. 

Here for the opening of the store 
was J. B. Tidwell, supervisor of Hardy 
stores, whose office is at Nashville, 
Tenn. Manager of the new store is J. 
H. Edwards. 

The building is air-conditioned and 
the interior finished in a blond wood. 
In addition to shoes and slippers, the 
store carries belts, hosiery, and shoe 
polish. 





Will Move Beverly Hills 
Delman Salon in October 


Los ANGELES—Delman’s Shoe Salon, 
an integral part of the Adrian estab- 


Atticus 


117 GRATTAN ST. 


with the finest in shoes for tots to 





FOUNDED 1699 


A complete line of juvenile shoes, 
with special attention to orthopedic 
types, is being made available in 
ever-increasing quantities. 


lishment in Beverly Hills, will be 
moved about Oct. 1 from its present 
location at 233 N. Beverly Drive to a 
new store at 9622 Wilshire Blvd., it has 
been announced. Herman Sims of Los 
Angeles and the George Elkins Co. of 
Beverly Hills represented all parties 
in the lease transaction. The minimum 
guaranteed rental for the period of 
the lease exceeds $300,000, it was 
stated. 

Murry M. Lasky of Delman’s as- 
cribed the move to increase of business 
and desire to provide an even more 
complete store in the new larger lo- 
cation. 


Begins Shoe and Apparel 
Operation in Kansas City 

Kansas Criry, Mo.—D & J Wilkin- 
son, Inc., of St. Louis, Mo., will start 
a shoe store, together with men’s cloth- 
ing and furnishings, in newly modern- 
ized and redecorated first floor space 
of a structure on Tenth and Walnut, 
here. This new store opened for busi- 
ness August 25. 

The Wilkinson store has the corner 
room, with about 5000 square feet. It 
is air conditioned and has entirely new 
fixtures. A stairway connects a Wal- 
nut street selling floor with a lower 
level. 








A FORWARD STEP 
F. S. Elam Shoe Co., Inc. 


Announce 


The Opening Of Their Modern Factory 
at 244 St. Paul St., Rochester, New York 


Same Leadership In The Pre-Welt 
1/12 Field © Same “Fair And 
Square” Policy © Same Friendly 
Organization ® Better Service Than 
Ever 


Visit us when in Rochester, or see 
the new Elam Pre-Welts at Room 
808, Hotel New York, October 5-9 


In Attendance: 


F.S.ELAM ¢ LUKEP.VAIL - C.J. MAIER 
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201—Brown Elk 
203—Red Etk 

205—Black Elk 
209—Black Suede 


A sure seller. Here's why: 
1. Solid comfort — real hand sewing. 
2. Casual style—a collegiate favorite. 
Prompt Delivery 


GALE’S, INC. * 112 S. Main St, Rockford, il. 


$3.75 











Employing all of the modern devices that facilitate service and convenience, the’ 








New W. T. Guan Store Siicees ie 


located on the below-street-level selling 
floor, the latter on the second floor, are 
the largest Grant shoe operations in 
existence. All the shoe departments 
are notable for an increased width and 
depth of lines stocked. Shoes are dis- 
played under the basi¢ “self-selection” 
policy instituted by the firm in 1906, 
but under conditions of interior design 
which include a combination incandes- 
cent and fluorescent lighting, electro- 
static air filters, and a complete air 
conditioning system. 





Two New Shoe Salons Open 


OMAHA, NEB.—Two new high-style 
shoe salons have been opened here re- 
cently, the Aquila shoe salon at Six- 
teenth and Howard Sts., and a new 
third floor salon at Goldstein Chap- 
man’s specialty store. 

The Acquila’s interior features fix- 
tures in blonde wood, with pastel color 
motif and stocks hidden behind the wall 
fixtures except for a few high-lighted 
displays used sparingly throughout the 


women's and misses shoe department (shown in photo) on the second floor of the ‘salon. 


new W. T. Grant Company store in Syracuse, N. Y., retains the “self-selecting”, 
open merchandising policy long basic with the company's operations. A wide 
range of shoes are carried, including casual, fashion and orthopedic shoes. Price 


lines go to $9.95. 


The third floor Goldstein Chapman 
salon connects with the high-style dress 
and coat departments on the same floor. 
It is carpeted in neutral tone deep-pile 
material, and has the blonde theme in 





Syracuse, N. Y.— The new W. T. 
Grant store, recently opened on Salina 
street here, is the largest and most 
modern development in the chain of 
490 Grant stores throughout the coun- 
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try. Three and one-half acres of floor 
space are contained in the five floors of 
the newly constructed building. 

The men’s-and-boys’ and the women’s- 
and-girls’ shoe departments, the former 


floor and wall display fixtures. Salon- 
type display is used and lighting subtly 
spotlights displays and at the same 
time maintains high style decor in the 
department. 
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BEST IV BALLET 


Deluxe pleated soft toe ballet in black or white 


kidskin. Style 10, $2.00 

Full Sole student ballet, 
Style No. I!, $1.90 

Style No. |, Acrobatic sandal, 
fawn or black . . . 65 cents 


Delivery 3 to 4 weeks or sooner. 
Terms: Net 30 days. 


Write for Illustrated Catelog 


166 North 3rd Street, Columbus 15, Ohio 
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ie Good i in Half. Finished Building 


Capitalizes On Public Interest in Con: in Construction Work On “Skeleton 
Hotel,” Made Famous By “Believe It Or Not” Ripley. 


Yakmma, WASH. — Harry Taylor, 
owner of Desmond’s Men’s Wear store 
in Yakima, extended his operations by 
opening the first shoe lounge for women 
in the city. The-new Ladies’ Shoe 
Lounge augments the line of men’s 
shoes he carries in his main store which 
is next door. And the new lounge is 
being publicized excellently through the 
construction work on the partially fin- 
ished 15-story apartment building now 
being faced with dull aluminum sheet- 
ing, the structure being the site of Des- 
mond’s new ground floor location. 

Mr. Taylor has had his eye on this lo- 
cation for some time. Work was 
stopped on the so-called “Skeleton 
Hotel” over 15 years ago, and it has 
stood unfinished except for its concrete 
framework. Recently, when it became 
known that the structure was to be com- 
pleted, Mr. Taylor lost no time in sign- 
ing a lease for a ground floor location 
on the E. Yakima Avenue side. 

When work began on the building, a 
large wooden pedestrian facade was 
flung around the lower part of the 
building partly concealing the mer- 
chants in the street floor stores. But 
Mr. Taylor, an alert merchandiser, 
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capitalized on the advertising possibili- 
ties of the situation and had his neon 
sign moved to a prominent position at 
the corner apex of the building, thus 
providing his store with night advertis- 
ing visible throughout the length of 
mile-long Yakima Avenue. 

His new Ladies’ Shoe Lounge has 
been given big billing through a huge 
wooden sign on the wooden facade fac- 
ing, in front of the store, on which red 
lettering proclaims Ladies’ Shoe 
Lounge” and “Desmond’s.” Since all 
Yakima watches the daily progress on 
the building, publicized nationally in 
Bob Ripley’s Believe-It-Or-Not column, 
as the “Skeleton Hotel,” Harry Taylor 
is making the inconvenience of big- 
building construction pay off in adver- 
tising dividends. 

Mr. and Mrs. Owen Lutz are man- 
agers of the new Ladies’ Shoe Lounge 
which is the last word in comfort, con- 
venience, and efficiency. 

Red leather seats and settees, with 
fitting stools to match, line both sides 
of the fluorescent-lighted lounge. White- 
painted walls and ceiling are set off 
with ivory-colored woodwork, and em- 
phasized through dark walnut-colored 


WRITE TO— 


SALES-BUILDING DEALER AIDS! 





: HOLMES, STICKNEY & WALKER, Inc., Portland, Maine 


magazine racks and a modernistic wrap 
desk. Two large, full-length mirrors 
are at either side of the room. 

Not a single stock shoe is visible to 
customers. Al] stock is kept in a rear 
stockroom. The lounge has its own 
Yakima Avenue entrance and display 
windows, and access to Desmond’s ad- 
joining men’s wear store is provided by 
a rear doorway. 

Desmond’s was first located in the 11- 
story Larson Building at E. Yakima 
Avenue and S. 2nd St., with Desmond’s 
on the 2nd street side. A move was made 
to larzer ground floor quarters on the 
Yakima Avenue side, with Mr. Taylor’s 
move to his present, and very satisfac- 
tory location, being made in 1946. The 
new Ladies’ Shoe Lounge was opened 
in March of this year. 





Department Store Shoe Men 


Open Store 


Dertrorr, Mico.—A new family shoe 
store has been opened at 15147 Wyom- 
ing Avenue by two shoemen, long con- 
nected with downtown department 
stores, in thsir first independent ven- 
ture, as the Westown Boot Shop. Own- 
ers are Lawrence Schreidell, formerly 
with the J. L. Hudson Company, and 
Nathan Steinbock, formerly with Ernst 
Kern Company. 

Plans call for opening another new 
store later in the year, Steinbock said. 
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KX. . No “blood and thunder" . . . Parents, churches and 
school groups revolt against it . . . our comics ore the 
kind you would not mind your own children reading. 
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HEADQUARTERS Since 190! for Good-will Creating Toys 
Novelties, Souvenirs, Birthday Gift Specialties, 
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Jack May has taken over the manage- 
ment of Burkette’s Shoe Shop in Chatta- 
hoochee, Fla. Mr. May has had almost 
twenty years experience in the shoe 
business, in both factory and shops, and 
comes to his new post from Havana, 
Cuba. > S~ 9 

Paul Draizar and Sol Cohen have 
opened the Miracle Mile Juvenile Shoe 
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About Shoe People 


Store at 216 Coral Way, Coral Gables, 
Fla. Shoes, hosiery and related items 


| will be handled. 


* > > 


Plans have been announced by Grady 
B. Gatlin, operator of The Bootery at 26 


| South Magnolia street, Ocala, Fla., to 


open a second store at 12 North Mag- 
nolia. The new store is to be re- 
decorated and a show window remodel- 
ed. Fluorescent lighting will be used 
throughout. 
. s > 
Robert McDonald of Fairbury, Neb., 
and his brother-in-law, Charles Otou- 
palik of Beatrice, Neb., will open a 
women’s shoe salon in the Mosman 
Ready-to-Wear store in Beatrice in the 
near future. 
7. . > 
The Polly Shoe Store in Holdrege, 
Neb., is moving into new quarters early 
in September, and Manager Elmer A. 
Gardner said the new store will be one 
of the largest and most modern of its 
kind in Southwest Nebraska. 


** 8 

W. J. Kuykendall, prominent Omaha, 
Neb., boot and shoe manufacturer, is 
one of the incorporators of the Cosgrave 
Company, Omaha, recently chartered in 


Nebraska to deal in church goods. It is 


capitalized at $100,000. 
> > > 

Leuis Yourtz and Thomas Poladsky, 
both of whom formerly were associated 
with Burt’s Shoe Store in Denver, Colo., 
have opened the Jack and Jill Shop here, 
a shoe store for children only. 

> > > 

Walter Stern, president of Walter 
Stern, Inc., 385 Fifth Ave., N. Y. C., left 
on the Queen Mary on August 27 for 
England, Belgium, the Netherlands, 
France and Switzerland. Mr. Stern is 
an exporter of shoes and leather. The 
trip will last for six weeks. He returned 
from his last trip abroad on February 
= _ > > 

A. L. Shephard has purchased half in- 
terest in the Gilbert Shoe Comfort Shop, 
461 E. Colorado Blvd., Pasadena, Calif. 
Shephard was formerly with Walk-Over, 
Detroit, Mich., for eight years, and for 
ten years previous to that he managed 
Dr. Scholl’s Shoe stores in Detroit and 
in Los Angeles, Calif. 


* * > 


Pat Zinnato has announced the open- 
ing of his children’s bootery at 18454% 
Ventura Blvd., Sherman Oaks, Calif. 
The salon is located in the famous Bin- 
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Infants’ Sizes 5 to 8 
Misses’ Sizes 9 to 3 


Factory Packed: 36 prs. 
of a color to a case. 
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nie Barnes Store of The Town Building 
and will carry only exclusive lines of 
children’s footwear, Zinnato was in the 
shoe manufacturing business as well as 
in the retail field for many years in 
Montreal, Canada. 


Robert K. Thomton has announced the 
opening of his family shoe store at 297 
W. Second St., Pomona, Calif. Thompton 
was previously with the Cannon Shoe 
Co. of Baltimore, Md., for 22 years. 

> > * 

Paul Hess is now representing J. M. 
Connell Shoe Co., Inc., So. Braintree, 
Mass., handling the firm’s line of 
Olympic footwear. He will make his 
headquarters in Room 618 in the Haas 
Bldg. 

> . . 

Theodore Seidelman, 976 Tiffany 
street, N. Y. C., and Bert Berkow, 100 
East 21st street, Brooklyn, N. Y., re- 
port encouraging activity in the rubber 
footwear business for the coming Win- 
ter season. Mr. Seidelman, salesman in 
New York City and Staten Island, and 
Mr. Berkow, covering New Jersey and 
Long Island, represent the Goodyear 
Rubber Company. 

. 


T. A. Hilton, age 93 and operator of 
the same shoe store for more than 60 
years, has finally retired from his busi- 
ness in Coldwater, Mich. He is believed 
to be one of the oldest active merchants 
in the middle west. 


C. Fred Johnsen, elder brother of 
George F. Johnson, founder of Endicott 
Johnson Corp., celebrated his 92nd birth- 
day anniversary recently in Johnson 
City, N.Y. He organized the company’s 
fire prevention department, served for 
many years as fire chief of Johnson City 
and continues to hold the post of chair- 
man of the Johnson City Board of Water 
Commissioners. 
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John Haraldson, of Haraldson Shoe 
Shop, in La Crosse, Wis., recently re- 
turned to Norway, his native land, on 
a six-week trip made by airliner. Mr. 
Haraldson attended the 40th anniver- 





Mr. 
Mayor C. A. Beranek before embarking 
for Norway. 


Hoaraldson (right) shown with 


sary of Nordmann’s Forbundet in Oslo, 
and there had the opportunity to present 
to Crown Prince Olav a letter by Mayor 
C. A. Beranek, of La Crosse, which in- 
troduced Haraldson and recalled the 
prince’s visit to La Crosse some ten 
years ago. The Forbundet is a world- 
wide organization devoted to strength- 
ening ties between Norwegians. 


David S. Nectow has resigned as as- 
sistant manager of the branch of the 
Metropolitan Life Insurance Company 
in Portland, Maine, after 23 years’ ser- 
vice, to go into the shoe business with 
his son, Harold M. Nectow, who oper- 
ates children’s shoe stores in the Port- 
land area. 


Louis Jacobson, former Buffalo dis- 
trict manager of the A. S. Beek Shoe 
Corporation, has been promoted to @ 
similar position in Florida. Ralph Scott, 
with headquarters in Rochester, N. Y., 
will have supervision over the three 
Buffalo stores and one in Niagara Falls. 
Mr. Scott will supervise all stores in 
New York State outside New York City. 
Mr. Jacobson was honored August 27th 
at a testimonial dinner given by friends 
and associates in Hotel Stuyvesant, 
Buffalo. 

> > > 

E. E. Dudley, owner and operator of 
Dudley’s Shoe Store in East Bakers- 
field, Cal., will open a new store on 
Chester Avenue near Hughes Street, 
Oildale, Cal., early in September, with 
a complete line of men’s, women’s and 
children’s shoes. 

o > > 

A banquet in honor of Saul Hyde, 
who has resigned because of ill health 
as salesman for the Friedman-Shelby 
Shoe Company, St. Louis, Mo., after 
21 years, was held recently here by the 
Pennsylvania Shoe Travelers Associa- 


tion, in Pittsburgh. 
> > 


Harry N. Jones, of Lexington, Ky., 
for the past seven years a traveling 
shoe salesman, has filed as candidate 
for Democratic nomination for State 
auditor in the August primary. A native 
of Green County, he served as Mc- 
Creary County Judge from 1912 to 1914. 

7 - . 


Mr. and Mrs. R. J. LaShelle, oper- 
ators of the LaShelle Shoe Store in 
Junction City, Kansas, recently were 
hosts at a dinner for the employees 
their firm. 

7 . > 

Eric J. Metzger has been appointed a 
salesman for the Belmont Footwear, 
Inc., covering the entire Eastern terri- 
tory of the United States exclusively. 
He was formerly with Olympic Foot- 
wear, Inc. 








Our Modern Factory Is Now In Full Production And We Are 
Ready To Supply You With A Complete Line Of Fine 
Leather Sandals For Men, Women and Children. 


Catalog Showing New Styles and Prices 
Available On Request 


707 BROADWAY NEW YORK 3, N. Y. 
FORMERLY LION LUGGAGE CO. 





A fast moving number for the fall 
season. 
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Believe Flat Heels Will Keep Popularity 





St. Louis Manufacturers Assert Long Skirts Cannot Stop Demand For 
Flat Heels By Younger Women. 


St Louis—Contrary to an opinion 
expressed in certain parts of the shoe 
industry here several months ago, that 
the longer hem line of women’s dresses 
would kill the demand for flat heels, 
a number of manufacturers now be- 
lieve that flat heels will continue in top 
demand despite the return to quarter- 
century-ago dress lengths. Among teen 
agers and younger women, shoe manu- 
facturers point out, no amount of styze 
propaganda can eliminate their appre- 
ciation of the superior comfort of flat 
heels over the other variety. 

Added to this, shoe producers have 
stated, is the transition women have 
made in the last eight to ten years from 
an indoor sedentary life to one which 
now includes sports and the outdoors 
on a level comparable to that enjoyed 
by men. Because of this continued 
preference for flat-heeled casual-type 
footwear, which has been evidenced by 
consistent reports of continuing top 
demand from retailers over the nation, 
some manufacturers in St. Louis have 
said that the stylists of women’s fash- 
ions will, for the first time, have to 
“make the dress to fit the shoe” rather 
than to rely upon the shoe manufac- 
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turer to style his shoes in accordance 
with other apparel. 

John Walsh, of the Hamilton, Scheu 
and Walsh Shoe Co., is one of those 
who shares this belief and also one of 
the group of producers who believes 
that stylists of women’s clothing are 
going to have to revise their thinking. 
Anticipated continuance of demand for 
flat-heeled footwear does not mean 
that manufacturers here think there 
will be no demand for high style, high- 
heeled footwear. They do anticipate a 
demand for this type footwear, of 
course, and some manufacturers feet 
that longer hem lines will stimulate 
this demand. But like the longer 
dresses, which are “old styles with a 
new look,” one manufacturer said, shoe 
stylists also “will have to produce shoes 
with a new look.” 


—_—-—_—_—— 


Business Strong At 
Guild Spring Opening 
(CONTINUED FROM PacGE 113) 


closed-toe shoes were said to be selling 
best in simple unadorned operas and 
in closed toe styles with open backs in 


both dressy and tailored versions. 


The major trend appeared to be 
toward the dressy shoe. High slim 
heels, platforms principally in % and 
% inch heights, intricate detailing on 
vamps instead of ornaments and soft 
dressmaker touches were stressed in 
all lines. 

Color predominated in all lines, 
where, in addition to dark colors which 
are selling for late Fall delivery, there 
was an unusually wide range of colors: 
blues, cocoa, grays and many other 
bright colors were seen. White shoes 
with bright accents and new detailing 
received attention. Suede and calf led 
the leather orders for late Fall deliver- 
ies; satins, gold and silver kid and 
brocades for holiday wear; suede, pat- 
ent leather, calfskin and reptiles for 
resort. 


——_—_ 


Purchases Family Shoe Store 


Summit, N. J.—Irving Mayrowetz, 
employed for 16 years in the retail shoe 
business, has purchased a family 
popular-priced shoe store here at 27 
Maple Street, it has been revealed. 

Mr. Mayrowetz, who attended New 
York University and Rutgers Univers- 
ity, was formerly buyer for Bruck- 
Weiss, Inc., of New Brunswick, N. J., 
and managed the store from September 
1936 to July 1947 except for an interval 
of service in the Army of 39 months. 


ad Boot and Shoe Recorder 














P.casce true moccasin con- 
struction — made from speci- 
ally tanned, heavy brown, 
smeoth grain leather. 
With leather liace 
and orthopedic 














In Stock - 
Immediate delivery 
Sizes: 6 to 12 Style #B4676 
Price: $2.75 net F. O. B. Boston 


~~ COLT-CROMWELI 


COMPANYS. sae 
Wonis 





se st VT Oo 8 Te MASS ACH USERTES 








al Sa, 
a iS —_ ." 
by 3S) | 
Si 
[4 . V 
/ It’s not 
cP? 
(5 an artists’ colony... 
Xx FAY 


ae 
C , d 
“ 
= DAW 
( iv \ 
ad —_ i y 

















Winter Cheer in New Rainwear 
GoNE are the days when a woman bedrudgingly put on 


her drabbest outfit to brave rain and sleet. The old psy- 
chology in rainwear decreed protection above all, with an 





For sport weer the military style raincoat is teamed up 
with military style rubber boots. June Lockhart, of Eagle- 
Lion Films, wears a coat of satin, of bright 
aqea to contrast with her red boots, which are pointed up 
by buckle and strap trim. Boots by Cambridge Rebber Co. 
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emphasis on bulky lines, colors to match the gloom of 
Winter skies, and materials heavy and uninteresting. 

Today that has all been reversed. Glamor is under- 
scored. The new rainclothes are stylish, cheerful, and com- 
fortable.. They stress feminine details, beautiful colors, 
and new fabrics. They are designed to be an important 
part of every woman’s wardrobe, to be worn with aplomb. 

Lightweight water-repellent satins and taffetas will be 
seen in colors as gay and as varied as the rainbow. The 
new rainwear palette includes dainty pastels like pink, 
lilac and apple green, bright hues of fireman’s red and 
kelly green, ice blue, aqua and pearl gray. Winter white 
promises to be a best seller. Gay stripes are slated for 
success in dressier rain costumes. 

Women will want galoshes and boots to blend or to 
contrast with their gay rain ensembles. White rubber foot- 
wear will be in high demand, but, according to one leading 
manufacturer, the supply will continue to be short. More 
plentiful red will be promoted in high rubber boots for 
dress and in military styles for wear over sport and medium 
heel walking shoes. Fur trims will be important, especially 
in the very cold climates. 


Enlarge on 35th Anniversary 


Et Paso, Texas—The Given Brothers Shoe store of EJ 
Paso celebrated its 35th anniversary the latter part of 
August. The anniversary coincided with the formal open- 
ing of two shops on the second floor of the building the 
store occupies, the second floor space having formerly been 
used as company offices. 

The two new departments opened by the store were a 
Colony Shop for young ladies and a Circus Room, includ- 
ing a merry-go-round, for children. 
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..- another PILOT 
SUPER - VALUE 


x*k 
MEN’S 
ROMEOS 


NEW LOW PRICE 


$9.50 


Immediate 

Delivery 
Genuine smooth kid leather, fully 
formed and lasted. Flexible street 
wear, cleor leather soles. Non-mark- 
i rubber heels, Live elastic gore, 
Clean workmanship, top grode stitch 
down construction. Black or brown. 
ANY SIZE FROM 6 fo 12. Including 
Half Sizes. 


#9532 Tan Kid Romeos 
#9532 B. Black Kid 


The 
PILOT SHOE CO. 


31 Hopkins Place 
Baltimore 1, Md. 
Honest-made since 1899 








Men’s Steel Toe Safety Shoes 
Men's Popular Priced Work Shoes 

















Union Made 
GOODWILL SHOE COMPANY 
Holliston, Messechusetts 
JOBS 








BARIS SELLS 


Quality Shoes from Surplus 
Merchandise. Better for Less 


BARIS SNS CO., Inc. 


Orth 2-5180-) 
79-81 Bente f St., New York 7, hk. Y. 











Buy Savings Bonds 
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Veteran Shoe Salesman 
Teaches Sales Course 


Aspury Park, N. J.—Frank L. Barry, 
veteran sales representative for the 
Endicott Johnson Corporation, has been 
selected to teach Salesmanship in the 
Asbury Park Institute. 

Dr. Harry S. Hill, superintendent of 
schools and director of the newly 
formed Iustitute, in making the an- 
nouncement said Mr. Barry would draw 
from his 25 years of sales experience 
during which he has sold Endicott 
Johnson shoes throughout New Jersey. 

Mr. Barry is well known to central 
New Jersey shoe merchants and is re- 
membered locally as Chief of Training 
for the Civilian Defense Council during 
the recent war. His success at instruct- 
ing Auxiliary Police and Air Raid War- 
dens in the many phases of their activi- 
ties brought to light his value as a 
teacher. He was also a member of the 
local War Price and Ration Board and 
is known for his services on many civic 
and charitable committees. 

The Board of Education’s purpose in 
sponsoring this new school is to afford 
on-the-job training for the wholesale, 
retail and service trades; and the As- 
bury Park Chamber of Commerce is co- 
operating in promoting the Institute. 

The Institute’s 16 evening courses 
will start Sept. 29 and continue through 
15 weeks in the first semester. Mr. 
Barry’s course is entitled “Modern 
Sales Technique.” 


Boot Company Starts 
Production in Texas 


WicuitTa FALLs, TEXAS—With an in- 
itial production of approximately two 
hundred pairs of cowboy boots, the 
Whit-Bern Boot Company began oper- 
ation here recently. Overlooking the 
city, the modern plant, constructed of 
steel, tile and brick, covers a space of 
ten thousand square feet. 

Machinery enough for one line has 
been installed under the direct super- 
vision of Harry Whitman, vice-presi 
dent in charge of production, and 
Harry Grimes, plant superintendent. 
Mr. Whitman at one time was asso- 
ciated with the Nocoma Boot Com- 
pany while Mr. Grimes until recently 
was with the United Shoe Machinery 
Corporation. 

Production will be confined to the 
making of high-grade cowboy boots for 
men and women, it was revealed. 

The Whit-Bern Boot Company was 
organized under the laws of the State 
of Texas and was capitalized at 
$200,000. Officers of the company are 
as follows: Bernard Bernbaum, presi- 
dent; Harry Whitman, vice-president 
and secretary; Wallace W. Fraser, vice- 
president and Donald B. Fielding, treas- 
urer. David Bernbaum is chairman of 
the board and the other directors are 
James R. Gatewood, Louis H. Novin, 
Donald B. Fielding, and Bernard Bern- 
baum. 





California Firm Announces Sales Setup 





Shown in the sales offices of Holden & Griffin are, left to right, John J. Holden, 
Bayard Ryder, of Ryder of California, and Daniel S. Griffin. 


New York—lIt has been announced 
that Ryder of California has appointed 
Holden & Griffin, here, to represent the 
firm in the East. The arrangements 
were made recently by Bayard Ryder, 
of the California concern, who flew to 
New York for the occasion. 


The complete line of Ryder high 


fashion wedges for street wear, clogs 
for casual and lounging wear and 
mules for boudoir wear will be on 
display in the offices of Holden & Grif- 
fin, 3120 Empire State Building. The 
Western sales office and factory of 
Ryder of California is located at 1221 
South Wall Street, Los Angeles. 
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KID ROMEOS 


For Men and Boys 


NEW /ow PRICES 


Men $2.50 
Boys’ $2.20 





SIZE 

MEN 7/12 
é/it 

sors 1/6 


UPPERS CUT FROM 
SELECTED GENUINE KID SKINS 
SOLES 
MEAVY OAK LEATHER 


No. 400 Boys Ton 
No. 40! Boys Bik. 


No. 700 Men Tan 
No. 70! Men Bik. 


WRITE FOR FALL CATALOGUE 


AT ONCE DELIVERY 


WELL-BUILT 
SHOE MFG. CO. 


MILFORD, MASS. 











Paid Dividends Rise 
In June-July-August Period 


WASHINGTON.—Publicly reported cash 
dividends on textile and leather firms 
were 52 per cent higher during the 
three months ended July 31, 1947, than 
in the comparable period of 1946, the 
Department of Commerce has revealed. 

Total disbursements of dividends by 
U. S. corporations for the three months 
amounted to $1,213,500,000, or 16 per 
cent more than the $1,050,400,000 paid 
to stockholders in the same period in 
1946. 

These figures include only publicly 
reported cash dividend paynients which 
account for about 60 per cent of all 
eash dividends paid. 

Mining corporations increased their 
payments 44 per cent in the May-June- 
July period of 1947 as compared with 
last year. Heat, light and power firms 
rose 18 per cent; the miscellaneous 
group, made up mainly of motion pic- 
ture firms and transportation corpora- 
tions other than railroads, gained 16 
per cent; and corporations engaged in 
whilesale and retail trade increased 13 
per cent. 

Railroad payments in 


the three 


September 15, 1947 





Te stgled 


*- yet 


ap. t ttle ! 


months fell 11 per cent while corpora- 
tions in the communications industry 
paid 3 per cent less in dividends than 
in the comparable three months of 1946. 

The manufacturing group as a whole 
advanced 21 per cent in the three month 
comparison. Electrical machinery and 
oil refining companies each went up 29 
per cent; paper and printing corpora- 
tions up 28 per cent; other manufac- 
turers up 26 per cent; and chemical and 
iron and steel companies up 24 per cent 
each. 

Declines took place in both automo- 
biles and other transportation equip- 
ment, dividend payments in the three 
month period of 1947 being 37 and 15 
per cent lower respectively than a year 
ago. 


Pays 61st Consecutive 
Quarterly Dividend 
Boston—Directors of Compo Shoe 
Machinery Corporation at a _ recent 
meeting declared a quarterly dividend 
of 12% cents per share on the com- 
mon stock, payable Sept. 15, 1947, to 
stockholders of record Aug. 29, 1947. 
The declaration marked the 61st 





Financial Statements 


consecutive quarterly dividend declared 
by Compo Shoe Machinery Corpora- 
tion’s board. The company’s record of 
unbroken quarterly dividend payments 
dates back to July, 1932. 





Melville Sales Up in August 


New York.—Melville Shoe Corpora- 
tion has reported retail sales for the 
four weeks ending August 23 of $4,438,- 
485, compared with sales of $4,152,592 
for the comparable period last year, an 
increase of 6.9 per cent. Sales for the 
year to August 23 were $42,548,306, as 
compared with $37,680,386, for the 
similar period last year, an increase of 
12.9 per cent. 


Lytton’s Sales Up 8 Per Cent 
For First Half of °47 


CuicaGo—Sales of Lytton’s, Henry 
C. Lytton & Company and subsidiaries, 
including the licensed departments, re- 
ported for the first half of the fiscal 
year, February through July, totaled 
$12,457,745, which compares with $11,- 
502,437 for the corresponding six 
months of 1946, an increase of 8 per 
cent, Mr. Cole reported. 
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BOWLING SHOES 
Bowling Shoes and Oxfords 


* 2 Ventilating Eyelets 

* Men’s & Women’s 
Smoke Elk Oxfords 

* Men’s & Women’s 
Black Elk Oxfords 

* Women's White Elk 
Oxfords 














No. 766 


sora oe $2.65 o~ » | 


Send for Samples 


ARNOFF SHOE COMPANY 
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ICE SKATES 
FIGURE and HOCKEY OUTFITS 


- 
a 


Men's, Women's, Children's 
ICE SKATES 
12 Styles IN STOCK 
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Available 
from 


$5.10 


and up 


. 





Terms: 2/10 N/30 Send for Catalog 
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Fe ili ani nie 


HUNTING BOOTS 


2m 6 er et 





Calf 
© Oil Treated Uppers 
© Moccasin Toe 
® Double Leather Soles 


© Klondike Eyelets 
NO HOOKS 


® Rawhide Laces 
© Steel Shank Support 
Sizes 6'/2-12 

12” Height 


$7.65 
16" Height | 
$8.35 | 


Send for Samples 











© Full Grain Eskimo | 


No. 2912 
Terms: 2/10 N/30 


ARNOFF SHOE COMPANY 
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FTC Will Settle Piaints 
Under New Trade Policy 


WASHINGTON—The Federal Trade 
Commission has made public a new 
statement of policy under which the 
trade practice conference method of 
settling complaints will be widely used 
and initiated by FTC. A re-appraisal 
of the policy applying to settlement of 
eases by stipulation procedures was 
also made public. 

The action settles a long standing 
controversy among the Commission’s 
five members as to what the FTC atti- 
tude should be. 

Under the new policy, FTC will use 
“the trade practice conference and stip- 
ulation procedures to encourage wide- 


spread observance of the law by enlist; - 


ing the cooperation of members in in+ 
dustries and informing them more fully 
of the requirements of the law, so that 
whenever consistently possible the Com- 
mission may avoid the need for adver- 
sary proceedings against persons who, 
through carelessness, may violate the 
law unintentionally.” 

While this new policy should put an 
end to FTC’s hit-and-miss method of 
prosecution by attacking problems on a 
cooperative industry-wide basis, the 
agency declared its reservation of “the 





Becomes Director and 
General Factory Manager 





HIRAM GORDON 


Columbus, O.—Well-known in the shoe 
industry as a designer and manufacturer 
of women's welt shoes, Hiram "Hi" Gor- 
don has joined the Irving Drew Corpora- 
tion, of Lancaster, Ohio, as director and 
general factory masager, it has been 
announced. {See BOOT AND SHOE RE- 
CORDER, September 1! issue, page 117.) 


right in all cases to withhold the priv- 
ilege of settlement by trade practice 
conference or stipulation agreements.” 

“The object of the Commission is to 
correct—not to punish,” FTC stated. 
“But there must be a reasonable assur- 
ance that any cooperative procedure 
will be effective and provide full free- 
dom to institute such further proceed- 
ings as are or may become necessary 
in the public interest.” 

FTC further stated that “when con- 
spirators are discovered, or when they 
are on the verge of being discovered, 
they would doubtless be glad to make 
use of the commission’s trade practice 
conference or stipulation procedure as 
a protection against the more rigorous 
procedure provided by the anti-trust 
laws.” 

Trade practice conference rules may 
include rules against restraints of 
trade and against violations of the 
Clayton Act. Insofar as such rules may 
be informative to and followed by mem- 
zers of the affected industries, they 
have a substantive value, FTC be- 
lieves. 

“They should not be accepted, how- 
ever, as a basis for the settlement of 
cases in which the commission has rea- 
son to believe that such violations have 
occurred,” the Commission says. 

FTC now states that upon promul- 
gation of trade practice conference 
rules for an industry, examination will 
be made of pending charges against 
members. If the pending charges are 
covered by trade practice conference 
rules, FTC “will consider the advis- 
ability of closing the matters without 
prejudice to reopening.” 

Similarly, service of complaint may 
be withheld upon FTC’s receipt of a 
stipulation agreeing to abstain from 
“unfair methods of competition or un- 
fair or deceptive acts or practices of 
commerce.” All such stipulations will 
become matters of public record, and 
may be used as evidence. 

Regarding the new policy governing 
settlement of cases by stipulation, FTC 
says significantly: “It is not the policy 
of the commission to thus dispose of 
matters involving intent to defraud or 
mislead; false advertisement of food, 
drugs, devices, or cosmetics which are 
inherently dangerous or where injury 
is probable; suppression or restraint of 
competition through conspiracy or mo- 
nopolistic practices; violations of the 
Clayton .Act; violation of the Wool 
Products Labeling Act of 1939 or the 
rules promulgated thereunder; or 
where the commission is of the opin- 
ion that such procedure will not be 
effective in preventing continued use of 
the unlawful methods, act, or practice. 

“The commission reserves the right 
in all cases, for any reasons which it 
regards as sufficient, to withhold this 
privilege.” 
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Reduced 50% on These 


CLOSE-OUT SPECIALS 

#340 Infants’ Lea. 
Upper Slippers, Soft | 
lea. sole. Sheepskin | 
Lined. Brown, red, | 
blue, white. 


35¢ 


per poir 








#300 infants’ Feit Slippers. Soft lea. sole 
3-8 $ 


i EE ME kacedhocessusoanebanneond 50 | 
#356 Child's Felt Mocs. 28 oz. felt soft sole. 
Se, Glee GE, HD coccccesccesococescd $ .75 


Canadian Indian Slippers 
Hand Beaded. Warm-Lined. Richly Trimmed with 
Black Fur. 
#14 Woman's smooth elk uppers. Wine; blue, 
brown, red. 3-9 
#26 Woman's fine suede splits. Red. 4-9....$1.00 | 


—===c AMP MOCCASINS===== | 

#56 Handsewn black waterproof elk, 6'/2-12...$3.00 | 

#764 Woman's. White or brown, 4-9 ...... $2.40 | 
A complete line of 

infants’ & children’s footwear 


CHARLES SPIEGEL COMPANY 
411 ESSEX ST., SALEM, MASS. 


Price of Canadian Footwear 
Expected to Rise Sharply Soon 

MONTREAL—Due to increased wages 
and other costs a sharp rise in the price 
of leather footwear is expected soon. 
This was made evident here early this 
month with the release of two state- 
ments, one by the Shoe Manufacturers’ 
Association of Canada with headquar- 
ters in Montreal which declared that 
increases in shoe prices were inevitable, 
and another by the shoe workers’ rep- 
resentatives announcing a 20 cent in- 
crease in all basic wage rates in the 
industry. 

In announcing the impending rise in 
shoe prices, the Shoe Manufacturers’ 
Association urged that present controls 
on hide prices be maintained for an- 
other few months to prevent the rise 
in production costs from becoming “dis- 
astrous.” 

The statement followed a _ special 
meeting in Toronto and pointed out 
that hides cost Canadian tanners 18 
cents a pound while the world price is 
approximately 29 cents. Removal of 
controls while the world price remained 
at this level would send Canadian hide 
costs up more than 50 per cent with a 
consequent rise in cost of shoe leather 
and shoes. 

“On the other hand,” the statement 
said, “there appears to be at least a 
fair chance that world hide prices will 


September 15, 1947 


fall back somewhat within the nexc 
three or four months. If this happens, 
Canadian hide prices no doubt would 
still have to go higher to meet world 
prices when controls come off, but the 
rise would not be as great as at the 
present time. 

“Assuming that the expected de- 
creases in world prices materialize late 
this year, maintenance of present 


Canadian ceilings on hides for another | 


few months would save the Canadian 
tanning and shoe industries from 
violent cost fluctuations which might 
well have a disastrous effect on both 
industries and on the public.” 

Later another statement was issued 
announcing a 20 per cent basic wage 
rate increase in the shoe industry of 
Quebec effective Sept. 1, as a result of 
negotiations between the Shoe Em- 
ployers’ Association of Quebec and the 
three labor organizations of the indus- 
try. The latter are: The National 
Federation of Leather and Shoe Work- 
ers’, Inc.; the Boot and Shoe Workers’ 
Union and the Shoe Workers Associa- 
tion, Inc. 

Besides the increase in the basic rate, 
it was announced that piece workers 
will also receive a 10 per cent premium 
over and above the basic wage, and that 
the normal work week would be set at 
48 hours with payment of time and a 
half for overtime. 





World-Famed Shoe Designer 
Honored by Neiman-Marcus 


DaLuas, TEXxAS—Salvatore Ferrag- 
amo, of Florence, Italy, one of the first 
innovators of the wedge and more re- 
cently the designer of the “invisible 
shoe” (see RecorpeER Shoe News Pic- 
torial, July 1st, page 54), was present- 
ed on September 8 a hand-cut silver 
plaque for “distinguished service in the 
field of fashion,” by Stanley Marcus, 
executive vice-president of Neiman- 
Marcus, famed specialty store here. 

The award was one of four “Oscars 
of the Fashion Industry,” given at the 
Tenth Annual Fall Fashion Exposition 
of Neiman-Marcus. The other awards 
were made to Christian Dior of Paris, 
Norman Hartnell of London, and Irene 
of Hollywood. 


Change Partnership 

Cuicaco—The partnership which 
formed the Miller, Schwartz & Kallick 
shoe store here, at 45 South Wells 
street, has been changed to Hyman 
Miller and Irving M. Kallick, with the 
departure from the firm of Frank 
Schwartz, it has been announced. The 
store will operate under the name of 
“Niles Shoes.” 

Mr. Schwartz has been replaced as 
buyer of bags and hosiery by Abe Gom- 
berg. 
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MAJORETTE BOOTS 


FOR 
IMMEDIATE 
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#7500 N 
BROWN 
SMOOTH ELK, LEATHER SOLE 
SIZES Il TO 2 


$3325 
IN CASE LOTS ONLY 


24 pairs te @ case PAIR 
NET 10 DAYS FOB CHICACO 


IRVING LAMET SHOE CO. 


333 W. Monroe St. Chicago 6, Ill. 














DUCK BOOTS 

FOR HEAVY DUTY — 
* Goodyear Welt 
Eskimo Calf 

Oil Treated Uppers | 
* Full Leather Gusset 
* Goodyear Cord Sole & 

Heel 


* Heavy Leather Insole 
Sizes: 62-12 


$8.65 


Terms: 2/10 N/30 Send for Sample 
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To Sell Single Shoes 
To Polio Victims 


Rev. Dutton of Shoe Firm Forms 
Group to Sell Single Broken 
Pairs at Low Cost. Work 

Associated With National 
Foundation 





BrisToL, R. L—An organization to 
collect and distribute broken pairs of 
shoes to infantile paralysis victims is 
being formed by the Rev. Dale D. Dut- 
ton, vice-president in charge of Chris- 
tian relations for the Bristol Manufac- 
turing Company, a shoe manufacturing 
firm, here. The organization, to be 
known as the Benefit Shoe Foundation, 
Inc., will begin its activities late in 
September in conjunction with the pro- 
gram of the Nationa] Foundation of 
Infantile Paralysis. 

The new venture has the backing of 
Maurice C. Smith, Jr., president, and 
his brother, William H. Smith, 
treasurer, of the Bristol firm. 

Among the many requests for help 
received during his first six months in 
what is perhaps the most unique post 
in the entire shoe industry, Rev. Dr. 
Dutton received a request from The 
National Foundation of Infantile 
Paralysis, asking his aid. 

Because many of the polio victims are 
affected in their feet, Dr. Dutton was 
told, they wear different sizes of shoes 
on each foot. In order to secure a wear- 
able pair of shoes, polio victims have 
to buy two pairs and discard the odd 
pairs. 

Because of this, Dr. Dutton was in- 
formed, polio victims, many of whom 
can ill afford it, have to spend four 
per cent of their entire budget for 
shoes. Other, unhandicapped citizens, 
it was pointed out, spend about two 
per cent. 

This problem Dr. Dutton studied 
and then contacted various shoe manu- 
facturers and consultants in the New 
England and New York areas. 

The result: The Benefit Shoe 
Foundation, Inc. It will be a non-profit 
organization which will buy shoes from 
cooperating manufacturers. A plant 
will be used as a depot to break the 
pairs. All shoes will be handled singly 
and they will be sold considerably lower 
than retail price because of the low 
overhead. 

In a statement, Dr. Dutton said: 
“We are not trying to give special 
privileges to infantile paralysis victims, 
amputees and persons with mismated 
feet, but only to put them on a par 
with the rest of the population.” 

Prospective buyers will be sent 
catalogues and all purchasing will be 
done by mail. The National Founda- 
tion will tell of the company through 
its national magazine and its 2700 
agencies throughout the nation. 


Making Hand Sewn Footwear 


New York—tThe firm of Charde, Inc., 
is now manufacturing hand sewn welt 
and turn shoes in its factory at 141 
Atlantic Avenue, Brooklyn. These 
lines are being merchandised direct to 
well known retailers of fine quality 
footwear. In addition hand made welts 
are being produced for the custom trade 
under the name of John P. Charde & 
Son at 18 East 53rd Street, New York. 





General Shoe Profit 
Increases In °47 


NASHVILLE, TENN.—The third quar- 
ter report of the General Shoe Corpora- 
tion, here, shows a net profit for the 
nine months ended July 31, 1947, of $1,- 
932,021, as compared to profits of $1,- 
920,492 in the comparable period of 
1946. Earnings per share of stock 
amounted to $2.52. 

Net sales for the nine month period 
in 1947 totalled $54,995,157 as against 
$42,037,449 in 1946, the report stated. 





Fred H. Miller 


MEMPHIS, TENN. — Fred H. Miller, 
for more than 50 years connected with 
the Richard Storch Shoe Store, 134 
North Main street, died recently at 
the age of 65. 

He went to work at the Storch store 
when about 16 and remained there 
throughout his life. 

Interment was in Calvary Cemetery 
at Little Rock. 





Wholesaler to Move 


Derroir, Mich. — The Braman Shoe 
Company, wholesales on West Jefferson 
Avenue for many years, are 
forced to move because the city is tak- 
ing over the property on which their 
building stands as the site of a War 
Memorial building. 





D. J. Cameron to Sell 
Thompson Bros. Line 


BrockToN, Mass. — D. J. (Jim) 
Cameron has been appointed sales rep- 
resentative by Thompson Bros. Shoe 
Co. for the West Coast. Mr. Cameron, 
well known in that territory, will main- 
tain an office at 306 Haas Building, Los 
Angeles 14, California, where a com- 
plete sample line will be carried. 





Beck Leases 
Harrisburg Building 
HARRISBURG, PA.—A 2i-year lease on 
the Wyeth Building and the Harrisburg 
Hardware Store Building in the heart 
of Harrisburg’s downtown shopping 
district has been obtained by the A. S. 
Beck Shoe Corporation, New York, 
which plans to replace the buildings 
with a new L-shaped shoe store next 
year. 
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to the better grades at the cost of over- 
all pairage. Finally, it is also possible 
that some element in the population can 
afford to buy better shoes whereas 
others must limit their purchases of 
any shoes. 

As an indication in the trend of sales 
by price classes, I have tried to estimate 
from the limited data available the 
changes which have occurred in this 
connection from 1939 compared with the 
first half of this year. These should 
probably be called “guess-timates,” and 
from the percentage to total shipments 
from the factories of the different price 
classes in shoes for 1939 compared with 
the first half of this year: 


1939 1947 
Under $2.00 a pair ...... 75 10 
SE ED baxencedswe 17 15 
ere 30 
SEBS CO BERD .ncccccecss 3 25 
$5.00 and ower .......... 2 20 
Several weeks ago an interesting 


article was published by the Tanners’ 
Council on a subject which is not, I 
am sure, fully appreciated by most 
businessmen. This article developed 
the possibility that in the past two or 
three months we have had a sharp vol- 
ume in seasonal buying by distributors 
seeking to acquire merchandise for fast 
sale. Before the war such seasonal 
buying was the usual thing because 
most soft lines did in fact operate under 
a seasonal pattern. During the war 
years seasonals were generally leveled 
out with availability of merchandise 
the principal market factor. It is 
possible now that seasonals have re- 
turned, that short term fluctuations in 
ordering are once again in evidence. 

“There are probably few other ques- 
tions that are as interesting to shoe 
men today as prospective price devel- 
opments. It is not my function to ap- 
praise or analyze market trends. We 
can be of service to industry, however, 
in obtaining and presenting facts to 
you which may be of assistance in help- 
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ing you formulate your judgments. The 
facts we have to deal with are more 
complex now than at any time in my 
recollection. As you know, the United 
States is a hide and skin importing 
nation and during the war years our 
import trade suffered many shocks and 
dislocations. Normaley has not yet 
been restored. Here in the United 
States we have set the lead in trying 
to reestablish an unfettered basis for 
international trade, but other countries 
have not followed suit. Throughout the 
world there are still present obstacles 
and impediments which prevent the free 
flow of raw material to the United 
States. Until those artificial barriers 
are broken down our import position 
cannot be certain or assured. 

“As an observer of the shoe busi- 
ness for many years I have always been 
impressed by the wide gap between 
what can be done and has been done in 
bringing the importance of shoes home 
to the consumer. Here is a commodity 
which is fundamental to the health and 
comfort of more than 140 million con- 
sumers and yet shoes are typically 
taken for granted by most people. 

“I have received many inquiries 
within the last few months about pos- 
sible supplies in one or the other types 
of raw material, in leathers. Generally 
speaking, I doubt whether the compli- 
cated situation now prevailing can be 
brought into focus for any broad con- 
clusions. We know that in the United 
States heavy cattle slaughter has cre- 
ated a more or less favorable hide sup- 
ply position, almost offsetting lack of 
imports. On the other hand, in lighter 
types of leather such as calfskins, our 
inability to import is a very serious 
handicap. Whether and how soon we 
are going to be able to get more light- 
weight skins is an open question. The 
evidence seems to point to hard deple- 
tion in Europe, to reduced calf slaugh- 
ter in that continent for another few 
years. Bear in mind that veal is a lux- 
ury meat and until the European eco- 


FEATURE THE PROFIT LINE 


OF PROFESSIONAL FOOT APPLIANCES 


FC-40—Finest strap leather top, plastic heel cup reinforce- 
ment, celluler rubber instep and meteterse! raises, proper 
cuboid support, and finest suede bottom. 

Women's sizes 5 through 10 wide and nerrow $2.00 per poir 
Men's sizes 6 through 13 wide and narrow... .$2.00 per por 


Suggested retail price $6.50 


Style V—Seme support with pigskin top. 
Women's sizes 


Suggested retail price $3.50 


1616 LAVACA Sr. 


AUSTIN TEXAS 





Why Shoe Sales Have Declined 


nomic structure is somewhat rehabili- 
tated, it seems doubtful that calfskins 
will be exported in any volume. On 
the other hand, shipment of goat and 
kidskins to the United States has im- 
proved considerably this year. 

“Every retailer is probably torn now- 
adays between the unavoidable risks of 
doing business and the desire to avoid 
acquiring merchandise which may en- 
counter consumer resistance. I don’t 
propose to tell you how to solve that 
dilemma. Bear in mind that some risks 
are inevitable if you are to continue 
doing business and the kind of promo- 
tional and merchandising job which 
leads to success. It may well be that 
profit factors will have to be adjusted 
up and down the line to a more normal 
basis as the shoe industry grapples 
with the factor of consumer demand. 
Nowadays it has become a little fash- 
ionable to scoff at the astronomical esti- 
mates of postwar consumption which 
were made two or three years back. I 
don’t believe that those estimates were 
entirely unfounded. There is tremen- 
dous room in the potential market for 
footwear but that volume will not come 
automatically; it has to be worked for 
and realized through conscious effort. 

“It is my firm opinion that consum- 
ers in this country can be sold at the 
per capita rate of 4 pairs annually. 
During the 5 years prior to 1947 the 
public was buying shoes and retailers 
did not have to “sell.” In order to 
obtain the volume that many observers, 
as well as myself, believe is available, 
it will be necessary to “sell” from 
now on. Compare your merchandising 
methods with those used by retailers 
in other lines and step it up or pep 
it up, whichever your analysis shows is 
required. The growing competition for 
the consumers’ dollars is going to neces- 
sitate your doing the kind of merchan- 
dising job which will impress the pub- 
lic of the importance of shoes not only 
for their appearance but also for their 
health and comfort. 
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BARIS SHOE COMPANY, INC. 


79-81 Reade Street New York 7, N. Y. 
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HARRY L. De BRIN UNIFORM CO. 
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Leather Representatives 
Discuss Style Trends 


New YorkK—Speaking recently be- 
fore representatives of the press at a 
luncheon given by the Tanners Council, 
Ruth Kerr, of the Calf Tanners Asso- 
ciation, noted as an important new 
trend in men’s fashions the growth of 
the idea of coordination and correla- 
tion of men’s shoes with other leather 
articles. She cited, as examples, wal- 
lets, brief cases and novelty belts, the 
last-named showing a western influence 
to wear with shoes with similar styl- 
ing. Among novelty colors for men’s 
shoes she noted a new darker brown, 
“the darkest we’ve ever had” and a 
new cordovan shade. Navy in a re- 
versed leather was also mentioned as 
a smart Spring color for men. 


In listing the colors for women’s 
shoes for the coming seasons, Miss 
Kerr spoke of a new flaming red not 
included on the color card. Dark green 
she considered as a dark horse color 
for Spring and Summer. Pepper Green 
she described as a gay color, a smart 
complement to pastels. There is “no 
Balenciaga” according to Miss Kerr 
but there is cocoa and a number of 
browns, including Town Brown, Mink 
and chocolate. 


Representing the kidskin tanners, 
Rhea Nichols of the Allied Kid Com- 
pany pointed out the two functions of 
kidskin shoes as represented by com- 
fort types and style shoes. In discuss- 
ing style shoes of kidskin she noted the 
great demand for color. The complete 
range of metallics, gold, bronze and 
gunmetal, in the Spring and Summer 
lines from the Allied Kid Company 
were mentioned as of special interest. 
A 24 Karat gold finish on snakeskin 
as well as on kidskin was noted. In the 
latter leather, its use was mentioned 
for casual, as well as evening shoes. 


The demand for suede kid in black, in 
calfskin colors and a range of pastels, 
was also noted by Miss Nichols. 
Crushed kidskin in high colors and pas- 
tels will be used in new interpreta- 
tions. The emphasis laid by Paris on 
fashions of the Gay Nineties and the 
early 1900’s highlights styles especially 
appropriate in kidskin leathers, she 
said. Just recently returned from 
Paris she said she looked for a tremen- 
dous demand for higher riding shoes 
and longer, more pointed toes. In casu- 
als the emphasis over there is on very 
naked patterns. 


“Europe is soaking in sunshine,” she 
said. Shoes for sun roofs and beaches 
are held on with the tiniest straps. 
Miss Nichols ended her talk with a 
special appeal for the Italian people 
who are striving so valiantly to recover 
from the devastating war years and she 
described the concerted effort being 
made by a group of prominent Italian 
business men to enable Italian industry, 
especially the lingerie and shoe indus- 
try, to export their products. 
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© Leather Top Binding 

© Leather Mid-Sole 
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® Leather Sock Lining 

® Goodyear Stitch Const. 

© Leather Knife Pocket 
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News of the Salesmtht dil Suypliers 


E. T. Wright to Show 
New Sport Styles 


ROCKLAND, MAss.—F. M. Fishpaugh, 
West Coast representative, and Frank 
Sullivan, Southern representative of E. 
T. Wright & Co., Inc., recently spent a 
few days here working with the factory 
executives on a new group of sport 
styles which will be shown at the Na- 
tional Shoe Fair in Chicago. 

Both men are familiar with the 
changing sport pictures in their respec- 
tive territories and the new Wright line, 
it is announced, will reflect the changing 
trend in classic design as well as in 
the more casual types. Reverse calf in 
various colors, combinations and pat- 
terns will be extensively sampled. 





Made Sales Manager and Head 
Of New York Style Studio 


BostoN—Harry R. Snyder, for 25 
years a style consultant and designer 
of shoes, has been appointed sales man- 
ager of the recently formed Weinstat 
Footwear Creators, Inc., it has been 
announced. Mr. Snyder will also be 
in charge of the firm’s style studio in 
New York City, at the Collingwood 
Hotel, room 111, 45 West 35th street. 

Mr. Snyder has been affiliated with 
shoe style studios of the Dunbar Pat- 
tern Company, Conway, Winter & 
Oches Company and the Holden & 
Quick Pattern Company. He was also 
a stylist and designer for the Inter- 
national Shoe Company, in St. Louis, 
until poor health forced a temporary 
retiremert. More recently, Mr. Snyder 
was engaged in shoe retailing on Fifth 
Avenue, New York City. 





Resume Making of Bowling, 
Ice and Roller Skating Shoes 


CuLver City, CaLir.—Swankies, Inc., 
has announced that it has again re- 
sumed manufacturing of welted bowl- 
ing shoes and ice and roller skating 
shoes. Using the firm’s previous brand 
name of Stanley Williams, these sturd- 
ily constructed sport shoes will be 
made for both men and women. 

The concern will continue to manu- 
facture play shoes in the medium price 
brackets, placing particular emphasis 
on opentoe, open-back Cuban heel and 
wedge lines. 


September 15, 1947 


Kessler Joins Sales 
Staff of U. S. Shoe 


CINCINNATI, O.—The appointment of 
Jack L. Kessler to the sales staff of 
The United States Shoe Corporation 
was announced recently by A. B. Co- 





JACK KESSLER 


hen, president. 

Mr. Kessler will sell and merchan- 
dise the Gold (Red) Cross Shoe line in 
Arkansas, Mississippi and the northern 
parts of Louisiana, taking over this 
territory from his father, Dave Kess- 
ler, who will continue to service the 
remainder of the present southern ter- 
ritery. 

After graduating from the Univer- 
sity of Cincinnati, Kessler worked with 
his father for a number of years and 
then served four and one-half years in 
the Army, attaining the grade of Cap- 
tain, commanding a Signal Corps Unit 
in the European Theatre of Operations. 


Announce New Ownership 
Of Foot Insert Company 


CHICAGO—New management has 
taken over the manufacturing facilities, 
stock inventory, and the trade name of 
the WalkonAire Corporation, Knox, 
Ind., manufacturers of foot comfort 
shoe inserts. 

The officers of the new organization 
are Robert A. Johnson, president; Ray- 
mond J. Johnson, vice-president; and 
Glenn C. Johnson, vice-president. 

Kenneth A. Nelson, sales manager, 
has revealed that the foot comfort shoe 
inserts in the line are now undergoing 
new packaging. 





Appointed Co-chairmen For 


NESF & S Fund Drive 


BostoN—The New England Shoe 
Foremen & Superintendent’s Associa- 
tion has appointed as co-chairmen of 
the Annual Relief Fund Drive, Henry 
Meirs (Jay Shoe Mfg. Co.) and Hyman 


Snider (Consolidated National Shoe 
Co.) 
The Association’s work includes 


caring for needy shoe men and in pro- 
moting good will and good factory re- 
lationship between management and 
employe. 

Results of the Annual Relief Fund 
Drive will be announced at the An- 
nual Banquet to be held next Jan. 10 
at Boston’s Hotel Statler. 


Appointed Sales Manager 

Suietey, Mass.—The George Frost 
Company, of Shirley, makers of Boston 
garters, announces the appointment of 
Howard Rankin as sales manager. Mr. 
Rankin has been with the company for 
21 years, and has been Mid-West dis- 
trict sales manager since 1937. 








Mackey-Starr Moving 
o Larger Headquarters 


New York—Mackey-Starr, Inc., is 
moving its two present manufacturing 
sites and offices to 151-163 West 26th 
Street, with individual departments be- 
ing moved slowly in order to lose a 
minimum amount of time and produc- 
tion. The entire moving operation will 
not be completed until the end of Sep- 
tember, according to an announcement 
made by Joseph Starr, president of this 
high-grade women’s shoe manufactur- 
ing company. 

The new Mackey-Starr site is a 15,- 
000 square foot space on the top floor 
of the 26th street building which is 
located between Sixth and Seventh 
Avenues. “Six large skylights and 
illumination by the latest in fluorescent 
lighting will make for greater efficiency 
as will the concentration of manufac- 
turing activities under one roof,” said 
Mr. Starr. 

In addition to Mr. Starr the officers 
of the Mackey-Starr firm, which is a 
member of the Guild of Better Shoe 
Manufacturers, are Thomas D. Mackey, 
vice president; Lillian Ashkenas, secre- 
tary; and Benjamin Goldsmith, treas- 
urer. 
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Time-Life Surveys Market 
For British Shoes in U. S. 


New YorK—A nation-wide survey on 
markets for British goods in this coun- 
try (based on questions suggested by 
leading British exporters) is about to 
be launched by Time Inc., it was an- 
nounced yesterday by C. D. Jackson, 
Vice-President and Managing Director 
of Time-Life International. 

In preparing the survey, Time has 
had the assistance of the British Export 
Trade Research Organization. BETRO 
got in touch with their member firms in 
Britain who manufacture for export to 
the U. S. market. More than 200 com- 
panies suggested questions for the sur- 
vey and expressed interest in the re- 
sults. Men’s leather footwear is listed 
as one of the merchandise categories to 
be covered. 

“The fact that Great Britain has not 
been selling enough to the United States 
to come anywhere near balancing her 
dollar expenditures here is certainly not 
news to anyone,” Mr. Jackson said. 
“But what may be news is that no over- 
all survey of the U. S. market for Brit- 
ish consumer goods has ever been made, 
either by the British or ourselves. 
While governments are pondering the 
exchange of heavy goods and basic com- 
modities the unknown and therefore un- 
developed possibilities for increased sale 
of British consumer items remain un- 
explored. 


“Through the knowledge that this sur- 
vey will make available, and through 
the intelligent selection and application 
cf U. S. marketing methods—the Brit- 
ish should be able to increase their sales 
to this country without injuring our 
own enterprises. At the same time they 
will acquire additional dollars with 
which to continue their buying here. 

The survey will consist of about 650 
interviews among executives of depart- 
ment stores and specialty stores across 
the eountry, on the subject of their 
present and future buying plans for 
British merchandise. The survey will 
also cover questions about how British 
merchandising in this country can be 
improved, as to design, packaging, pric- 
ing and delivery. The stores will be 
selected so as to get representative 
opinions from all sizes of stores in 
various size towns in every section of 
the country. 


Centralize Shoe Products 
Organization at New Location 


New York—Benjamin Goodson, shoe 
manufacturers’ sales representative for 
the B. F. Goodrich Company in the 
New York district, has moved his head- 
quarters to 120 Franklin St., here. All 
the sales and distributing organiza- 
tion for the company’s shoe products 
division are now centralized at the new 
location. Goodson formerly had an 
office at 19 Rector St. 


John H. Devine Promoted 
By Compo 

Boston, Mass.—Compo Shoe Ma- 
chinery Corporation has announced the 


appointment of John H. Devine as 
vice-president, effective as of Aug. 21. 





JOHN H. DEVINE 


Mr. Devine was elected to the board 
of directors of Compo in February, 
1942, and for the past several years 
has been in charge of all personnel 
and business throughout Compo’s 
Western district. 

A graduate of Lynn English ( Mass.) 
High School and Boston University, 
he has been an associate of the late 
William H. Bresnahan since 1922, when 
Mr. Devine joined the Bresnahan Shoe 
Company. 

When Compo was founded in 1928, 
Mr. Devine was one of its first em- 
ployees, in fact, actually helped con- 
struct the first conveyor. Placed in 
charge of the New York office in Janu- 
ary, 1929, he was later transferred to 
St. Louis where he worked under the 
direction of the late Bernard Solar. Mr. 
Devine was made manager of sales 
and service in St. Louis and, in 1939, 
was appointed district manager of the 
Western district, which includes St. 
Louis, Columbus, Cincinnati, Chicago 
and Nashville. 


Johansen Adopts Larger 
Standard Size Shoe Box 


New York—Johansen Bros. Shoe 
Company recently announced the suc- 
cessful adoption of a larger shoe box, 
designed to house the 1947 average 
shoe, size 7%. 

The larger shoe box is the result of 
the firm’s belief that women’s shoe 
sizes have grown too big for comfort- 
able housing in a standard size box, 
designed to accommodate a 1927 aver- 
age size of 6%. Today’s larger feet 
have prompted a relatively sized prob- 
lem for both manufacturers and retail- 
ers. Too many scuffed shoes resulted 
in unfavorable consumer reaction for 
the retailers and headaches for the 
manufacturers, it was asserted. 





Johansen Bros., and their subsidiary 
company, the Valley Shoe Corporation, 
launched the larger box idea, after a 
thorough study of the retailers’ prob- 
lems. Johansen discussed the need for 
a larger box with two of its retail] out- 
lets who were contemplating moderni- 
zation plans: Packard-Rellin of Mil- 
waukee, Wis., and Joseph’s of Chicago, 
Iil., and Beverly Hills, Cal. 

Both of these concerns, having rec- 
ognized the need, worked out dimen- 
sions for a larger box and allocated 
greater stock space during their re- 
modeling. The measurements of the 
new larger size—12 in. x 6% in. x 
3% in.—they felt, allowed length for 
larger sizes, width and height for 
higher heels, or additional ornamen- 
tation. 

Johansen and Valley report retail ac- 
counts are reacting favorably to the 
12 in. x 6% in. x 3% in. box, which 
was adopted after further surveys and 
experiment. 


Inaugurate Display 
Department 


Cuicaco.—Service Products Division, 
Woodall Industries here, has announced 
a new department—devoted to a cre- 
ative display service for national adver- 
tisers. Louis O’Hare, who has been 
identified with the display industry for 
28 years, heads this new department. 

Mr. O’Hare knows the design and pro- 
duction of displays—he likewise has the 
ability to merchandise displays. His 
specialized knowledge will be at the 
disposal of advertisers and their adver- 
tising agencies, it was announced. 

The company will specialize in quan- 
tity production of permanent advertis- 
ing signs (silk screened, roller coating, 
silhouette) and point of sale advertising 
displays made of Masonite, related 
boards, wood, metal, glass and plastics. 





Form Zephyr Shoe Company 


PHILADELPHIA—Albert Fink and 
Bernard Kline, for many years asso- 
ciated with the A. Meltzer Shoe Com- 
pany, have resigned their positions and 
announced the formation of the Zephyr 
Shoe Company, 151 North 4th Street. 

The new firm will distribute a com- 
plete line of medium priced men’s and 
women’s arch type shoes. 

Mr. Fink had been a member of the 
A. Meltzer Shoe Company for 15 years 
and Mr. Kline for 20 years. 





Launch National Ad 
Campaign for New Line 

St. Louis—Sol Nathanson, president, 
and Al Melnick, secretary, of the Am- 
erican Shoe Company, 1329 Washing- 
ton Avenue, have announced the 
launching on October Ist of a national 
advertising campaign to support a new 
line of casual and sport shoes, known 
as “Teenlanders.” 
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Few Liquidations in 
Women’s Shoe Factories 


Boston, Mass.—A survey of the 
New England area reveals that there 
is more “stabilization” in the number 
of women’s,shoe manufacturing firms 
than any other previous year. 

While liquidations are still running 
and every week more and more liqui- 
dated women’s shoe plants are offered 
for auction in Lynn, Lowell, Haverhill! 
and other areas, the number is smaller 
than any other previous year. 

Since the end of the war, it is esti- 
mated that not more than 50 women’s 
shoe factories have liquidated in the 
New England area. 

The Boston Sunday Herald's busi- 
ness pages, which in pre-war days had 
three or four advertisements offering 
women’s shoe factories at auction, are 
now only infrequently featuring such 
auctions. 

It is pointed out by experts in the 
field that today the liquidations are 
outnumbered by the number of new 
shoe factories in Lowell and Lynn. In 
Haverhill, one of the nation’s key shoe 
manufacturing centers, several new 
plants have been located. 

It is also pointed out that women’s 
shoe manufacturing is rapidly being 
streamlined and “seasonal” layoffs are 
being avoided by proper economic ad- 
justments by managements. 

One mortality reason was the lack of 
orders in mid-Spring, when quite a 
number of New England manufactur- 
ers returned from the New York Shoe 
Fair greatly disappointed. The subse- 
quent “run” of orders—piling up in 
mid-August, came too late for several 
shoe firms which liquidated—-such as 
Lowell Shoe Company, Thorndike Shoe 
Company and other firms. 





Represent Two Companies 
In New England 


Boston, Mass.—Ben Hamburg, for 
many years a department store -shoe 
buyer, has been appointed New En- 
gland sales representative of two com- 
panies—Lissak & Co., of Brockton, 
Mass., and the Cannon Shoe Co., of 
Baltimore, Md. 

The former company makes a dis- 
tinctive line of women’s better grade 
casuals. The latter is well known as 
the manufacturer of a line of Good- 
year welts for misses, children and 
infants. Mr. Hamburg’s office is at 212 
Essex Street, this city. 


Fashion Consultant 
Extends Service 


New York—Sylvie Hamilton, head 
of Fashion Mating and fashion consul- 
tant on coordinations and promotions 
of women’s style lines to a number of 
leading shoe retailers, has recently ex- 
tended her services to include three 
women’s style lines of General Shoe 
Company. 
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Authentic Western Styling 
* Goodyear Welts 

* Choice Elk Uppers 
* Fancy Cutouts 

* Leather Linings 

* Welted Side Seams 
* Colorful Stitching 
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A120 Men's Biack Oxford, 
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A130 Men’s Btack Oxford, 
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A140 Men's Black Hi Shoe, 

Right Hand ........... 4.56 Pr 
A160 Women’s Biack Oxford, 

Right Hand ............ 3.70 Pr 
A170 Women’s Biack Oxford, 
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A180 Men’s Biack Oxford, 
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' Radio Technique Enlarged Shoe Sales Field 





lowa Department Store Advertises Throughout State By Radio With 
Program For Each Department 


Des Moinges—Faced with a problem 
of reaching only a special portion of 
potential shoe customers, the James 
Black Dry Goods Company of Water- 
loo, Iowa, developed a new radio 
technique—beaming—and accomplished 
all three of the original major merchan- 
dising objectives set down in its pro- 
gram. 

Beaming is a system of choosing sta- 
tions, times and types of programs that 
will serve the advertising needs of spe- 
cific departments or dCivisions. The 
usage of these programs is correlated 
with their objectives. 

Black’s problem was a typical one. 
Waterloo, the town where the company 
is located, has a population of about 
70,000. There are hundreds of thou- 
sands more on farms and in rural 
communities nearby. The total number 
of prospects in the vicinity of the 
store reaches a figure that nears the 
400,000 mark—if contacted regularly 
with a good selling message. 

However, the biggest problem was 
choosing the advertising medium that 
could efficiently do the job. The city of 
Waterloo had only one daily paper— 
and it didn’t completely cover the mar- 
ket. Supplementary media that was 
employed, direct mail, circulars, small 
town weeklies, secured unsubstantial 
results. 

The James Black Dry Goods Com- 
pany had been doing a big yearly shoe 
volume but the owners and managers 
were looking to enlarge their trade 
area and to secure additional customers 
to bring into their establishment. The 
store itself was doing just about all 
the possible business from the popula- 
tion of Waterloo—and was prepared to 
serve thousands of other prospective 
customers. 

The situation was precarious; cus- 
tomer response was good but they 
simply didn’t reach the volume of po- 
tential customers often enough. Radio 
advertising was suggested but imme- 
diately dismissed when a department 
manager said, “But how many people 
in this area have radios and, if they 
do, how often do they listen to pro- 
grams?” 

Later on, officers in the Black Com- 
pany began seriously investigating the 
possibilities of radio. They found that 
the percentage of Iowa families owning 
radio sets were: urban homes—98.2 per 
cent; village homes—98.0 per cent; 
rural homes—98.0 per cent and the 
survey also brought out that the aver- 
age radio family in the state listens 
to its set 4 to 5 hours daily. 

The managers of the store decided 
that radio could be an effective, wide- 
spread medium for shoe selling. Plans 
were made to take advantage of the 


listening population in the surround- 
ing trade area. The store together with 
station KXEL surveyed the situation 
to decide what would be the most bene- 
ficial objectives to strive for and the 
type of beamed programs that would 
bring in the largest volume of cus- 
tomer dollars. 

The objectives cited were—(1) to ex- 
tend the trading area to urban and 
rural families in central northeastern 
Iowa, (2) to identify Black’s as the 
store of “everything for all members 
of the family,” and (3) to increase the 
volume of mail order business. 

Four programs were chosen, each di- 
rected to a special group in the listen- 
ing audience and broadcast at the most 
convenient time for that particular 
group of listeners to tune their dials. 

“Neighbors’ News” was broadcast 
Monday through Saturday, 6.16-6.30 
A. M. This program was written and 
commentated by the station’s farm di- 
rector for the farm audience. Weather 
reports, legislative farm news, state 
and regional farm news, local news 
items, and market figures were all re- 
ported to the customers of northeast 
Iowa. 

“R. F. D. 1540” was another Monday 
through Saturday program—12.45-1 
P. M. As neighbors’ news was directed 
to catch the farm audience at break- 
fast, this program was aimed at the 
listening customers of Iowa at their 
dinner tables. Daily reports of local 
farm news, 4-H, F. F. A., and other 
meetings were announced. Emphasis 
was given to local names, places, per- 
sonalities and organizations. Wire re- 
cordings of interviews with local offi- 
cials, executives, etc., were broadcast. 

Shoe commercials were limited to 
three per show. Items or brands from 
a single department were promoted on 
one program throughout an entire 
week or longer. Department buyers 
selected the items for advertising and 
then checked the ad copy. The first 
commercial made a general statement 
about the advertised items, and the 
location of the department at Black’s 
where it can be secured. The middle 
commercial gave a detailed description 
of the particular piece of merehandise 
mentioned at the beginning of the pro- 
gram. The closing commercial was ir- 
formational, but gave the personal rea- 
sons why the advertised merchandise 
would aid or glamorize the folks lis- 
tening in. 

The last program at night, tuned to 
hit the listener before he retires, is 
“H. R. Gross.” This program is broad- 
cast Monday through Saturday, 10- 
10.15 P. M. It was a broadcast of the 
latest happenings in the locality and 
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in the national limelight. The commer- 
cials numbered two to a show: one at 
the opening of the program, the other 
before the program signs off. The pat- 
tern followed in the program closely 
followed that of the “Neighbors’ News” 
program, since both were directly 
mainly to the males in the listening 
audience. 

During each program, Black’s en- 
deavored to get the selling theme and 
store slogan mentioned at least once. 
Their theme being, “Everything for 
the home—for all members of the fam- 
ily.” Repetition of their slogan, 
“Black’s in Waterloo, Northeast Iowa’s 
Greatest Store,” has been of enormous 
institutional value. 

Were the results good? Here’s what 
a few of the departments accomplished 
and what the officers of The James 
Black Dry Goods Company point out: 


James M. Graham, president, stated: 
“As the second largest department 
store in Iowa, our trading area ex- 
tends to the Minnesota border and well 
to the south, east and west. We have 
found radio not only a satisfactory 
medium for motivating the sale of 
merchandise, stimulating inter-depart- 
ment sales interest, but most valuable 
in pushing back the trading boundary 
lines which have naturally followed the 
influence of the other advertising 
media used by Black’s.” 


Paul Pahl, sales promotion manager 
for Black’s, said: “With a definite out- 
line in mind and over an extended 
period of time, we, at Black’s, feel that 
radio is very effective both for the 
actual selling of merchandise as well 
as doing an outstanding institutional 
job for the store. Radio advertising 
has made Black’s known to thousands 
of people throughout the State of Iowa 
who were not formerly acquainted with 
the store. Therefore, radio will con- 
tinue to play an important role in our 
sales promotion at Black’s.” 


And according to Katherine Fillos, 
Black’s radio director: Sales figures 
show that “radio-advertised” depart- 
ments have performed better than 
other departments; have better com- 
parisons with Federal Reserve aver- 
ages. 

Not only did the store become out- 
standing in Iowa due to the fine radio 
programs it sponsored, it also received 
national recognition this year. In com- 
petition with stores throughout the na- 
tion in the 1947 Nationa] Retail Dry 
Goods Association, The James Black 
Dry Goods Company won a Grand 
Prize award especially created by the 
judges for extra recognition of the 
quality and objectives achieved on 
R. F. D. 1540; and First Award for 
class “B” stores ($1,000,000 to $5,000,- 
000 annual income) for “Music for 
Moderns” in the competition for pro- 
grams “by teen-agers for teen-agers.” 
The story of this retailer proves that 
radio can be employed by local mer- 
chants and can sell shoes. 
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They're available again in almost 
unlimited quantities. They'll seit 
for 75 cents per pair pouch in- 
cluded. Colors: black and brown. 


Sizes: small, medium and large. 

Send for trial order today — two 
dozen packed in a display carton. 
Or for more details on Shower 
Toes, write — 

THE RUBBER COMPANY 


MASSILLON, OHIO 
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Full Grain Insoles 
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ROMEOS 


BROWN KID ROMEOS 


Leather quarter back, leather insolu, heavy leather 
soles, brown rubber heel. 


SIZE INS—Daily or Weekly 


#510: Men's, 


Sizes: 6 to 12 
24 Pr. to case 
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Dept. of Commerce Reports 
Retail Sales Up Over °46 


WASHINGTON—Retail store sales con- 
tinued at about the same level in July 
as in the preceding three months, after 
adjustment for the usual seasonal mid- 
summer decline, the Department of 
Commerce reported recently. On the 
basis of 100 for the 1935-39 average, 
the July index was 274. 

Dollar sales in July were estimated 
at $8,525,000,000, about 11 per cent 
over July of last year. This compared 
with a gain of 16 per cent in the first 
six months of 1947 over the same period 
last year. The smaller percentage gain 
in July reflects the sharp increases in 
dollar sales which took place in July 
1946 when prices rose during the period 
immediately following the lapse of price 
controls on June 30, 1946. 

Sales of nondurable goods stores in 
July were about 7 per cent above a 
year ago but slightly down from the 
preceding month. The non-durable 
goods index, seasonally adjusted, de- 
clined from 282 in June to 280 in July. 
Greater than seasonal declines occured 
in sales of food stores, eating and 
drinking places, and drug stores. These 
declines were offset in part by slight 
rises in sales of apparel stores, filling 
stations and the “other retail” group. 

While down after seasonal] adjust- 
ment, sales of food stores in July were 
14 per cent above a year ago. Filling 
station sales were about 9 per cent 
above the previous year and those of 
the general merchandise group about 
4 per cent. Most of the other nonen- 
durable goods groups showed sales 
close to the values registered a year 
ago. 

Sales of durable goods stores in July 
were 28 per cent more than in July 1946 
and only fractionally above the pre- 
vious month after seasonal adjustment. 
The index was 255 as compared with 
254 in June. In the past 6 months, the 
maximum deviation of the index from 
the average for the period was only 2 
percent. 

Among the durable goods groups, 
only the building material and hard- 
ware group showed an advance in sales 
over the previous month, the seasonally 
adjusted index for July being nearly 4 
per cent above June. 

Sales for the automotive group, in- 
cluding motor vehicle dealers and parts 
and accessories stores, have remained 
almost unchanged for the last 3 months, 
after adjustment for seasonal factors. 
This reflects, for the most part, ma- 
terial shortages which have retarded 
output in the automobile industry. Sales 
of this group in July were about 40 
per cent above the same month a year 
ago. 

Jewelry store sales have tended to 
stabilize in recent months. For the 
past three months, the seasonally ad- 
justed index has remained practically 
unchanged. Sales of jewelry stores in 
July were 10 per cent below a year ago. 

Home furnishing store sales, while 
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down about 4 per cent from June after 
seasonal adjustment, were above the 
average shown for the first half of 
the year and 19 per cent above sales in 
July of last year. 





Canadian Stocks of Raw 
Cattle Hides Drop in June 


MONTREAL, CANADA—Stocks of raw 
cattle hides in Canada at the end of 
June were 545,209, compared with 565,- 
587 at the end of the previous month 
and 574,419 at the end of June, 1946, 
the Dominion Bureau of Statistics re- 
ports. Stocks of calf and kip skins 
totaled 636,784 against 567,581 at the 
end of May, and 489,269 at the same 
time last year. 

Meanwhile goat and kid skins totalled 
132,891 compared with 280,627 a year 
ago, horsehides 75,575 against 39,286, 
and sheep and lamb skins 62,256 dozen 
compared with 54,211 dozen last year. 





Unit Production Down 
From Peak Levels 


WASHINGTON, D. C. — Post-war ad- 
justment has reduced unit output in the 
shoe industry from the peak levels es- 
tablished in the first half of 1946, the 
Department of Commerce has revealed. 

This adjustment has been accomplish- 
ed without any decline in employment in 
the industry. Instead, employment in 
April was practically unchanged from 
last year. This steady employment in 
the face of declining unit production re- 
sulted from a number of factors, chief 
of which was the shift from the produc- 
tion of non-leather types, requiring pro- 
portionally less labor, to leather shoes. 
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© Calfskin Kip Uppers 

© Lecther Lined 

© Goodyear Welt 

® Leather Soles and Heels 


800 Ladies’ Brown $11.40 
80! Ladies’ Black $11.40 
Sizes 49 
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Shoe Sales Cannot 
Support Hide Prices 

New York—An analysis of the hide 
situation recently by the National Shoe 
Manufacturers Association concluded 
that predictable consumer expenditures 
on shoes cannot support present hide 
prices. The NSMA release said: 

“The specialized nature of the de- 
mand for hides, as well as the peculi- 
arities of their production, tends to 
make them subject to erratic fluctua- 
tions and wide swings. We believe, 
however, that it is useful to relate foot- 
wear demand to hide prices. 

“Consumer spending for all goods 
and services in the second quarter of 
1947 has just been estimated by the 
U. S. Department of Commerce to be 
at the rate of 159 billion dollars a year. 
The figure of 159 billion represente a 
rise of 15 billion over last year. 

“We also know from past experience 
that somewhat less than 2 per cent of 
total consumer expenditures will go for 
shoes and other footwear. In the light 
of our experience so far this year, we 
believe that a reasonable but somewhat 
optimistic estimate of the portion of the 
average consumer dollar to be spent on 
footwear this year is 1.9 per cent. This 
would mean total footwear sales of 3020 
million dollars, 

“We estimate that sales of rubber 
footwear and tennis shoes at retail will 
amount to about 180 million dollars this 
year. On this basis shoe sales would 
total 2840 million dollars. According 
to the May Census figures on the value 
of shoe shipments, the average price of 
shoes at retail was $6.43. Unless there 
are further substantial changes we esti- 
mate that the average retail price of 
footwear this year will be approxi- 
mately $6.50. At this price 2840 mil- 
lion. dollars would buy 437 million pairs 
of shoes. Production for the first six 
months was approximately 230 million 
pairs, of which we estimate that 21 
million went, into inventory. If we pro- 
duce the same number of shoes iu the 
last half of the year as we made dur- 
ing the first six months our supply and 
our demand should be approximately in 
balance, after allowing for the inven- 
tory accumulation which already has 
taken place. 

“At $6.50 shoes represent about 173 
per cent of their average price in 1926. 
The average price of packer sole and 
upper leather hides in 1926 was 13.5¢. 
If the relation between shoe and hide 
prices were unchanged this would lead 
us to anticipate an average price for 
light and upper leather hides of 23.4 
cents today. For the last few years shoe 
prices have tended to creep up relative 
to hide prices because of the labor fac- 
tor entering into shoes. On the basis 
of present shoe prices and present in- 
comes a reasonable and normal average 
price for packer hides would be 22.2 
cents. There is real doubt as to whether 
or not people with present incomes can 
buy as many shoes as can be produced 
from the available supply of leather.” 
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Uppers 


© Leather Mid Sole 
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THREE $150,000 PER YEAR TERRITORIES NOW OPEN 


Unusual opportunity for the right man. 


1. Eastern and Central Pennsylvania and Eastern Shores of 


Maryland. 


2. Western Pennsylvania, Ohio and West Virginia. 
3. Maryland, Washington, Virginia and North Carolina. 


Expense account and drawing against commission. Give full partic- 
ulars first letter—age, experience, etc. All letters strictly confidential. 


A. MELTZER (WELT-O-PEDIC SHOES) 
PHILADELPHIA, PENNSYLVANIA 


28 NORTH FOURTH STREET 

















SHOE SALESMEN WANTED 
y 


Old established manufacturer of Misses, Children’s, Growing Girls’ and Boys’ 
shoes in Welt Stitched McKay and Goodyear Welt construction. 


Our lines retail from $4 to $6.50. 


We operate an extensive in-stock department. 
We are interested in securing the services of experienced shoe salesmen 


only for the following territories: 
1. Virginia and West Virginia 
2. Missouri 
3. Kansas 
4. Arkansas 
5. Minnesota. North & South Dakota 


6. Nebraska 

7. Washington and Oregon 

8. Montana. Idaho, Utah and 
Wyoming 

9. Texas 


10. Florida 


ADDRESS 49, CARE BOOT & SHOE RECORDER 
100 EAST 42ND STREET, NEW YORK 17, N. Y. 








HIGH GRADE SALESMEN | 


WANTED 


Several High Grade Salesmen ac- 

quainted with a specific territory, to | 
sell a Line of Well Known, Nationally 
Advertised Ladies Quality Novelty 
Shoes, which are top quality in the 
grade, retailing from $9.95 to $12.95. | 
Splendid opportunities for the right } 
men. 


Address Box 44, care BOOT & SHOE RECORDER 
1@ High Street, Boston 10, Mass. 








LEADING 
MANUFACTURER 


Of Exclusive Line of Nationally 
Known SANDALS for Men, Women 
and Children requires experienced 
salesmen for: New York State, 
Texas, Minnesota, Wisconsin, 
lowa. Substantial commission; 
strong advertising support. Write 
full details, stating references. 


Address Box 89, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 








ONE OF THE LARGEST 


And best known Manufacturers of 
Rubber and Fabric Casual Foot- 
wear has territories open for trav- 
eling Salesmen. Line is a leader 
in its field, with wide dealer and 
consumer acceptance, backed by a 
powerful and unique Advertising 
and Sales Promotion Program. 


A REAL OPPORTUNITY 


For Young Men, age 25-35, with 
retail footwear experience. We 
are interested in employing only 
high type men desiring permanent 
positions. Earnings commensurate 
with ability. Write in confidence 
giving complete information on 
past experience and qualifications. 
Address Box 964, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 




















ALESMEN WANTED: Midwestern 

Manufacturer seeks established salesman 
carry ular’ priced Children’s, Infants’ 
Babies po Shoes to the retail trade 
straight commission basis. Give all details in 


sf 


first letter age, experience, etc. All 
replies confidential, of course. Address #15, 
care Boot & Recorder, 100 East 42nd 


hoe 
Street, New York 17, N. Y. 





M ANUFACTURER, OLD ESTABLISHED 
CONCERN wants top notch salesman to 
sell popular Line of Women’s House 
to retail for $1.98 and up. Can carry exclu- 
sively or sideline. Address #50, care Boot 
Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 








CLASSIFIED ADVERTISING RATES 


The rate for undisplayed classified advertising is 10 cents a word under any of our classified h 9 
When a box number is desired. addressed to any of our offices, 12 words must be added for this and cnargea 


for each insertion. 
at the word rate. 


Classified advertising is payabie in agvance. Send check or money orcer with your copy. No 


advertising except for reguiar advertisers on contract. 
classified 


The rate for all displayed or boxed in 


advertisements is $7.00 an inch with a maximum of 46 words per inch. 
eal Advertisements for this page must be in our New York Office 10 days preceding pablicarion date 


di Minimum rate is $1.80 





If advertiser’s own name and address is usec. count each word (street number is one 


word) at word rate. 
d for classified 
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WANTED 


Experienced Shoe Salesmen Call- 
ing on Department Stores and Re- 
tailers for our New Line of Wo- 
men's and Children’s Elk Play 
Shoes. Side Line. Excellent Com- 
mission Basis. 


We are a splendidly rated manu- 
facturing company and have been 
in business ten years. Please write 
concerning yourself and what 
types now carrying. 


Territories open: 
Arizona, New Mexico 
Indiana 
Virginia, West Virginia 
New York State, excluding New 
York City 
Massachusetts 
New Hampshire, Vermont 
Michigan 
Pennsylvania 


Address Box 74, care weer. & SHOE feegece 
100 East 42nd Street, New York 17, N. 








EXPERIENCED 
TRAVELING 


SHOEMAN 
WANTED 


To Cover Southeastern 
States; Line Well Estab- 
lished; Good Income. Top 


Notch man apply with per- 
sonal data and late picture 
to— 


COBBLERS INC. 


1212 Stanford Avenue 
Los Angeles 21, Cal. 





ESTABLISHED 
MANUFACTURING 
FIRM 


well rated, desires experienced 
salesmen for following terri- 
tories: 

Mississippi, Louisiana, Arkansas 
Florida, Alabama, Georgia 
Colorado, Utah, Wyoming. Montana 
Washington, Idaho, Oregon 
Nebraska, Kansas. Oklahoma 
Kentucky. Tennessee 

Ohio 

New 1948 Styles in Mother and 
Child Combination Play San- 
dals. Elk Uppers. Need Men 
Who Call on Dept. and Better 
Grade Stores. 

Good commissian basis, plus 
bonus. Side line, but no con- 
flicting lines. Write full particu- 
lars, giving types now carrying. 
WE WANT COMPLETE COVERAGE 


OF TERRITORY 


Address Bex a oe BOOT & eneg papegecs 
100 East id Street, New York 17, N. Y. 











EXPERIENCED SALESMEN 
WANTED FOR 


NATIONALLY ADVERTISED 


BRAND OF FOOTWEAR 
OPEN TERRITORIES 


1. INDIANA, KENTUCKY, TENNESSEE 

. NEBRASKA, IOWA 

. NORTH and SOUTH CAROLINA, 
VIRGINIA, WEST VIRGINIA 

. PENNSYLVANIA 

. MARYLAND, DELAWARE 

. KANSAS, MISSOURI, ARKANSAS 

-NEW YORK CITY and NEW 
JERSEY 

. WASHINGTON and OREGON 

. TEXAS, OKLAHOMA and NEW 
MEXICO 

10. MICHIGAN and OHIO 


Address Box 72, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 
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YANKEE SHOEMAKERS 
WANTS 


A SHOE SALESMAN 


FOR 
Virginia, West Virginia, Kentucky, Ten- 
nessee, North Carolina, South Caroline. 
Must now reside in sales territory. Give 
experience, background, references. Re- 
plies will be kept confidential. Write: 
Sam Smith, President, 


YANKEE SHOEMAKERS 


Newmarket, New Hampshire 











September 15, 1947 








SALESMEN WANTED 


For one of the largest concerns 
manufacturing Women’s and Men’s 
Indoor and Outdoor Casuals, Califor- 
nia Process. The Line is nationally 
advertised, leading its field and 
should be carried exclusively. The 
sections available are in the West 
and in and around the Middle West. 
File handwritten applications, stat- 
ing past experience, territories cov- 
ered, present Line carried, refer- 
ences, age, family status and present 
residence. Enclose recent snapshot 
as well. Outstanding opportunity jor 
experienced top notch salesmen. 


Address Box 70, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











S ALESMAN FOR SOUTH ATLANTIC 
STATES to represent well established com- 
pany doing business for the past thirty-two years 
making Casuals, to retail at $4.00 to $6.00; 
Howse Slippers to retail from $3.00 to $5.00. 
Will also consider side line man. Address $94, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 


ANTED: SALESMAN TO 
TIONALLY ADVERTISED, 
ABLE, established item to Shoe S 
tions Departments. Must thoroughly cover ter- 
ritory twice yearly. Ratesenses sauteed. Open 





SELL NA- 
FIT 





territory: Florida, Georgia, N South Caro- 
lina, Virginia, West Virginia, ‘Ke ae , Ala- 
iy —?—, cw Engler 
innesota, No th 
States. Address #92. care 4 * ‘ & Shoe 
corder, 100 East 42nd Street, New York U, 
im Se 
ALESMEN 


GRADE MEN’S SHOES. 
open. State experience and references in detail. 
Address #83, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 


WANTED FOR BETTER 
Most territories 








CHICAGO SALESMAN WANTED 


To represent established Men's Dress 
Shoe Manufacturer to retail trade. Re- 
quire man with Chicago experience, 
prepared to handle Line exclusively. 


Address Box 78, care BOOT & yy fy \ om 
100 East 42nd Street, New York 17, N. 











M ANUFACTURER MAKING 
LINE BETTER GRADE KID 
SAYS and similar ae wants ex 
highly reliable men; territories — 
Write full details first “Tree. Meltzer Foot- 
wear, Inc., 1905 Park Avenue, New York City. 


SHORT 
D’OR- 





SALESMEN 


With Following in Established territories 
to present a quality Line of Shoe Cleaners 
and Polishes to Shoe and Department 
Stores. Liberal Commissions make this a 
profi-able sideline. 


THE HOUSE OF FAYRIN 
S57 South First Street Louisville, Ky. 











T?, SELL TO RETAILER DEPARTMENT 
STORES AND CHAINS, Manufacturer's 
Line of Infants’ Better pre Welts. All 
tories open. 
having proper following. 
Boot & Shoe — 
New York 17, N. Y. 


100 East 





SALESMEN: TO CARRY A SHORT LINE 





OF INFANTS’, Intermediate, and Soft Sole 
Shoes. Priced to ‘sell. Give territory wanted. 
KIDDIE KLASSIC SHOE CO., Bex 30, 
Ephrata, Fennsylvania. 

WANTED 


EXPERIENCED SALESMEN 


For Illinois, Wisconsin, Indiana, lows, Missouri 

territories by Nationally known Menufecturer of 

Novelty Rubber and Fabrie Casual Footwear having 

Chicago branch warebouse. Commission basia. Pref- 

erence given to men having non-conflicting shoe line. 

Adtran Gan 71. eave of SORT 6 Smee EEESe DER 
208 Se. State Street, Chicage 4 











157 

















SALESMEN WANTED 


HELP WANTED 


LINE WANTED 








SALESMEN WANTED 


Natienally Advertised ‘“FANTOM-FORM” 
Shoe Form, to Dealers, —, Chains. (See 
this issue.) Ex- 


our advertisement, e 
cellent nenestidies é sige line. Liberal 
Commissions 


ROGER KENT CO. 
211 N. 7th St St. Louis, Mo. 














SIDE LINE SALESMEN WTD. 


MU*STONE AND. OF METAL, RHINE- 
we an AND CUT STEEL SHOE 
desires Salesmen calli 


.- 

Nee Trade to carry one small tray of terrific 
Hons Ornaments, RHINESTONE CREA- 
_ 751 No. 39th Street, Philadelphia 4, 








LARGE MANUFACTU RER “OF LEATHER 

FOOTWEAR and Rubber and Canvas Foot- 
wear wants side line Salesman for the follow- 
ing territory: Ohio, Indiana, Kentucky, Illinois, 
Nebraska, owa, and California. Commission 
basis. Write giving full particulars. Address 
#81, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 1 We 4. 


$5 EL ~ FAST LINE OF INFANTS’ BRANDED 
_ oan Bee Steps and a7 Commis- 
ta sis. territories open APPY TOT 
5 _ 121 Duane Street, New York 
7, N. 


Te CARRY CHARLES L. KAHLER | OR- 
TH@®PEDIC SHOES in 2 styles of Black 
Kid Goat year se Width AAA to EEE. 
y seller; stra 5% commission. BARIS 
SHOE_COMPANY, 79 Reade Street, New 
York City. 


S IDELINE SALESMEN WANTED for di- 

rect Factory representation to Retail Trade; 
Commission basis; Rubber and Canvas Footwear 
and Growing Girls’ Sport Shoes. Territory 
open: Maine, New Hampshire, Vermont, Con- 
necticut, chusetts, Rhode Island, New 
{ereev. enaaieenta, New York, exclusive of 


ress #90, care Boot & 
Shoe a 100 East 42nd St a 
York 17, N. ¥. ad Street, "New 


HELP WANTED 




















STORE MANAGER-BUYER 


Position available immediately — 
MANAGER-BUYER for high-grade 
family shoe store located in Middle 
West, featuring nationally branded 
lines. Minimum starting salary 
$7500 with liberal bonus arrange- 
ment. Prefer applicant from Middle 
West or Central states. Must now be 
employed in this type of operation 
with a minimum of eight years’ ex- 
perience, and not over 45 years old. 
Present assistant buyer or merchan- 
diser will also be considered. All 
correspondence kept strictly confi- 
Write 


Bex Ne. 80, BOOT & SHOE RECORDER 
100 E. 42nd St.. New York 17, N. Y 


dential. 














LINE WANTED 











MANUFACTURERS 


West Coast Shoe Travelers Associates have capable 
salesmen in their organization te represent your 
company. All territories Denver West. !f you have 
— | in above territories communicate at once 
with Association, WEST COAST SHOE 
TRAVELERS ASSOCIATES, ROOM 320, HAAS 
BLOG., 219 WEST SEVENTH STREET, Los 
ANGELES 14, CALIF. 











ss. MAN, EXPERIENCED IN SELLING 

MANUFACTURING, Moving to the 
West —z B, would like to take over Ad of 
Women’s and Children’s Shoes r sayy California 
and Washington. ddress: Box #58, care of 
Boot & Shoe Recorder, 209 South State Street, 
Chicago 4, Til. 





UNUSUAL OPPORTUNITY 


For Man who has had experience in 
operation of a Chain of Men’s Retail 
Shoe Stores. Must be successful in 
Stock Control, Promotion and details 
of operation. Write, giving outline of 
experience, age, etc., and willingness 


to travel. 


Address Box 955, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











EXPERIENCED MAN, TO MANAGE FAM- 

ILY SHOE STORE, Western Le ee 
area; Our salary and bonus plan make it pos- 
sible for the right man to earn good money. Ad- 
dress #87, care Boot & Shoe Recente, 100 
East 42nd Street, New York 17, N. Y. 


M ee caaee Waris: Must be 4B. 
Fermanent. applicati 1 

to Address #86, care Bost & Shoe —— 

100 East 42nd Street, New ven oY 








YOUNG MAN TO TAKE CHARGE OF 
ADVERTISING AND PROMOTION 
In a top Quality Men's Shoe Manufac- 
turing Firm. Experience required. Ex- 
cellent business opportunity. 


Address Bex 73, care BOOT & SHOE . 3 
100 East 42nd Street, New York 17, N. 











LINE WANTED 


Salesman with 23 years Shoe Merchandising 

experience in Popular Priced Family Shoe 

Store, available as Manufacturer's represen- 

tative In Southwest or Pacific Coast territory. 

Best of references. 

Address: Bex 75, care BOOT & SHOE RECORDER 
S410 Wiishire Bivd., Les Angeles 36, Cal. 








MIDWEST 


Reputable Manufacturer's Line, by St. Louls 

resident, nighly quolified to give satisfactory 
ion this area. ight commis- 

sion. Women's type Comfort Shoes, 

Slippers, preferred, but extensive general ex- 

perience. 

Address: Box 76, care BOOT & SHOE RECORDER 

1221 Leeust Street, St. Louis, Me. 








ATTENTION CHILDREN’S 
SHOE MANUFACTURERS! 


Well rated Eastern Pennsylvania Wholesaler 
of High Grade Boys’ and Men's Shoes, 
to add fine Line of Infants’ and Children's 
Welts. Can do big job with quality merchandise. 
Bex 91, care we | ‘4 SHOE somes 
100 East 42nd Street, N York I 














Lz WANTED FOR EASTERN TERRI- 
TORY. EXPERIENCED SHOEMAN, 25 
years in Industry, desirous of securing good 
Line Women’s or Juvenile Shoes or Slippers. 
Commission basis. Best of references furnished. 
Address #82, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 





NEW YORK SALES ORGANIZATION spe 
y-> 3 in selling Infants’ and Children’s 
Shoes to Nationa! Chains and Department 
Stores, _>. an additional Line from a High 
Grade Manufacturer. We have a substantial fol- 
lowing in this field. Address #88, care Boot & 
hoe em 100 East 42nd Street, New 
York 17, N 





FOR SALE 


F,STABLISHED ORTHOPEDIC SHOE 

STORE in Downtown Los Angeles, Cali- 
fornia, 28 yearg in business ; Other interests 
cause of selling. Address: Box 760, care eof 
Boot and Shoe Recorder, $410 Wilshire Bivd., 
Los Angeles 36, Cal. 








POSITION WANTED 


MARRIED MAN, 32 YEARS OF AGE; 
19 years’ experience all phases retail Ladies’ 
Shoe business; 10 years’ experience Assistant 
Manager and Manager of Popular Price Chain 
and Higher Price Individual Stores. Desire 
position as Chain or Individual store 
Address #93, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 





HOE ILLUSTRATOR—EXPERIENCE IN 

CLUDES DEPARTMENT STORE AND 
MAGAZINE. Samples submitted upon request 
CLAUDINE MAGOTEAUX, 804 Neave Bldg.. 
Cincinnati 2, Ohio. 








BUSINESS OPPORTUNITY 


AVE LOFT AND MODERN SPRAY 

BOOTH—Seeking Man to bring work on 
Profit Sharing basis. Or will consider any other 
sound proposition. MEDALION 3-5794. 








J TYROPOLIS, CUSTOM SHOE UPPER 
MAKER, with own establishment for han 
dling fitting and cutting Patterns, pullovers. 
We call for your orders. Write or phone. 1600 
Washington Avenue, Bronx, New York. LUD- 
LOW 3-4149, 





WANTED TO PURCHASE 


SHOE STORE, WITHIN A RADIUS OF 
50 MILES OF NEW YORK CITY. Will 
pay dollar for dollar on merchandise. Im- 
mediate purchase. Address #989, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 








WANTED 
Immediate delivery, New or 
Rebuilt Turner or Woburn 


setting out Machine. 


Address Box 77, care — & SHOE a 
106 East 42nd Street, New York 17, 








WE BUY 
SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 
FOR CASH 


SHORT LEASES ASSUMED 


YOUR NAMB AND BRAND 
PROTECTED 


IRVIN RUBIN, INC. 
“The House of Jobs” 
89 READE STREET 
New York City 
Phone BARCLAY 1-7887 
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WANTED TO PURCHASE 


WANTED TO PURCHASE | WANTED TO PURCHASE 











TOP PRICES FOR YOUR SURPLUS BETTER GRADE SHOES 


Coavert iste cash—eny quontity | 


YOUR MAME PROTECTED ... WRITE — WIRE OR PHONE 
RELIABLE SPECIALISTS IN FINE SHOES FOR 15 TEARS 


M. K. WEIL SHOE CO. 


1215 Weshingtos Avesve—St. Louis, Me. 





GET TOP VALUE 
In Selling Your 
¢ SURPLUS STOCKS or 
¢ COMPLETE STORE 


CAMITTA SHOE CO. 


123 Ne. 4h St. Phila. 4, Pa. 
bere 2062 

















MY HOBBY 
Buying, Selling Shoes for 35 yeors 
CASH TOP PRICES 
Discontinued stocks 
HARRY HESS 


76 Reede Street New York 7, M. Y. 
Tetephese: WOrth 2-8096i 


WILL BUY CLOSE OUTS AND 
COMPLETE STOCKS 
of Shoes for Men, Women end 


BROITMAN-GAFFIN SHOES, INC. 








CASH PAID FOR 
SHOE STORES 
CLOSE OUTS, JOB LOTS 

ASSUMED 








SELL YOUR JOB LOTS 
SAM CAMITTA & SONS 

















MERCHANTS’ NEEDS 


| 


MERCHANTS’ NEEDS 











All Shoemen should own an ALL PURPOSE SHOE STICK 


$2.95 P.P. 
Easy to Use for all types 
of shoe stretching on men's, 
women's and children's 


ROOM 204 Georanteed for All Time shoes. 
129 mw. main st. ALL PURPOSE SHOE STICK CO. ocxrorp, m.mols 


SAVE SALES 








tats AND) Uileas 


OR you 


NEWSPAPER 


—it you advertise in newspapers 
write today for free samples of 


1. Sterliag Shoe Mat Service 
A quarterly matrix service of 
carefully written copy, photo- 
graphs and beautiful art work for 
direct mail and newspaper ad- 
vertising. 


= 
2. Vincent Edwards ldea Clip- 
ping Service 
Actual newspaper tear sheets of 
ads of shoe stores; you select the 
exact stores and cities you want 
to see or leave the selection to 
our advertising staff. 


VINCENT EDWARDS & CO. 


World's largest advertising service 
organization 
342 Madison Ave., 
New York City 








ADVERTISING 








September 15, 1947 








FUR TRIMMING 








RABBIT FUR TRIMMING 
IN PASTEL SHADES 

FOR THE SLIPPER TRADE | 

Write fer Quotations te 


NATIONAL FUR DYEING CO. 
447 S$. Hewitt $t., Los Angeles 13, Calif. 














Ernest C. J. Bourbeau 


YoRKTOWN HEIGHTS, N. Y.—Ernest 
C. J. Bourbeau of 137 Parkview Drive 
in nearby Mount Kisco, a shoe sales- 
man for Bonwit, Teller & Co., in New 
York, died of a heart attack here re- | 
cently on the 10th fairway of the Mo- | 
hansic golf course. His age was 50. 

Born in Turners Falls, Mass., Mr. 
Bourbeau joined Bonwit, Teller & Co. 
12 years ago. 

Surviving are his widow, Mrs. Iola | 
Guennette Bourgeau; his parents, Mr. | 
and Mrs. Uzece Bourbeau of Green- 
field, Mass.; a daughter, Miss Anne 
Bourbeau of Mount Kisco, four brothers | 
and three sisters. 





MERCHANTS’ NEEDS 




















INVISIBLE ff 
w! Msn 


NS Pending 
For More Attractive Displays 


Made to display the shoe ond not the 
Forms 








SHOE FORMS REFINISHED 


We repair and refinish Shoe Forma, like new, 
Will refinish 2 pair 4 
our service. 











NEW AND [IMPROVED 
$5.00 
cross ‘for Price Tickets 
$9.75 








HALF GROSS 
TULTS AT 
ANY ANGLE 
M. D. POLLINGER CO. 
HOLLAND BLDG. ST. LOUIS, MO. 
159 














MERCHANTS’ NEEDS 








WANTED TO PURCHASE 





| WANTED TO PURCHASE 








NYLONS 


* 51 GAUGE * FIRST QUALITY 
* SHEER  ° FULL FASHIONED 
* ALL NYLON (TOP to TOE) 

* BEAUTIFUL NEW SHADES 

* SIZES 8% to 10% 


IMMEDIATE DELIVERY! ! 
NEW LOW PRICE!! 


$12.50 DOZ. 
PARKER'S 


9040 Commercial Avenue 
Chicago 17, Illinois 
REgent 1030 


Terms: Net 30 Days. 
Minimum Order 5 Dozen. 














*ADULT MODEL $15.00 
*JUNIOR MODEL $12.50 


Efficiency 
Of Fit 


YOURS WITH THE NEW 


aa 


Win the Brannock Adult and 
Junior Model Devices, the shoe fitter 
can get immediate “Heel-to-Ball”’ — 
“Heel-to-Toe”—"Width-at-Ball” direct 
measurements. This means speedy, 
accurate fitting; more sales per fitter; 
more perfect fitting; fewer misfits 
with their subsequent costly and 
troublesome exchanges. 

*Available at special cooperative poten 
if ordered through certain shoe manu 
facturers—for this list and full details 
write to 


THE BRANNOCK DEVICE 





Syra 





Quality Shoes for Men, Women 
and Children 


79-81 READE STREET 





BARIS BUYS for CASH 


Scrupulous Protection for your Name and Brand Since 1932 


BARIS SHOE CO.., 
WOrth 2-5180 


e Shoe Stores 
Short Term Leases Assumed 


INC. 
NEW YORK 7, N. Y. 














MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 








| FIT COMES FIRST 


with the original 
| SHOE DOCTOR SHRINKERS 


| 






FOOT COMFORT easily 
provided for hard-te-fit er 
abnormal feet. Our Shoe 
Dector Shrinkers when used 
with our specially pre- 
pared fuids, give the 


fit large around the top, 
“™ slip at the heel, or gap at 


e--- the sides. Any fullness or 


proper fit to shoes which | 


$20).00 wrinkles in leather or fab- 
ric are easily shrunk with- | 
Curved type iron out harm. 


Special combination offer $42.50 (fluids 
included in above prices). 


E. C. SMELTZER CO. 


121 E. Sist Street, Indianapolis, Ind. 





| 

| Send your order or write for detail information. 
| 

| 


On West Coast Trip 


Boston, Mass.—Albert Saitz, of the 
Fleetwood Athletic Shoe Co., of Boston, 
is making an extended business trip to 
the West Coast where he will not only 
conduct a sales campaign but also make 
arrangements for permanent sales rep- 
resentation in that part of the country. 
The line being pushed on this trip are 





high-style Goodyear welts first shown 
to the trade at the National Shoe Fair 
in New York City. 





Opens New Store 





BuFFALO, N. Y.—Marsh Shoes has 
opened a new store at 29 Public Square, 
Watertown, N. Y., featuring nationally 
advertised brands. 





C.P.A. Approves Shoe 


Store Construction 


CALEXIcO, CALIF.—C.P.A. approval 
has been obtained for construction of 
alterations and improvements to the 
store building of Karl’s Shoe Store at 





234 Second Street, to cost $5000. 


“THE BOMB-SHELL” 


Hand loced true moccasins with two buckle 
sling strap. 


Ready for immediate delivery. 
SAMPLE SENT ON REQUEST. 


PORTSMOUTH SHOE CO. 


14 Pleasant St. Portsmouth, N. H. 





Beck Takes 50-Year Lease 
On St. Petersburg Site 


St. Pererspurc, Fua—A. S. Beck 
Shoe Company of New York has taken 
a 50-year lease at $12,000 per year on 
three stores, 527, 529 and 531 Central 
Avenue. The shoe company plans to 
remodel the three stores into one 





Opens Sample Shoe 


Department 

Fort WAYNE, IND.—The Bette Lu 
Hat Shop has opened a new Sample 
Shoe Department in its store at 116 
East Wayne Street, featuring samples 
and cancellations. 
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New plan ™ 


broadens opportunity 


for regular 


Savings Bond buying 


The Treasury Department 
and the banks of America 
are making it possible for 
people not on the Payroll 
Savings Plan to purchase 
Bonds monthly on an “au- 
tomatic” arrangement with 
their banks. This program 
is intended for self-em- 
ployed people and others 
to whom the advantages of 
Payroll Savings are not 
available. 


Support this new cam- 
paign by devoting some of 
your advertising space to 
the “Buy Where You 
Bank” plan. 











that will do the most 
FOR YOUR STORE 


1. Feature a “sure-seller”—U. S. Savings Bonds. 


2. Give it a dramatic headline—This is easy, because Bonds are such 
a good buy. They pay $4 at maturity for every $3 invested! 


3. Tell all the facts clearly—Bonds pay a high cash profit. Bonds are 
as safe as U. S. currency. The purchase of Bonds builds security for 
the individual and for the nation. People can buy Bonds regularly ona 
convenient, “automatic” basis through the Pay roll Savi ings Plan where 
they work, or, if they’re self-employed, through their banks. 


YOUR STORE BENEFITS every time you run an ad on Savings Bonds, 
because people respect the store that does a public service. No other 
type of ad can win your store more prestige and good will. 


You'll benefit your store, your community, and your country by devot- 
ing a generous portion of your advertising schedule to Savi ings Bonds. 
If you wish to run the official Savi ings Bonds ads that have been prepared 
for retail stores, you can obtain mats by contacting your State Director 
of the Treasury Department’ s Savings Bonds Division. He can also help 
you build up your own Payroll Savings Plan—the plan that brings a 
feeling of extra security to your employ ees .. . enables them to be hap- 
pier, more efficient workers. 


The Treasury Department acknowledges with appreciation the publication of this message by 


BOOT & SHOE RECORDER 


September 15, 1947 


This is am official U. S. Treasury advertisement prepared under the auspices of the Treasury Department and The Advertising Council. 








1 Allen Edmonds’ special Nailess 


Gg FT N FW Osteo-path-ik Construction. 
2 Allen Edmonds’ U-Turn Flexibility 
eee ... eliminates breaoking in, assures 


> matchless comfort. 
/ g 
KEEP i 


COMI N G 5, Advertising aids . . . cooperative 
eee advertising, moat service, disploy 


material, booklets, etc. 


3 Allen Edmonds’ unique STOCK 
PLAN .. . cuts inventory, multiplies 


turnover, pyramids profits. 


4 Consistent national advertising 
«++ year ‘round in Esquire; season- 
ally in TIME, NEWSWEEK, HOLIDAY. 





with these 
exclusive features 


THE SHOE OF TOMORROW 





ALLEN EDMONDS SHOE CORPORATION 
BELGIUM, WISCONSIN 
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Adrian, M. B., & Sons X-Ray Co. 114, 140 
Shoe 


Air-O-Magic Shoe ............. 33 
AllPeece Corp., The ....... 135 
Allen-Edmonds Shoe Co. ee 
All Purpose Shoe Stick Co. .. ..... 159 
Altschul, Julius, Inc. ...........- 135 
American Gentleman Shoes .. en ae 
American Hide & Leather Co. .. 93 
American Oak Leather Co. ... .... 18 
American Shoe Co. ........- . 154 
Arlynn Shoe Co cau cadens See 
Armstrong Cork Company ~ 6 
Arnoff Shoe Co. 


118, 144, 146, 148, 151, 153, 154, 155 


Arrow Footwear Co. .......-.-- 153 
Barbour Welting Co. at dinak ethene 43 
Baris Shoe Co., Inc. ........ 142, 148, 160 
Bata Shoe Company “4 . 41 
Beaudin, L. EB., Shoe i hats 123 
Bloom-ease ... Blak aha n catenin o .. 145 
Brannock Device Co. ........ ..-.. 160 
Broitman-Gaffin Shoes, Inc 159 
Oe GD oc caccee.sccese 103 
Brownsville Importers > eee 
Built-Up Heel Conference .. ..... . 101 
Cambridge Rubber Co. 11, 15 
Camitta, Sam, & Sons ........ 159 
Camitta Shoe Company Sa Se aerate 159 
Cavalier Company ...........20- 98 
Chi Gee Beart .. woe. .-cccce 151 
Clapp, Edwin, & Son, Inc 9 
Colonial Tanning Co. 78, 82 
Colt-Coamnels GR, oo... cccesercocce 141 
Commonwealth Shoe & Lea. Co 73 
Compo Shoe Machinery Corp. ..... 30 
Conformal Company $9 
Consolidated Footwear Co. ..... 
Craddock-Terry Shoe Corp. ...19, 77, 83 
Dale Footwear, Inc. ‘ 125 
8 ee eae a. ae 
Darlington Fabrics Corp. — 
Desco Shoe Corporation .. Sisal 117 
Dewey & Almy Chemical Co...... “+. 
Douglas, W. L., Shee Co............ 155 
Drew Irving Corporation — 7 
Du Brin Uniforms ........... 148 
Dunham Bros. Co. aé. dnagde : 127 
Edwards, J., & Co., Inc. ie heedeue 49 
Elam, F. S., Shoe Co., Inc... ... 136 
Essex Rubber Co. fxd Cae ee — 
F.B.F. Display Co. _ a 159 
Ea 159 
Friedman-Shelby Shoe Co. ........ 2 
Frye, John A., Shoe Co... ........ 21 
ee 136 
Gerberich-Fayne Shoe Co. 26 


Gerda Footwear Co., Inc.. 32, 100, 124, a 
Gilbert Shoe Company 
2 


Goodwill Shoe ‘co \ousease - 142 
Back Come 
15 


lle le ane a ot ~> ee 
Harold Shoe Co., Inc. ... ee 
Harvey Shoe Co. ... 2, 
peeeees Dee BE Giiec. ccd. ccece 92 
PD stoens savas — 
Heywood Shoes .. i eeu ee es 74 
Holland-Racine Shoes ..... 2 
Holmes, Stickney & Walker, Inc.. 137 
Ti Sn «scectenes andcun 


Hubschman, E., & Sons, Inc... 


4 
2nd Cover 
Hussco Shoe Co. ge 87 


Irving Lamet Shoe Co. va .. 146 
Jenkins, George O., Co... ee , 67 
J. G. Furniture Co. Semtnstees Ata ce cas 
John Arthur Shoe Mfg. Co. . . . 90 
i Si on. .vee.s i baeee 5 
Kelly Rubber Co., The ee 
PEED ce. cesceedes ‘ . § 
RSE 2 SE Ee ee 77 
Knomark Mfg. Co. 129 
i, ne CO. a 65s: seiccves 4 
Krippendorf-Dittmann Co. . s<touw mee 
LaCrosse Rubber Mills Co.. : 95 
Ladies Home Journal .. ston 16 
Larson Advertising Co., Inc. ee. 


Lawrence, A. C., Leather Co. .. 110 


Lederer Industries ........... 138 
Levor, G., & Co., Inc.. sas ea 3 
Lion Sandals , ic “ee 
Longini Shoe Mfg. " So., Tee. «-cssc0se) 
Lyons & Company ...... .--153, 155 
Mansfield Shoes ...... 73 
_——- es Shoe Co.. , 151, 154 
Marks, C Shoe Co. ‘cise ee 

Maxine Srigtnale ves dé aaee Se 
age agg My Footwear, Inc. 27 
Miller, O. A., Treeing Machine Co... 164 
Mohawk Carpet Mills .... - & 
Monroe Bros. Co. ........- eS 
Moore Fabric Company .. xeW — 
Moulton, Bartley, Inc. ............. 50 
Mrs. Days Ideal Baby Shoe Co...... 120 
National Fur Dyeing Co. o<¢6s0000 ae 
Natural Bridge Shoemakers ........ 83 
Nu-Lam Products ......... nee 139 
Nunn Bush Shoe Co. ... . 3rd Cover 
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Dr. Posner's Ritesterts in 
Pre-Waelkers and First- 
Steppers. 


Br. Posner's Scientific 
Shees for Scheel. 










Also Makers of Muscle Builders (to prevent pronation [weak 


foot]); Flying Aces for Boys; Teen Types for the Growing Miss. 


he Ledltencedl LHe 


means a steady stream of customers! 


In the Dr. Posner’s Balanced Line, there’s a shoe for every child 
“from crib to college days”. This means that once you get a child 
started in a Dr. Posner shoe, the mother remains a customer of 
yours until the child grows up. This 10 to 15 year cycle of sales 
reduces your selling cost, multiplies your profit, and adds to 


your reputation. 


National advertising in 4 color pages in Good Housekeeping, 
Parents’ Magazine — also in black and white advertisements in 
other important national magazines, creates a flow of good will 
that is a bankable asset. . 


DR. A. POSNER SHOES, Inc. 





F. 


Executive Office: 
137 Duane Street, New York 13, N. Y. 


All nm, Pa. « New Oxford, Pa. + Chicago Sales Office: Merchandise Mart, Room 1046 


Los Angeles Sales Office: Haas Bidg., Suite 1112 





O’Donnell Shoe Co. ... 
Ohio Leather Co., The 
O’Kay Shoe Company 


Packard, M. A., Co.... 
Company 


Parker’s Hosiery . os 


Pfeiffer, Frank H., Co. Inc... 
Sea Shoe ‘Wholesalers 
Pierce, c. ys Co.. os 
Pilot Shoe Company - 
Pollinger, M. D., Co. 

Portage Shoe Mfg. Co. 
Portsmouth Shoe Co. -. 
Posner, Dr. A., Shoes, Inc. 
Prima, Inc. 
Primex REE Co. 


Republic Building 

Rex Fia-stik Co. 

Roberts, Johnson & Rand 
Roger Kent Plastics ..... 
Royal Footwear Co. 

Rubin, Irvin . 3 
Rueping, Fred, ‘Leather Co 


- 136 


'.123 





Spra Lac Refinishes ... ....... . 169 
Stone-Tarlow Co., Inc. meee oad 29 
Sundial Shoe Company ........ . 84 
Surpass Leather Co. ........ ..46, 1231 
Taylor, E. E., 13 
Taylor, Thomas, & Sons, Inc. 109 
Tingley-Reliance Rubber Co 116 
Trimfoot Company ‘ 68 
20th Century Footwear Co. .... 154 
United Last Company .......... 28 
United Shoe Machinery Corp. 

20, 22, 36, &4 


United States Rubber Co., Inc. 
Front Cover, 97 
Universal Shoe Form Co...... 40 


Vaisey-Bristol Co. a 4 ——_ 
Vincent, | age & Co. s bia 159 
Virginia Shoe Co. ..... schiehwae 108 
Volk, P. H., Pe Se Sass « ce eene 151 


Vosburg Foot Appliance TC com> of ae 
Walk-Over Shoes .. . 


Weil, M. K., Shoe Co. .. ... 153, 159 
Wellco Shoe Corporation ... 119 
Well-Built Shoe Co. ........ 143 
Winthrop Shoe Company 24, 25 


West Coast Shoe Travelers Associates’ 94 
Westport Div. Brown Sh 
39, $6, “Be. 134, » oe 


Wohl Shoe Company 


X-Ray Shoe Fitter Co. sbanae «eee ae 
Yankee Shoemakers ° “Fe ee 
Young, Richer€ Co. ...ccccsccceccecss 46 
Ziegel Fieman Co see 46 
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When you sell shoes and Miller Trees to keep footwear stnart 


and shipshape, there’s a DOUBLE PROFIT in /ess than double the sell- 





MILLER ADJUSTABLE PACK FLAT TREE ing time. Why ? Because the customer need be fitted only once—for the shoes. j 
The trees adjust quickly, easily for both length and width, one tree size 
fits several shoe sizes and widths. The forepart of a Miller is modeled like 
a shoe last... bottom is cut out to allow for metatarsal. Result: a 
superior fitting tree. Write for complete information about this highly 


serviceable product that every shoe can use. 


0. A. Miller Treeing Machine Co., Plymouth, New Hampshire 
Branch of United Shoe Machinery Corporation 


| q Boot and Shoe Recorder 



































‘ V he Ce mmande a 


The Nunn-Bush reputation for finer 
shoemaking is ndét an accident. Be- 
hind every great product there is an 
unwavering wi// to achieve. The 
Nunn- Bush will is to make no less 
than the world’s most satisfying shoes 
for men. An achievement of notable 


™ : _ shoemaking importance is Ankle-Fash- 
i6ning—the Nunn-Bush added com- 


fort and extra style-mileage feature. 


NUNN-BUSH SHOE COMPANY «+ Mauwafacturers «+ MILWAUKEE 1, WISCONSIN 





lt has taken some time to re-route the children’s shoe buying habits of American parents 
. . . but, now, the “growth doesn’t wait for seasons” idea is catching hold. And it ushers 


in a new era for children’s shoe dealers! 


THROUGH constant reiteration of this theme, the importance of correct fit for rapidly 
growing feet is being established. Seldom has an advertising campaign such as is now be- 
ing used by Stride-Rite, had such a 
sound basis in health promotion. Rare- 
ly, has advertising brought in such 


double dividends: priceless foot protec- 


The tion for the children and year round 
Children’s “peak seasons” for the dealer! 
REMEMBER, Mr. Dealer, fit takes 
Shoe Market 


preference over all other factors in sell- 


e € e 
iS oming ing children’s shoes. In your local ad- 








oF Age vertising tie in with Stride Rite’s na- 


tional story . . . continue to sell mothers 


the fact that shoes may be outgrown be- 
fore they are outworn .. . urge frequent 
size “check-ups” all year ’round. That 
is a program that will make the slack 


season a thing of the past! 


GREEN SHOE MFG. CO., BOSTON, MASS. 








